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LEGACY 3-PIECE TEA SET, $65.00. ICE CREAM 
FORK, “SIXES” $6.25 (RETAIL PRICES). 





EHIND THE FOOTLIGHTS...AND BEHIND THE COUNTERS 


In a current New York play there’s a character named Mr. Pennel. And a lot of delightful 
comedy is effected by another character referring to him as Mr. Pencil, Mr. Panel, Mr. Pinwheel, 
and an assorted confusion of names. Behind the footlights it’s funny, but behind the counters 
of jewelry stores there isn’t an ounce of comedy in name confusion. 1847 ROGERS BROS., 
until recently, has been confused with many similar sounding names. To end it once and 
for all time... this name and trade mark identity campaign. All over the country dealers 
are reporting its success, telling us how customers ask for 1847 ROGERS BROS. by name. So 
the campaign shall continue its good work for us...and for you! Write for the new LEGACY 
booklet, JH, illustrating tea, dinner and flatware in this charming new-day pattern. Address 
International Silver Company, Department E, Meriden, Connecticut. Salesrooms: New York, 


Chicago, San Francisco . . . Canada: International Silver Co. of Canada, Ltd., Hamilton, Ont. 


1847 ROGERS BROS. 


SILVERPLATE 
INTERNATIONAL SILVER CO 7) << 
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Post Office at New York, under the Act of March 8, 1979. 


Street, New York, N.Y U. 8S. A. Entered as second class matter May 22, 1913. at the 
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it dries to a beautiful, glossless flat 
finish — easily washed. For all types 
ofinterior painting of walls, ceilings 
or woodwork . . for plain flat or egg- 
shell finishes, tiffany, mottled, etc. 


2 Does not show brush marks. 


3 Mixed with a little spar varnish it 


makes an excellent bronzing liquid, 
either with aluminum or bronze 
powder. 








WITH THESE IMPORTANT ADVANTAGES 


1 When used with Eagle White Lead, 


When mixed with any high grade 
varnish, that really dries flat, it 
makes an excellent glazing and 
blending liquid for tiffany effects — 
because it sets slowly. 

Makes a fine undercoating for 
enamel when used with Eagle 
White Lead, Heavy Paste. 

Comes in quart and 1-gallon cans 
and 5-gallon drums. All packages 
equipped with easily-opened 
** Upressit’’ caps. 


for GLAZING... 


use the new EAGLE 
FLATTING OIL.. 


Although Eagle Flatting Oil was intended 
primarily for use with Eagle White Lead 
in producing glossless, washable interior 
finishes, it has become very popular as a 
glazing liquid. 

When used for glazing or blending it 
should be mixed with any high grade flat 
varnish that really dries flat. It sets very 
slowly, has a high spreading rate, flowing 
smoothly under the brush. One gallon 
covers about one thousand feet. Colors 
blend beautifully and easily. 

If there is any particular use of Eagle 
Flatting Oil you are interested in, write us 
a note and we will gladly supply detailed 


information with formulae. 


The EAGLE-PICHER LEAD CO. 
134 North La Salle Street, Chicago 
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REGULAR AND LIGHTWEIGHT 
SAWS IN NEW DISSTON LINE 


With the new line of Disston 
Hand Saws you can please every 
customer, whether he wants a 
regular pattern (standard width) 
saw or a lightweight (ship) pat- 
tern saw. 

For in the new line there are 
eight regular pattern saws and 
seven lightweight saws, all of 
which are illustrated here. 

Because consumers are demand- 
ing both regular and lightweight 
patterns of the new Disston Saws, 
you will want to have both styles 
in stock. 

Make up your order from this 
list, to insure getting the new 
saws in the right numbers, 
lengths and points. 

Then send your order to your 
jobber, who can make prompt 


shipments. 
a4’ 


D-15 Lightweight, Straight Back 

Improved pattern rosewood handle. New grip, 
roomy and comfortable. New carving, new 
weatherproof finish, nickel-plated screws. Diss- 
ton true-taper grind. This and D-115 are the 
finest hand saws on earth. Blades 24” and 26”, 
cross-cut, 7, 8, 9, 10 and 11 point; rip made in 
26” length, 5% and 6 point. 


D-115 Regular Pattern, Skew Back 


Carved rosewood handle with new weather- 
proof finish; nickel-plated screws. True-taper 
grind. Blades, cross-cut, made in four lengths: 
20”, 11 point only; 22”, 10 point only; 24”, 10 
and 11 point; 26”, 7, 8, 9, 10 and 11 point. Rip 
made in 26” length only, 5% and 6 point. 


















D-12 Regular Pattern, Straight Back 


Blade made narrower. Improved pattern of 
applewood handle, carved; new weatherproof 
finish. Nickel-plated screws. More beauty. 
Disston true-taper grind. Blades, cross-cut, 20”, 
made with 10 and 11 points, 22”, 8, 9, 10 and 
11 point; 24”, 7, 8, 9, 10 and 11 point; 26”, 
6, 7, 8, 9, 10 and 11 point, and 28”, 7 and 8 
point. Rip, 24”, 5%, 6 and 7 point; 26”, 5, 
5% and 6 point; 28”, 5% point. 
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D-12 Lightweight, Straight Back 


Improved pattern of applewood handle, 
carved; new weatherproof finish. Nickel-plated 
screws. Greater beauty. Disston true-taper 
grind. Blades, cross-cut, 24”, 7, 8, 9, 10 and 11 
point; 26”, 7, 8, 9, 10 and 11 point. . Rip, 24”, 
made 7 point only; 26” in 5% and 6 point. 








A 


D-23 Lightweight, Straight Back 
Improved pattern of applewood handle, carved; 
new grip, roomy and comfortable; new weather- 








proof finish. Brass screws. Greater beauty. 
Disston true-taper grind. Cross-cut made in 
these lengths and points: 20”, 10 and 11 point; 
22”, 9, 10 and 11 point; 24”, 7, 8, 9, 10 and 11 
point; 26”, 7, 8, 9, 10 and 11 point. Rip made 
in 24”, 7 point, and 26”, 5, 534, 6 and 7 point. 





D-20 Lightweight, Skew Back 


Same as D-23, except that it has skew back 
instead of straight back. Improved pattern of 
applewood handle, carved; larger hand-hole; 
new grip; new weatherproof finish. Disston true- 
taper grind. Cross-cuts, 20”, 10 and 11 point; 
22”, 10 and 11 point; 24”, 8, 9, 10 and 11 point; 
26”, 7, 8, 9, 10 and 11 point. Rip made in 26” 
length, 5%4 and 6 point. 
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D-16 Regular Pattern, Straight Back 


Blade made narrower. Improved pattern of 
applewood handle; new weatherproof finish; 
brass screws. Higher polish, greater beauty. 
Disston true-taper grind. Cross-cuts made in 
these lengths and points: 20”, 10 point; 22”, 10 
point; 24”, 9 point; 26”, 7, 8, 9, 10 and 11 
point. Rip made only in 26” length, 514 and 
6 point. 











D-16 Lightweight, Straight Back 


Improved pattern of applewood handle; new 


weatherproof finish. Brass screws. Higher pol- 
ish; more beautiful. Disston true-taper grind. 
Cross-cut made only in 26” length, 7, 8, 9, 10 
and 11 point. Rip made 26”, 5% point. 


zac ABs 
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D-8 Regular Pattern, Skew Back 


Higher polish; greater beauty. Applewood 
handle, with new weatherproof finish. Brass 
screws. Disston true-taper grind. Cross-cuts: 
16”, 9 and 10 point; 18”, 9, 10 and 11 point; 


THESE FEATURES 
MEAN MORE SALES 


Every saw in the new Disston 
line is a masterpiece of saw 
making—new in every feature: 

Greater beauty. 

Lighter blades. 

Narrower blades. 

True-taper grinding. 

Thin, yet stiff. 

Higher polish. 

Striped backs on all saws. 

New handle designs. 

Weatherproof finish handles. 

New handle tags. 

Better boxes; new labels. 

Display them now—they are 
the most beautiful hand saws ever 
made... the easiest saws to sell. 











Published by HENRY DISSTON & SONS, INC., Makers of “The Saw Most Carpenters Use,” PHILADELPHIA, U.S. A., Canadian Factory, Toronto 





20”, 8, 9, 10 and 11 point; 22”, 8, 9, 10 and 1) 
point; 24”, 7, 8, 9, 10 and 11 point; 26”, 5, 6, 7, 
8, 9, 10 and 11 point; 28”, 5, 6, 7 and 8 point. 
Rip made 22”, 7 point; 24”, 514, 6, 7 point; 
26”, 4%, 5, 5%, 6 point; 28”, 4%, 5, 5% and 
6 point. 
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D-8 Lightweight, Skew Back 


Differs from D-8 Regular Pattern in width of 
blade only. Higher polish, more beautiful. Ap- 
plewood handle; new weatherproof finish; brass 
screws. Disston true-tapered grind. Made in 
26” length only, 7, 8, 9, 10 and 11 point. Rip, 
26”, 5% point. 











vain 


D-7 Regular Pattern, Straight Back 


Improved pattern of beechwood handle, new 
weatherproof finish; brass screws. Higher pol- 
ish; greater beauty. Disston true-taper grind. 
Cross-cut made in all lengths from 16 to 28”; 
16”, 9, 10 point; 18”, 9, 10, 11 point; 20” and 
22”, 8 9, 10, 11 point; 24”, 7, 8, 9, 
point; 26”, 5, 6, 7, 8, 9, 10 point; 28”, 
7 point. .Rip made in 22”, 7 point; 24”, 5%, 
6, 7 point; 26”, 5, 5%4, 6, 7 point; and 28”, 5 
and 5% pt. 





j 


D-7 Lightweight, Straight Back 

Differs from D-7, Regular Pattern, in width 
of blade only. . Improved pattern of beechwood 
handle, new weatherproof finish; brass screws. 
Higher polish, greater beauty. Disston true- 
taper grind. Made in 24” and 26” lengths only: 
Cross-cut, 7, 8, 9 and 10 point. Rip, 24”, 7 
point only; 26”, 514 point only. 
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D-112 Regular Pattern, Skew Back 


Blade made narrower, with higher polish, 
greater beauty. Improved pattern of applewood 
handle; new weatherproof finish; brass screws. 
Disston true-taper grind. Cross-cuts, 20”, 10 
point; 22”, 10 point; 24”, 9 and 10 point; 26”, 
7, 8 and 10 point. Rip made in 26” length, 5% 
point only. 











D-120 Regular Pattern, Skew Back 


Hollow ground for clearance; no set required. 
Blade made narrower. Shape of teeth changed; 
easier to file. Disston Special Extra-Slim Blunt 
Saw File should be used in sharpening. High 
in temper. Carved applewood handle; new 
weatherproof finish; nickel-plated screws. Made 


in 26” length only. Cross-cut, 7, 8, 9, 10 and 
Rip, 5% point. 


11 point. 
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D-17 Regular Pattern, Skew Back 

Double-duty saw; used for both ripping and 
cross-cutting. Also cuts well diagonally across 
grain. Blade made narrower. Improved pattern 
of beechwood handle; brass screws; new 
weatherproof finish. Disston true-taper grind. 
Higher polish, greater beauty. Made in one 
length of blade only—26 inches. 


The well-known American Boy 
Saw is retained in the standard 
20-inch length, either straight- 
back or skew-back, 9 points. 
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Dealers 
Preter It 
Because 
Consumers 
Prefer It 
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Dealers everywhere prefer Libbey-Owens flat 
drawn clear sheet glass because they know it to 
be the choice of architects, contractors and build- 


ers, as well as the general public. This preference 


i has been won through its uniform, high quality. It 


is truly flat and without bow —its perfect annealing 
insures the absence of internal strains and brit- 
tleness. These features reduce breakage in 
transportation, handling and glazing to an abso- 
lute minimum, contributing to maximum profit 
for you—and maximum satisfaction for the user. 
Ask your jobber for L/O “A” quality glass. The 
Libbey-Owens Sheet Glass Co., Toledo, Ohio. 


Libbey-Owens 


FLAT DRAWN 


CLEAR SHEET GLASS 
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Sell Successfal Brushes 


SBORN BRUSHES succeed where lesser 
brushes fail. Hardware distributors selling 
Osborn Brushes are selling the greatest possible brush 
values and making greater yearly profits doing it. 
One of hundreds of the successful line of Osborn 
Brushes is No. 666 Roof Brush. No doubt about it 


—this brush is a star seller and profit-maker. 





Sell successful brushes — Osborn Brushes. 


THE OSBORN MANUFALTURING LOMPANY 


5401 HAMILTON AVENUE - CLEVELAND, OHIO 
Branch Offices: New York, Detroit, Chicago, San Francisco, Los Angeles 
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‘PAC KAGE D 
ann LABELED 


RIGHT 


== the sturdy L& S package 
with other packages — watch 
the way the L& S Cartons stand the 
rough stock-room handling; see 
how boldly and clearly each pack- 
age is labeled to save your time. 


L&S packaging and labeling plus 
L& S strength, accuracy and service 
make it sound business to standard- 
ize on L& S bolts, nuts and cotters. 


THE LAMSON & SESSIONS CO. 


1971 W. 85th Street - Cleveland, Ohio 
Chicago - Detroit - St. Louis - El Paso - Atlanta - Seattle 
Salt Lake City - Los Angeles - San Francisco « Chattanooga 
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The Other | 







; | 

NEW Im- a | 
provements | 
1. Sectional construc- i 







1.“V” type belt. 


tion. | 





2. Helical cut gears {on 6" 
and 10" stroke}. 


3. Adjustable motor base. 






2. Improved force feed 








lubrication. 4. Exceptionally large bear- 

ing areas, 

3. Fully enclosed pump. 5. Splash and force feed 
lubrication. 






Complete catalog describ- 

ing “Oil-Rite’ Pumps t 

and their various com- i 

binations in water 4 
systems mailed 

bromptly on re- j 

quest. 





4. Simplified air com- 






pressor. 








5. Improved appearance. 











The Deming Fig. 1809 
“Oil-Rite”ShallowWell 





The Deming Fig. 2085 
Marvel Shallow Well 
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WZ 
Always Look for the 
Above Trade Mark. It 


Identifies These Standard 
Grades. 


TD&W White Hickory Handles 


24” and shorter 
Daniel Boone 
Peerless 


Longer than 24” 
Daniel Boone 
Perfection 
Triumph 


TD&W Mixed Red and White 
Hickory Handles 

Longer than 24” 24” and shorter 

Hercules Daisy 

Success Beauty 

Eagle 


The next time you buy handles 
ask your jobber about these 
grades and insist that each han- 
dle bears the T D & W imprint. 





Good Handles . 








must begin with 


| Good Material 


Located in the finest hickory belts in the world, are 
numerous mills which furnish a continuous supply of 
raw materials for Turner, Day & Woolworth handles. 
This raw material, which is sawed only from the 
choicest timber, is shipped to the T D & W factories, 
where it is turned into full-seasoned, carefully made 
handles. All along the line, from selecting the timber 
in the forest to packing the finished handles, TD & W 
workmen are committed to a rigid policy of quality. 
That is why when you buy handles bearing the imprint 
of TD&W, you can guarantee them to your cus- 
tomers. We guarantee them to you, for we know they 
are made of the finest hickory grown and the work- 
manship employed in making them is the best. 


through the retailer supplied by the wholesaler as 
proven by our experience of fifty years. 


{i most economical distribution of Hickory handles “| 














LouISVILLeE, 


INCORPORATED 







y & WOOLWORT, 





ESTABLISHED 


KENTUCKY 
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What 
“Searchlight Certified” 
means to you 


HE Household Magazine 
which is read by more than 
a million and a half women living 
in small towns— many of them 
right in your own town—conducts 
a national testing service known as 


the Household Searchlight. 


This service is the only one of its 
kind in America for the benefit of 
small town homes. It offers a reli- 
able source of assured information 
for Main Street home makers in 
the solution of every conceivable 
problem of home life and activity. 


All products in the Searchlight 
are tested under home conditions 
for economy, suitability, durability, 
practicability and adaptability. 


When an article passes this com- 
plete test, the manufacturer is 
given a certificate of approval, and 
has permission to use the seal 
“Searchlight Certified” on the 















article, in advertising and printed 
matter. 


Hence, when an article receives 
this recognition, this fact becomes 
known to the million and a half 
readers of The Household Maga- 
zine—and to over 3,000 Women’s 
Clubs composing an audience of 
50,000 to 60,000 and 1,000 accredit- 
ed Home Demonstrators. Because 
monthly bulletins on the activities 
of the Searchlight are sent to these 
Women’s Clubs and Home Demon- 


strators at their own request.* 


As a dealer in a town where there 
are hundreds of women interested 
in the findings of the Household 
Searchlight, you have a real sales 
opportunity in “Searchlight Cer- 
tified.” Stock and display the 
articles listed in the box below. 
All of these are certified by the 
Searchlight, and known, through 


consistent advertising, to every 


Household reader. 








* If you would like to re- 
ceive the montliily reports 
of The Household Search- 
light findings, so as to keep 
in close touch with your 
customers’ interests, write 
Dept. H.A.-8, The House- 
hold Magazine, Topeka, 


























Kansas. 
These products will be advertised in Household Magazine in 1929. 
Atwater Kent Manu- Chevrolet Motors ‘ Coleman Lamp Taylor Instruments 
facturing Co. Crane C Lindemann & Hoover- Landers, Frary & 
Florence Stove Co. Huenfeld Co. son Clark 
International Silver National Enameling & LePage’s Glue + a Cem 
Co.—Rogers Bros. Stamping Co. Boston Woven Hose Co. a "Ri “ 
1847 Perfection Stove Co. General Electric Co. Jar Rings 
Singer Sewing Machine American Gas Machine Wall Paper Manufac- Crosley Icyball 
Co. turers Assn. Refrigerator 


Co. 
New York Wire Clo 








Tee HOUSEHOLD MA‘ 


A Capper Publication 


ZINE 





ET 
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When a CYCLOPS 
Nail Puller takes 
hold of a nail the 


nail comes out. 















WHEN 





No matter how 

rusty the nails, or 
how deeply imbedded 
in cases, boxes or crates 


those nails may be, the 


CYCLOPS 


Nail Puller 


grips securely, the user pulls and each nail 


responds. 


Leverage, strength, safety—all combined in 
this practical tool. One of the best selling 
items in the UNION Hardware Line. 


Your Jobber will supply you. If not— 
write to us and we will refer you to the near- 
est Jobber who will. 


eee tencaraeeeeee 


HARDWARE COMPANY 


Reg. U. S. Pat. Off. 








This handle or pressure 
foot guides the jaws di- 


rectly to the nail and saves Torrington, Connecticut 
the hand from injury. 
Seed jor Toot Citalne New York Office: 151 Chambers St. 





No. 9 ESTABLISHED 1854 INCORPORATED 1864 
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Bakelite Molded Door Knobs in lustrous and flat black wood effects, and colors. 





Made by National Brass Co., 


Display discloses the appropriate beauty 
of Bakelite Molded Door Knobs 


RCHITECTS, builders and own- 

ers alike are instantly attract- 

ed by the appropriate beauty of Bake- 

lite Molded Door Knobs. From the 

pleasing variety of finishes available, 

knobs for each room may be selected 

to fit perfectly into the plan of deco- 
ration. 


Bakelite Molded Door Knobs are su- 
perior to those of metal and glass. They 
will not corrode, tarnish, crack or shat- 


ter and in addition to this they are sold 
at reasonable prices. 


Many dealers are securing profitable 
sales from the display of Bakelite 
Molded Door Knobs. For your own 
counter or window, the manufacturer 
will gladly supply you with sugges- 
tions for demonstrating the appropri- 
ate use of these knobs for matching 
wood finishes or to obtain flat black 
or color effects. Write today for this 
profitable sales help. 


BAKELITE CORPORATION 
247 Park Avenue, New York, N. Y. Chicago Office, 635 West 22nd Street 


BAKELITE CORPORATION OF CANADA, LTD., 163 Dufferin St., 


Toronto, Ont. 





THE MATERIAL OF 


A THOUSAND USES 


“The registered — iaerve and Symbol shown above may be used only on products made from matenals 


d by Bakelite C Under the capital ‘““B" is the nume: 





jumerical sign for infinity, or unlimited 


quantity It eine the infinite number of present and future uses of Bakelite Corporation's products.” 





Grand Rapids, Mich. 
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Shallow wells—deep wells—cisterns, whatever the source of 
water supply, Myers builds one or more styles of quality pumps 
for the purpose. For the dealer who sells but a few pumps a year, 
for the one who sells them in larger numbers, there is no line so 
complete, so thoroughly introduced and widely sold, so satisfactory 
and profitable, as the Myers. 


Whether it be an ordinary house pump, a shallow well lift or 
force pump, a deep well double acting force pump or a powerful 
windmill regulator pump, the highest standard of quality prevails 
throughout the. entire Myers Line. Not just pumps as the term 
“pumps” implies, but better built pumps for every purpose, with 
many improvements essential to ease of operation, larger volume 
and long time service, support those who sell them. 





We'll appreciate receiving your inquiry. 





if Take hs 
The 
MYERS 
HANGERS 


PUMPS-WATER SYSTEMS - HAY TOOLS-DOOR 














TF EIMVERS & BRO.& 


ASHLANDB, OHIO. 
Manufacturers for over ‘Years of MYERS HONOR-BILT PUMPS for Every 
WATER SYSTEMS-HAY GRAIN UNLOADING TOOLS ~ BARN,FACTORY end 
GARAGE DOOR HANGERS- STORE LADDERS, Etc. 
2 
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UCH a picture is a 
strictly modern one, 
for feminine pride ina 
clothes-wringer could 
hardly have been 
expected to exist before the 


advent of Lovell new Modern 
Models. 


Heretofore, the clothes-wringer 
has been a most useful appli- 
ance, to be sure — efficient, 
durable, endowed with many 
homely virtues. But beauty it 
has not possessed. Mean- 
while, other household equip- 
ment, kitchen 
and laundry 
utilities, have 
taken on 
greater grace 
of design— 
and all the 
colors of the 
rainbow. 


Now, the 
once-humble 
clothes- 














man proudly 


wringer takes its place with 
the other beautified, modern 
utensils of the home. Moreover, 
while being improved in ap- 
pearance, these Lovell Wringers 
have also been given increased 
sturdiness, efficiency and ease 
of operation. Their design 
applies many of the principles 
of the famous Lovell Wringers 
for washing machines. 


Order some of these new hand 
wringers from your jobber, 
in any of the three styles illus- 
trated, and stimulate your 
wringer sales 
with the 
tonic of new- 
ness. 











We will send you on 
request our Selling 
Help Sheet, from 
which you can order 
folders, window and 
store displays, news- 
paper cuts, etc., all 
furnished free by us. 
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Clothes -Wringer 












































“The Better the Wringer the Whiter the Wash” 


WRINGERS 


AND WRINGER ROLLS 
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aster Shoveling - Quicker Sales 
WITH MOLY-D-HANDLES 


HE ‘‘Moly-D” handle fits a man’s size fist (4" space between sides). 

No corners to hurt knuckles. Can’t split or warp—strain comes cross 
grain. A cold-pressed steel band holds the spindle tight as long as the shovel 
lasts. Just another reason why The Wood line not only sells but satisfies. 

Both “Big Fist” and “Piqua” brands come equipped with the “Moly-D” handle 


THE WOOD SHOVEL AND TOOL COMPANY .« PIQUA, OHIO 


Woods 
Shovels -Spades -Scoops 


A: 








a 
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| =and now for 
Summer and Fall 
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Nesco Saftematic Gasoline 
5 Radiant Heaters — cannot be 
aH flooded — instantaneous light- 
ee er — fire clay back and walls. 


OOM heaters have become a staple line — 
with a ready demand year after year. Fea- 


ares ae 
see ELS 


pee Oh 


ture these items — put extra sales effort behind 


an. 


them — and profits are bound to follow. 


Nesco offers you a complete line of heaters — 





kerosene and gasoline. There are nine numbers of 
kerosene heaters—some with porcelain enameled 


ie 


a bodies. The line is complete, including giant heat- 
s ers with 5 quart fount capacity. There are two 
= numbers of gasoline heaters — one with and one 
a wuld stelti@nerlicatitleren Gert lene) M 


Retail selling prices range from $5.75 to $16.75 on 
kerosene heaters and up to $35.50 on gasoline 


: 
? 


heaters in distant points —a heater to meet every 
size pocketbook. 


Nesco Gasoline Radiant Heaters are being adver- 





cised in full-page space in The Saturday Evening 
Post at the height of your selling season. Cash 
in on the demand. 

Ask your jobber or write to us for descriptive liter- 
ature, prices and complete information. 





NATIONAL ENAMELING & STAMPING Co., INC. 
13 TWELFTH STREET MILWAUKEE, WIS. 






Nesco Kerosene Heaters— Factories and Branches: Milwaukee, New York, Baltimore, Granite 
made in a complete line to City, Ill., Chicago, New Orleans, Laurel Hill, L. I., Philadelphia. 
meet every price demand. 


YENCE 
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Merging Two National Hardware 
Publications For 
Greater Service and Efficiency 


H ARDWARE AGE announces the acquisition of HARDWARE 
DEALERS’ MAGAZINE which will be consolidated with 
HARDWARE AGE. . 


Effective with the August first issue the combined publications will be 
issued as 


Hardware Age 


Hardware Dealers’ Magazine 


We are confident this merger will be welcomed by both subscribers and 
advertisers. 


In one greater publication will be blended the circulation, editorial teatures 
and services of both magazines. This move is in keeping with the modern 
practice of retaining and strengthening the individual values of existing 
organizations:and eliminating costly duplication of effort and service. 


The gain to readers and advertisers is patent. The augmented value 
per dollar of their subscription and advertising investments is obviously 


substantial. 


As members of the Hardware Age family, the subscribers and advertisers of the Hardware 
Dealers’ Magazine will now participate in the broad service, and complete equipment of the 
United Business Publishers, Inc.; publishers of Hardware Age, Iron Age, Dry Goods Econo- 
mist, Boot and Shoe Recorder, The Chilton Class Journal Publications and numerous other 


leading business papers. 
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OR almost three-quarters of a century HARDWARE AGE has 
enjoyed an unimpeachable place as the leading organ of the hardware 
industry. 


The range and completeness of its editorial service; its numerous staff of 
editors, both resident and at focal trading stations; its intimacy with 
leaders of thought and progress in the trade, equip it to serve hardware 
merchants, jobbers and manufacturers in keeping with the demands of 
profitable, intelligent merchandising. 


This dominant position will be further strengthened and entrenched by 
the addition of the enduring features of the HARDWARE DEALERS’ 
MAGAZINE. 


For the advertiser this merger assures augmented reader interest as a back- 
ground for his sales message, the elimination of costly duplication in 
circulation, the benefit of the combined trade prestige and traditions of 
the two oldest hardware papers—all welded into one modern vital 
advertising medium. 


For the busy hardware merchant this consolidation means greater economy in 
time and profit from his reading, greater facility in reference,i and larger 
value for his subscription investment. 


The amalgamation signifies greater service to the industry, amplified re- 
sources and a renewed impetus to greater achievement. 


a A OO) Yee) ee 


HARDWARE AGE 


with which is combined 


HARDWARE DEALERS’ MAGAZINE 
239 West 39th St., New York City 


A.B.C. A.B.P.. Inc. 
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Here is the New 
American Radiant 


Heater 


New Design and Style 
New Improved Features 
New Operating Convenience 
Beautiful New Finish. 


You will be pleased with the artistic design 
of the new American Radiant Heater. You 
wili like its simple, graceful lines; the pleas- 
ing harmony of the new, modern color finish. 


And you'll be delighted with its convenience 
and ease of operation. Just touch a match to 
the American Instant Lighter; wait less than 
one minute—then open the fuel valve and the 
radiants light immediately from the lighter 
flame. There is no other generating. 


The New American Radiant Heater No. 9 
has detachable tank for convenient filling, air 
and fuel gauges, built-in pump and automatic 
shut off valve which prevents flooding. It is 
a quality heater in every detail; one you will 
be proud to show and sell. Write or wire 
nearest office for full particulars. 


American Gas Machine Company, Inc. 
MAIN OFFICE AND FACTORIES . ALBERT LEA, MINN. 
EASTERN BRANCH 78 Reade St., NEW YORK, N. Y. 
WESTERN BRANCH , 4242 Hollis St., OAKLAND, CAI 
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GRA Y-WICK 


“Gray-Wick may cost a little more, but—it is worth it” 


This popular brand of Screen Wire Cloth has proved one H 
of the best sellers on the market. 


It is extremely durable, being made from rust-resisting i 
Open Hearth Steel produced in our own furnaces. The 

wire is drawn in our own mills and every operation is 

under our personal supervision. 


Gray-Wick carries an extra heavy electro zinc coating 
thoroughly enameled with transparent varnish. It gives 
wonderful service and absolute satisfaction, being known 
as the cloth of “Long Life.” 


It unrolls smoothly and lies perfectly flat, making it easy 
to apply. Has a pleasing Gray color. 


All brands of Wickwire Brothers Screen Cloth will be 
furnished this season in rolls of one piece each, also all 
brands will be furnished in 50 ft. and 25 ft. length rolls, 
without extra charge. 


Your Jobber will supply you. 


12 Mesh, No. 33 gauge each way Our Other Brands of Screen Cloth | 
14 Mesh, No. 33 gauge each way Cortland Black Enameled ; 
16 Mesh, No. 33 gauge filler White Metal Finish 

No. 34, gauge warp Wickwire Premier } 
18 Mesh, No. 34 gauge each way Wickwire Bronze 


Wickwire Copper " 


me 
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Philadelphia Series “S” Mowers 
have established unprecedented 
“first season” sales records, fully 
justifying our own and our dealers’ 
confidence in this revolutionary 
new type of lawn mower. Unsolic- 
ited letters from all classes of users, 
praising the performance of these 


mowers, constitute the best answer 
to those dealers who hesitated to 
sell a “first season” article. Series 
*S” Mowers enter their second sea- 
son embodying a few minor im- 
provements which we believe will 
result in even better service to 
the user. 











Philadelphia 


SERIES" S” 
mower 


patents pending 


Sales Advantages for the Hardware Merchant 


I. The highest grade lawn mower ever built; in a distinct 
and individual class by itself . . . no possible competition. 


2. Made principally of pressed steel—lighter in weight 


and five times more durable than cast iron. 
3. Nationally advertised to 5,000,000 readers. 


4. “Three Times Guaranteed”—for materials—for 
workmanship—for one year. 






..and now, STYLE “BB”, a new mower 
which will help dealers to meet low price ’ 


competition .. 16-inch cut; 9-inch wheel; 5’2-inch 
revolving cutter with four blades of high grade, care- 
fully selected tool steel; PRESSED STEEL WHEELS AND 
SIDE PLATES; internal gear drive; self-adjusting, 
radial ball bearings; sliding pawl ratchets; height of 
cut adjustable, 14-inch to 114-inch; standard Phila- 
delphia handle and wood roller. A well made 


mower at an unusually low price. Mate- 
rials and workmanship guaranteed. 





Write for complete specifications and prices 
Philadelphia Lawn Mower Co., Inc., 4250 WISSAHICKON AVENUE, PHILADELPHIA, PA. 
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INE out of ten people who ask for Christmas tree 
lights want Noma Strings of Color-Light. Every- 
where they are now asking for Nomas by name. They 
realize that the name Noma means assurance of quality, 
dependability and efficiency—in short, the most for their 
money. 
THE MOST COMPLETE LINE IN THE WORLD 
Backed by the Biggest Advertising Campaign 

This year we are teaching the pubiic certain essential 

exclusive facts about Noma Strings of Color-Light that 

insure them utmost quality and service. 

1. All Noma Lighting Outfits are EXTENSION Outfits. 
Every outfit is made so that it can be instantly plugged 
into another outfit and made into one continuous 
string of color light for inside or outside use. 

. All Nomas have patented Octagon shaped bakelite 
sockets, green and maroon color—handsome, prac- 
tically unbreakable—and weather-proof. 

3. Noma Red Bead Holders—hold lamps in an upright 

position—prevent slipping off or pulling off tree. 

4. Nomas are equipped exclusively with genuine GE 
Mazpa lamps—of correct amperage and voltage to 
operate successfully and economically with the lamps 
sold with similar Noma outfits. 

This year millions of lamps will be sold for replacement 
purposes. For the satisfaction and safety of customers, as 
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Lights asked for by nine out of ten « 4 4 
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well as your own satisfaction, only lamps marked Mazpa 
should be supplied for such replacements. Only Mazpa 
lamps are of the correct voltage and amperage. 

Nomas have the call. Make sure that your stock will 
be adequate enough to fill the increasing demand. 

Get in touch with us at once or send for the latest 
catalog which shows the complete new line in detail 
with list price of every article. 

NOMA ELECTRIC CORPORATION 
340 Hudson St., New York 


OMM 


STRINGS OF COLOR 


lights 
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Ready for Delivery 





OWN in Sunshine Valley live the Fulton Fairy 
Folks, spending all their time to brighten the lives 
of little boys and girls. Happiness is the password to 
this land of “Make Believe” and every toy they make 
carries a guarantee for so many laughs and smiles. 
Merchants everywhere have found that Fulton Fairy 
Folks from Sunshine Valley make toys that are highly 
profitable. Have you ever seen them—no? See your 
jobber—or if he does not have them—write us. They 
also come in popular assortments. 


PATENT NOVELTY CO., INC. 


FULTON, ILLINOIS 
FREE 


SPECIAL NOTE—tThe illustrations appearing in this advertisement are 
available in mats or electrotypes for newspaper advertising. The word 
“Fulton Toys’’ is not shown so it advertises your toy department in general. 

















| 














Boys All Want It! 


The Daisy Liquid Pistol sells 
fast and steadily at all times. 
Display it—it looks like a real 
automatic—that’s why it eells! 
All metal—no rubber bulb. Most 
popular 25c. novelty. 

Order from your Jobber 

for Immediate Delivery 


Daisy Mfg. Company 
Plymouth, Michigan, U. S. A. 


AISY pisto: 

















The KoKoMo ELECTRICAR is the fastest electrical floor 
toy built. A real miniature reproduction of the fastest 
modern race cars. Operates from light socket through 
toy transformer. Twenty feet of flexible fence furnished. 
Car automatically follows fence in any position. No track 
to assemble. Powered with small commercial electric motor. 
Strong sheet steel construction. Rubber Tires. Overall 
length of car, 12”; width 6”; height, 314”. 


KOKOMO STAMPED METAL COMPANY 
KOKOMO, INDIANA 








18 Million Advts. will sell Metalcraft 


construction sets for you! 


Biggest toy advertising campaign will start 
Oct. 13. Tells about new ‘‘Lyonsport Aero 
Club’ and sells boys on owning complete 
model airfields, May we send details of 
Merchants’ ‘‘Chain-of-Sales’’ plan to get 
toy sales-volume all Fall, Winter, Spring? 


Y. Metalcraft Corporation 
5105 Penrose Ave. 
St. Louis, Mo., U. S. A. 


Exhibit this complete 
model airport. It draws 
boys in flocks. Biggest 
puller you ever had! 
Makes over 18-million- 
boy-power advertising sell 
for you. 


















Sell Asatte Skates 


“The First Best Skate—the Best Skate Today” 

by World’s champions to establish 

a apecd veers and by professional 

, your customers can now 

— sdjurtable = skate with the 
45-year reco! qu . 

of best, heavy cold rolled strip 

— steel ; heaviest rol- 

lers. Cannot be 

equalled for action, 






Order direet or 
through your jobber. 


Richardson Ball 
Bearing Skate Co. 
3318 Ravensweed Ave. 
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HERCULES 
HERCO SMOKELESS 


ERCO Smokeless will drive 1-1/4 or 1-3/8 ounces of 
shot from a 12 gauge, 1-1/8 from a 16 gauge or | 
ounce from a 20 gauge as fast and as far, or farther than 
most powders will throw 10% to 15% less shot. And with 
the standard shot charges Herco will develop higher 


velocities. 


In each case the pressures developed in the gun barrel 
will be lower, the starting movement of the shot column 


will be more gradual, and the pattern percentage will be 


higher. 


Each of these characteristics results in better shooting. 


This is why each of our modern progressive ammunition 


concerns is loading Herco Smokeless. 





HERCULES POWDER COMPANY 


(INCORPORATED) 


910 KING STREET 
WILMINGTON “- “ DELAWARE 
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“4 ETURNING from an extended business trip to our Eastern Offices, 
my attention was called to a hunting display in our Retail Store 
in Minneapolis. The display was devoted primarily to ‘PETERS’ 


ammunition. 


“Your exceedingly attractive advertising and display material was 
surely used to advantage. I made a rather detailed inquiry and learned 
that there had been considerable favorable comment on the attractiveness 
of our entire display, but more particularly to the fact that we were 
handling an exceptionally fine grade of ammunition. 


“You might be interested to know that this is the first season we have 
ever handled ‘PETERS’ shells and ammunition and I was more than 
gratified to find out that this store had developed a better and larger 
patronage on that class of merchandise than ever before. In fact, we have 
never thought of ammunition except as just another seasonable item. Our 
experience so far, however, with your product has convinced us that 
quality is of the utmost importance and when backed by meritorious 
advertising and display will surely bring in the sales from the real sports- 
men. 


“We appreciate your sincere and friendly cooperation, and you may 
count on the future with us.” 














The above expressions quote verbatim a letter written us by 
Mr. L. S. Rose, President of Rose Brothers Company, Minne- 
apolis, Minn. Dealers everywhere can profit by this _store’s 
experience. Ali you have to do is put in Peters—and back it 
up—and we will back you up. Write our nearest office at once. 


THE PETERS CARTRIDGE COMPANY 
/ Dept. H-22 
Wy New York CINCINNATI, OHIO San Francisco 





SHELLS YOU CAN SELL WITH CONFIDENCE 
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Fabrikoid Fabrics displayed 
with your camping and out- 


door supplies will sell on sight. 


Now is the time to sell Fabrikoid 
Fabrics. Vacationists, summer camp- 
ers and cottage owners are buying 
these materials because of their dec- 
orative beauty and extreme practi- 
cability. 

Women are immediately attracted 
by their lovely colors—white, maize, 
orchid, blue, green and pink. And in 
addition they are ideal for summer 
home uses because they lessen house- 


Campers and 
vacationists 





work. Being washable, they’re so 


easy to keep clean. Just run over 
them with a damp cloth to remove 
soil—no laundering required. Water- 
proof and unaffected by rain or damp- 
ness—they are admirably suited to 
ever so many summer outdoor uses. 


FABRIKOID 


REG. U. S. PAT. OFF. 


FABRICS 








Wherever stores have displayed 
Fabrikoid Fabrics with their camp- 
ing and outdoor supplies, sales of 
these fabrics have shown an immedi- 
ate increase. Vacation months are 
here! Now is the time to display 
these colorful summertime fabrics. 


E. I. du Pont de Nemours & Co., Inc. 
Fabrikoid Division, Newburgh, N. Y., Dept. HA.4 


Canadian subscribers address: 
Canadian Fabrikoid, Ltd., 
New Toronto, Ontario, Canada. 


Please send information about the new du Pont Fabrikoid 
Fabrics for summer home and camp uses. 


Name. 





Address 





City. 
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his button is the 
hunter's quide 


to quaranteed 
satisfaction in 


oy HUNTING 


; af =)) If you sell guns, ammunition 


4- 








and other sports equipment— 
hunting coats are a natural 
item for youto handle. Hunters 
look to you as a guide to good 
hunting wear. 


The “DRY BACK 
or Money Back” line 
is sold thru jobbers. 
You do not have to 


carry large stocks. 
Your jobber can give 
you uick delivery. 
DRYBAK hunting ap- 


parel is nationally ad- 
vertised, and no line is 
so unequivocally guar- 
anteed. Note guarantee 
on every button. It’s 
also your assurance of 
satisfaction. This line 
appeals to hunters for 
it is up-to-date in every 
feature and not a high 
\ } NN priced line. Dealer dis- 
~ y / \ play material furnished. 


No Coat 
Offers as Much 
for $8.50 


These are the outstanding things about 
this popular DRYBAK 87 B.P. First, it 
retails for only $8.50. You'll find no other 
coat at such price offering these features. 
You can’t get wet in a DRYBAK. It’s com- 
fortable, easy to wear and full of conveni- 
ences; easily washed, rubberized blood proof 
game pockets that will not crack in cold 
weather, gusset sleeves for ventilation, easy 
quick shooting. Special inside left pocket 
for small thermos, etc. Built with DRYBAK 
thoroughness and quality. Lasts as long as 
you hunt. 


If you handle hunting apparel or decide 
to get in line for this quick, good business— 
stock DRYBAK to get the hunter’s trade. 


Send for complete catalog, dealer’s price list and 
display material. 


THE DRYBAK CORPORATION 





Birthdays 
~BIG-BANG 





BIRTHDAY is such a big 
event in a child’s life .. . 


BING - BANG ranking with those other great 
Safe Celebrators days of Christmas and Fourth 
No Matches of July. Why shouldn’t the 
No Powder sturdy son who’s “just six years 


old today” (and, oh, so proud 


FIELD ARTILLERY 


No. 16F, 23”, $5.50 of it!) be permitted to celebrate 
No. 12F, 17”, 3.75 . : 

Nc. OF, 11", 225 in eel befitting the occa- 
No. 6F, 9”, 1.50 sion! 

HEAVY ARTILLERY He should . . . for all too 


No. 10W, 14", $3.00 | soon birthdays lose their zest. 


BIG-BANG Safe Celebrators 
are particularly apropos as 
birthday gifts for young boys, 


BOMBING PLANE 
No. 11P, 11”, $3.50 


NAVY GUN-BOAT 


No. 9B, 9”, $2.00 
isis dite because they provide a safe 
ie. OE, 8, GUee means of signalizing an occur- 


rence of so great importance. 
SAFETY PISTOL 


No. 6P, 8”, $2.00 
The Conestoga Corporation 
Main Office and Factory 
BETHLEHEM, PA., U. S. A. 


Export Department 
Office No. 605, 130 Pearl St., 


BANGSITE 
per tube 15c. 


SPARK PLUGS 
per card 10c. 














93 Worth St., New York City 


FANS— 


MILLIONS OF THEM 


Golf fans—base ball fans—boxing fans—we’re 
a nation of fans. Twelve months a year— 
every day in each week—we’re interested in 
sports, and twelve months a year we create a 
demand for SPORTING GOODS. 


We take our sports rather seriously, and we 
must be well equipped. We're constantly on 
the lookout for better equipment. 


We look in the hardware merchant’s windows, 
and if he has something to show us we’re keen- 
ly interested. 


In the regular sporting 
goods issues of Hardware 
Age — published every 
second issue of the 
month—you will find 
practical ideas and sug- 
gestions for this profita- 
ble department of your 
store. 


Hardware Age 
239 W. 39th St. 
New York City 
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ONLY OF THE GREAT FEATURES 
THAT HAVE PUT DORFAN 


OVER BIG! 


- Take-apart Engine 
« Die-Cast Wheels 
« Non-Magnetic Housings 


He G2 bh 


DORFAN is Tue 


SPEED-POWER TRAIN THAT THRILLS THE HEART OF A BOY 


- Roller Bearings 


The Dorfan Co., Newark, N. J. 
New York Salesroom: 200 Fifth Ave. 


DORFAN s, TRAINS| 


— in Speedy Game Hits 


See these values ; 


GEE-WIZ, No. 40 HOOP-O-LOOP No. 156 | 


One of the most compelling attractions in 
the quality game class is offered with Gee-Wiz 
No. 40. Retailing at $2.50, it concentrates the 
high powered speed and thrills of horse-racing 
in a single game, a different winner resulting 
with each contest. There are five different 
ways to play Gee-Wiz. It is well made and at- 
tractively-colored. Tie up with it for increased 
game profits. 

















— 




















No. 40: Popular Model 
151%” Long 








oad 






The unique action and 
thrills of this new form 
of hunting game has captured thou- 
sands of children’s fancies. The hunter 


Gee-Wiz No. 41 . ’ 
shoots a hoop from a gun through a bridge where number is 


Sporting Model 


retatle ot 410.00. Preferred raised for a score. Hoop continues, speeding up incline to H 
a a oo be caught by one of 21 pegs for another score. Pegs are 
ice tal 1 illustrated with colorful pictures and names of wild animals. 
Write for : ~ x ogue IIA Set up ready for play in four-colored box. A striking number i 
illustrating entire line. for added profits . . . . stock it early. 

i 


NEE: 


WOLVERINE 


SUPPLY AND MANUFACTURING COMPANY 
Factory—Pittsburgh, Pa. . . . Sales Offices: 200 Fifth Ave., N. Y., Room 406, Tel., Gramercy 3453 
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A MIXER OF PROFITS 
AND GOOD WILL 


The Kentontoy pictured above is a good 
mixer on any counter—especially in hard- 
ware stores. 





Everybody who buys becomes a booster, 
for boys appreciate the many “working” 
features of this miniature Jaeger Mixer. 


Kentontoys occupy little space, but pay 
well in bigger profits for every hardware 
merchant. 


Write for eatalog describing the new line 
of Kentonteys—it will be sent at once. 


















































“OLD DOBBIN 
may be slipping 
and almost in oblivion 
because of the auto and 

the airplane, but part of his 
equipment—the horseshoe, lives 


on forever!” 
The Omaha Bee-News made this 
statement when heralding-in its city 
horseshoe tournament, in which the 
Octigan Shoe is the official tourna- 
ment shoe. More than seventy other 
cities have adopted Octigan Shoes 
as official and more are coming in 
daily. Your city will be the next 
to adopt them—and you'll want them 
in stock immediately. 
Each pair of OCTIGAN Shoes comes 
packed in the new individual con- 
tainers. Each container includes in- 
struction book with official National 
Horse Shoe Pitcher’s Association 
Rules. 


OAIGAN 


OCTIGAN Shoes Dorge and Mfg. Co. 





vie ee 25th St. at Lowe Ave. 
—. CHICAGO 


No Human Blow Can Break It! 











ROLLER SKATES 
are GUARANTEED 


“SPEED KINGS” are furnished 


Our extension feature is the most 
satisfactory, skates extending from 
6%” to 11”, which means 
SMALLER INVESTMENT in your 
roller skate stock—eliminating need 
of carrying juvenile sizes. ‘‘SPEED KING’’ extension range fits 
them all. Write for prices and informaton. 


KOHLER DIE & SPECIALTY COMPANY 
P. 0. Box KK DeKalb, Ill. 












If you can’t show ’em 
you can’t sell ’em. 
Check up on your 


stock of 


IVER JOHNSON 


Single and Double Barrel Shot Guns, 
“Hammer the Hammer” Revolvers, and 
the new Iver Johnson Safety Rifles. 


IVER JOHNSON’S ARMS & CYCLE WORKS 
FITCHBURG, MASS. 


NEW YORK CHICAGO SAN FRANCISCO 
151 Chambers St. 108 W. Lake St. 717 Market St. 

















DIAMOND 


Official 
Pitching Shoes 


Made regular or dead 
falling type—straight or 
cutved toe calk—fit re- - 
quirements of National 
Horseshoe Pitching Asso- 
ciation. Also Junior 
model for ladies and 
children. 

Packed by pairs in 
colored card board boxes 
or by sets of four with 
stakes in sturdy wooden 
boxes. Rule book in 
every box. 

“Write for Information” 
DIAMOND CALK 


HORSESHOE CO. 
4622 Grand_Ave., = 
Duluth, Minn. 












































The Blue Streak Line 





is the 
Line complete 


All the latest develop- 
ments in velocipedes, air- 
planes, autos, scooters, 
wagons, park cycles, etc. 


Send for complete 1929 
Catalog. 


THE TOLEDO 


METAL WHEEL CO. 
TOLEDO, OHIO — 
Distinetive ny Vehicles No.182 
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4 F _ f Ma 
PNY (, “ You Can Sella 
y a \ Lot More Guns 


Lots of _—— own two cars these days and few real shooters 


are satisfied to own less than two guns or more. 


Variety is the spice of sport and the man who only has a single- 
shot or double-barreled gun should complete his outfit with a 
ood repeating shotgun which will cover a wide and varied range @ 
of Roctas, 
That, of course, means selling him a Winchester Model 12 or 
97. These two famous = offer a selection to win the heart 
| 


of any shooter. They enable you to sell more guns and to sell 


with them lasting satisfaction. 
Many shotgun owners, moreover, are also ready for at least one 
high power rifle—a Winchester 54 or 94 or 
ny of the other famous Winchester models 
hich have made history throughout the world. 
es—you can sell this two-or-more-gun idea to cus- 
omers. Winchester is advertising it to help you out. 


ou can also sell variety in shotshells — Winchester Lacquered 

’ Leaders—Repeater Speed-Loads—Repeaters and Rangers. Each is 

uited to a different purpose and thus lickin teepideno your sales. Don’t 

orget, moreover, that, with Winchester Guns and Ammunition, you 

now can sell Winchester Flashlights and Batteries, Fishing Tackle, Ice 
and Roller Skates, Cutlery and Tools. 


WINCHESTER REPEATING ARMS CO. 
New Haven, Conn., U.S. A. 


New York Gffice and Showroom: 
312 Broadway 











Order early from your 

jobber and write for 

our new book 7 retail 
sales aids. 
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; ELL this popular toy for the yard—the porch—the nursery. It 
EF. commands child interest because of the thrilling ride it gives 
them. The energy of lively tots up to 10 demands an outlet and 

parents give preference to Cal’s Colt. It is safe, quiet, indestructible 
and adjustable to the growth of the child. An item that you can 
sell throughout the year that requires little or no sales effort. Just place 
Cal’s Colt where it can be seen by child or parent and it sells itself. 









Stock Cal’s Colt and get consistent profits on this great action toy. 
Write for full particulars TODAY. 


MERRILL HANDLE COMPANY 


Distributors and Sole Licensed Manufacturers 


= Under Patent No. 1668190—May 1, 1928 
d MERRILL, WIS. 


(Reg.U.S. Pat. Off.) 
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Needed by Every Hunter 


You'll Sell More 
Hunting Goods 


ISPLAY Hoppe’s Products prom- 
inently now. Every hunter knows 
and respects the time-honored rule— 

“No excuse for a rusty gun.” They need 
Hoppe’s. Seeing the familiar bottle, can 
and tube in your window brings them in to 
buy—and look around. 

Small, quick purchases lead to big ones. 
You'll sell more hunting goods. 

Hoppe’s Nitro Powder Solvent No. 9— 
long recommended by the U. S. War Dept. 
Hoppe’s Lubricating Oil and Hoppe’s Gun 
Grease. Separately and in combination 
Gun Cleaning Pack. Sold by all Jobbers. Standard best-known sellers 


FRANK A. HOPPE, INC., 2314-H N. 8th Street, Philadelphia, Pa. 


Ed. W. Simon Co., Inc., 258 Broadway, New York City. 
H. L. Bowlds, Mason Opera House Bidg., Los Angeles, Calif. 







REPRESENTATIVES: { 
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A MARVELOUS N E 
VELOCIPED 


@ A NEW 
MODEL BY 

THE GREATEST 
NAME IN 
WHEEL GOODS, 


I. month Gendron 


takes great pleasure in officially announcing the most beautiful 
velocipede in the history of children’s vehicles — a sensation 
in design prophetic of a new era of popularity. Deluxe 
equipment as shown, with fenders front and rear, and finished 
in new and beautiful colors. Your stock is no longer up-to- 
date unless it includes this marvelous new Pioneer veloci- 


pede deluxe — number ninety-seven. Wire for samples today. 


The Gendron Wheel Co. Factory, Toledo, Ohio. 


There is no dull season with the Gendron f ~” The big Gendron Catalog for 1929 is a 
— Line. The two numbers shown veritable encyclopedia of the wheel 
above are moving particularly fast 5 goods world. Your copy will be 

at this time. “Pioneer Line” sent on request. 


Vehicles for Children 
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SILVER STEEL 
al by HACK SAW BLADES 
AND FRAMES 


Expert users of Hack Saw Blades 
and Frames prefer the new SILVER 
STEEL Blade with the Blue End, 
and also the Pistol Grip Hack Saw 
Frame made by Atkins. 


A GOOD SOURCE OF PROFIT 


Progress with the times by placing 
your next order for these famous 
blades and frames. 


Ask for our free Hack Saw Blade and 
Frame display material when you place 


your next order 
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E. C. ATKINS & CO. 
Home Office and Factory: Indianapolis, Ind. 


Branches carrying complete stocks 


Atlanta Memphis New Orleans Vancouver, B. C. San Francisco 
Chicago Paris, France New York Portland Seattle 


Ree 
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MANSFIELD TIRE & RUBBER COMPANY PLANT AT MANSFIELD, OHIO 








24 Hours a Day... For ErentT YEARS 


1 eng SHIFTS—twenty-four hours a 
day —for the last eight years. There 
—in a single sentence is the story of 
Mansfield success—a record unmatched 
in the tire industry. 


New additions to the plant have just been 
completed and machinery of the most 
advanced design installed to speed up 
production and give even greater signifi- 
cance to our slogan “More Miles with 
Mansfields”. 


There’s substantial profit for the dealer 
in these nationally-advertised, nationally- 
accepted tires. Every detail of the fran- 
chise is 100% equitable and satisfactory 
from the dealer’s standpoint. 


It is the kind of a franchise that should 
interest every hardware dealer, who 
is on his toes to make greater profits. 
Write for complete information. 


THE MANSFIELD TIRE & RUBBER Co. 
Mansfield, Ohio 








DOU B 
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TRADE ! 


WINDS 


By Liew S. SOULE 


A CURE FOR °**SUMMER SLUMP”? 


M4 I \HIS is the reigning season of the so-called 
“summer slump.” In many retail stores busi- 
ness at this time of the year is at a compara- 

tively low ebb. Inquiries usually uncover the same 


old alibi: hot weather ; farmers too busy to come in; 
vacations ; etc. 


And yet in nearly every good community there is 
at least one retail store which is apparently unaffected 
by the “summer slump” bogie. Why? Those stores 
face the same weather conditions, the same farming 
conditions, the same vacation problems. How is it 
that their sales keep up when, according to the alibi 
vendors, they should be falling off? 


There are several reasons, such as proper planning, 
well conducted advertising, new attractive merchan- 
dise, clean, cool stores and inviting, frequently 
changed window displays. However, the greatest 
single reason for continued good business during the 
summer slump season is intelligent appeal to the 
women’s trade. 


Women are our best warm weather buyers. Re- 
gardless of the heat, they love to don their light- 
weight summer attire and “go shopping.” Recent 
intensive surveys of consumer buying habits reveal 
that women do a much larger proportion of the 
family purchasing during the hot summer months 
than during any similar period except possibly dur- 
ing the Christmas season. 


If you have any doubts on the subject, visit some 
typical “man’s store” on a good hot day. Then 
wend your way to the most popular women’s store of 
your town and make a mental comparison of the 
two. The results will give you plenty of food for 
thought, particularly if you are experiencing the 
usual summer slump. 


“But,” some of you may say, “we are running 
hardware stores, and it is unfair to compare them 
with the so-called women’s stores.” With that in 
mind, we again refer to the nation-wide survey of 
retail hardware stores recently completed by the 
General Research Corporation, New York; a sum- 





mary based on personal interviews with over 2000 
dealers in all parts of the United States. 


One of the questions asked in that survey was: 
“Approximately what percentage of your customers 
are women?” Of the 2000 dealers, 1229 reported 
that less than 50 per cent of their customers are 
women ; 397 reported less than 20 per cent; 739 re- 
ported less than 30 per cent ; 1022, or more than one- 
half the dealers interviewed reported that women 
make up less than 40 per cent of their customer total. 

Meanwhile only 771 dealers said that 50 per cent 
or more of their customers are women. In other 
words, 61 per cent of the 2000 hardware dealers in- 
terviewed reported that less than one-half of their 
customers are women, while 39 per cent reported 
the proportion of their women customers as one-half 
or more. 


That same survey dealt with the volume of sales 
in each store as compared with that of the previous 
year. It is significant to note the large number of 
dealers who reported an increase in sales where the 
proportion of women customers was 50 per cent 
or more, as compared with those having a lower 
proportion. The increasing of sales volume in the 
average hardware store seems therefore to hinge 
largely on the ability of the hardware merchant to 
increase the number of his women customers. 


There are many who contend that in order to 
attain the desired increase in women customers the 
hardware merchant should employ at least one 
woman on his sales floor. The survey referred to 
would seem to bear out this contention, since out of 
the 2000 dealers interviewed only 361 reported any 
women selling on full time. 


Be that as it may, the evidence proves rather con- 
clusively that the sales volume in hardware stores 
increases as the proportion of women customers in- 
creases. Since women are the outstanding summer 
buyers, hardware merchants must look to them for a 
discontinuance of that expensive period known as 
the “summer slump.” 
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If You Had Spent Fifty Years | 
HOW WOULD YOU PRE f 
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With a Half-Century of Experience Behind 

Them This Firm Has Prepared to Look at 

the Next Fifty Years Through ‘‘Rose 
Colored Glasses’’ 


HEN any man has devoted fifty years of his 

life to the hardware business, he is certainly 

entitled to the success he has attained. If his 
cherished ambitions have been realized by. the time he 
reaches the half century mark or before—so much the 
better. While success is sometimes attained by the 
merchant through a stroke of sheer luck, the honors are 
more often acquired by the merchant who has “held his 
nose to the grindstone,” and diligently and consistently 
“nursed” his business from the “weakly infant” stage, 
until it has developed into a healthy off-spring capable 
of supporting its “father” and providing satisfactory re- 
turns on the investment involved. The contentment 
which comes as a reward for genuine effort is the kind 
that is most appreciated. Merchants who are continually 
striving to build up their business by adopting improved 
methods, leave their less progressive brother dealers 
far behind in the race of business progress. If you had 
spent fifty years in the hardware business how would you 
prepare for the future? 


H. H. JUBEY, president of the Hawthorne Hard- 
ware Co. of Elgin, Ill., was confronted with the above 
question. Mr. Jubey is ably assisted in the business by 
his son W. R. Jubey, who is secretary-treasurer of the 
firm. The elder Mr. Jubey started his hardware career 
as a clerk fifty years ago. For the past twenty-six years 
he has operated his own store. Was he hesitant about 
planning for the future? I should say not. Hadn't 
improvements made possible his success? Yes, indeed! 
Further .improvements would result in further success. 
There was only one. plausible reply—it was, “We will 
prepare for the future by moving into a better building, 
installing the latest fixtures and keeping step with the 
times.” Excuses like—“Well! It has been good enough 
for fifty years—it will be good enough for another fifty,” 
would be futile alibi’s to offer for Mr. Jubey’s sanction. A 
half-century of experience has been more than ample to 
demonstrate to his entire satisfaction that it is absolutely 
necessary for the hardware merchant to keep on his toes 
—if he is to forge ahead. 

The Hawthorne Hardware Company moved to their 
present location last September. Store engineers of the 
J. D. Warren Mfg. Company of Chicago submitted the 
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PARE FOR THE FUTURE? 


accepted store plan and installed the 
“Warren” fixtures. While the firm 
has steadily forged ahead, the prog- 
ress of the firm has been more 
marked since modern display facili- 
ties have been at their disposal. 
Some of the most noticeable improve- 
ments brought about by the change 
from old to new methods are enumer- 
ated herewith. A much larger pro- 
portion of the stock is exhibited under 
more favorable display conditions. 
Fewer sales people are able to serve 
more customers, and less time is re- 
quired per customer. Sales of related 
merchandise are more frequent, due 
to related group displays. The goods 
are so attractively shown that many 
sales result from customers observ- 
ing articles they need but had no in- 
tention of purchasing when they 
entered the store. : 

“We can keep the store and the 
stock in cleaner, better shape than 
ever before and with less effort,” said Mr. Jubey. ‘‘Less Former slow turning items are selling more rapidly. 
time and effort is also required for inventory. When “We often find that a person who is down town with 
supplies run low, the fact is easily discerned and it is some time to spare while waiting for appointments and 
seldom that stocks are exhausted before we realize it. so on will drop in the store just to look around. They 
seem to enjoy looking at the wide 
variety of merchandise, when it is 
shown so any article can be examined 
minutely. It makes an interesting 
exhibit for the average person and 
few of them who come in ‘Just to 
look around,’ leave without making a 
purchase. They are bound to see 
something they need as they walk 
about the store. Then of course there 
is a lot of satisfaction in feeling that 
you have your store in about the best 
possible shape. Customers like to 
trade at an up-to-date store. If your 
store is as modern as you can make it 























your patrons know you are making 
(Continued on page 91) 









WO views showing both sides of the 
new store arrangement of the Haw- 
thorne Hardware Co., Elgin, Ill. An 
excellent example of modern layout for a 
hardware store of this size. 
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AUNT NORA’S VACATION 


By SAUNDERS NORVELL 


(Letter No. 1) 
Tarrytown-on-the-Hudson, 
July 1, 1929. 
My dear Mary: 

I have been thinking about a vacation. Of course, 
my home is lovely and I have every comfort, but I have 
the feeling that I am falling into a rut. I think every- 
one needs new scenes occasionally, and probably a change 
of scene may change my thoughts. Someone has said 
that a vacation would be a wonderful thing if we could 
leave our old selves behind. It is too bad that when 
one takes a vacation, while one can achieve a change of 
scene, still there is the same old self with us. A vaca- 
tion with an entirely new self would certainly be one 
grand adventure. Don’t you think so? 

All this leads up to the fact that I am planning a vaca- 
tion of several weeks in Colorado. I thought I would 
take the Twentieth Century from New York to Chicago, 
then by way of Omaha to Denver, then Colorado Springs 
and the Moorlands Hotel, just under Pike’s Peak. I 
have friends who have stopped there and they tell me 
it is a very comfortable hotel, good air, good food, splen- 
did automobile roads and beautiful mountain scenery. 
I have lived so long near the sea that I am sure a higher 
altitude would be very beneficial. 


O:; course, I know this trip will be expensive, but [ 
never like to travel in a cheap way. I always take the 
best accommodations. I would rather stay at home than 
just take a cheap vacation. Besides, as you know, there 
is no good reason why I should worry about money mat- 
ters. Dear William left me very well supplied with 
stocks and bonds, and since his death, all of these securi- 
ties have steadily advanced in value, and now without 
any special effort on my part I find myself quite well 
off, in fact, better off than I ever expected to be in this 
world. Therefore I feel that it is foolish to worry about 
expenses and just let the interest on my securities ac- 
cumulate. I have no dependents, and as someone rather 
cynically has said, “There is no pocket in a shroud.” 
Anyhow, my dear, I have decided to try this vacation 
plan, and now to the real point of this letter. I think it 
would be a mistake for me to go all alone. I am afraid 
of being lonesome, so I have been wondering if you 
would allow your daughter, Beatrice, to go with me. I 
will be glad to pay all of her expenses, and also to send 
you a check to fit her out with the necessary clothes, 
as I understand the Moorlands is quite a fashionable 
place. The young girls there do a lot of dressing, and 
of course I would not be happy unless Beatrice could 
hold her own in the way of clothes with the rest of them. 
Then, as you know, Beatrice is now quite a young 
lady, and we must think about getting her settled in 
life. Propinquity has a great deal to do with matrimony, 


and who knows, possibly on a vacation like this, Beatrice 


may meet a very desirable Prince Charming. Anyhow, 
I feel that she should have this opportunity. 

Besides all this, I am quite selfish about Beatrice, as 
[ am very fond of young people and I am sure having 
her with me as a companion, with all of her youth and 
cheerfulness, will make me very much happier. I have 
missed young people in my life, and I am sure Beatrice 
will cheer me up and make my vacation much more 
worth while. Therefore, while I may help her, at the 
same time, I feel that it will be a good bargain, because 
{ am sure she will do a good deal for me, so honors 
will be easy. 

Now, my dear, will you let her go? I will promise 
to watch over her very carefully, and I am sure seeing 
some of our great Western country will be a liberal edu- 
cation to Beatrice. I wish to leave in about three weeks. 
Now be a dear and let her go with me. Please write 
promptly as our time is very short. 

Your loving sister, 
Nora. 


x * Ox 
(Letter No. 2) 
En Route to Moorland Hotel, 
July 20, 1929. 
Dearest Mary: 

{ am starting this letter on the train and am writing 
with my fountain pen, so do not be shocked at my 
handwriting. 

The Twentieth Century is a wonderful train. We 
walked on a carpet spread all the way to our car. There 
were plants and flowers all around the entrance to this 
train. One would have almost supposed that a fashion- 
able wedding was taking place. These modern trains 
are certainly luxurious. I had engaged a drawing room. 
It was rather warm, but there were two electric fans, 
which were all right except for the constant buzzing. 
After we had settled our things in the compartment, 
Beatrice and I walked back to the observation car where 
there were large upholstered easy chairs. Several men 
were sitting there without their coats. Not very formal 
in the presence of ladies, but we excused them on ac- 
count of the heat. 


| trip up the Hudson was lovely. I thought of 

Hendrik Hudson and his little boat, The Half Moon. 
How Hendrik would stare if he could take a trip up the 
Hudson today! We passed right through Tarrytown. 

I did not know Beatrice was so fond of reading. She 
had a mystery story, and just as soon as the train started, 
she curled up in a chair and read it all afternoon, and then 
she read all evening except when we went in for din- 
ner in the diner. The food was quite good. How can 
the cooks prepare such excellent food in such a crowded 
kitchen? Poor cooks! It must be hot in their little 
kitchen. 
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On this train there are all kinds of luxuries. We had 
no sooner entered our room than the maid took our hats 
and placed them in paper bags, so they would be safe 
from the dust. 

As Beatrice was reading, and as I had nothing especial- 
ly to interest me, I had the maid manicure my nails. It 
seems the maids on these trains are also manicurists. 
This manicurist told me there were baths on this train 
and a barber shop, and even a radio, and you can send 
and receive messages while the train is running. This 
train makes very few stops between New York and 
Chicago. The Twentieth Century is said to be the most 
luxurious train in the world. Even Beatrice thought it 
was a nice train. 

Having two hours in Chicago, we went to Marshall 
Field & Company’s great retail store. It is fully equal 
to anything we have in New York. I bought some more 
sports things for Beatrice. They carry an excellent 
assortment, and as far as I could judge, prices were just 
about the same as in New York. 

The train to Denver is not quite as nice or luxurious 
as the Twentieth Century. Don’t think they have baths, 
barber shops or a radio, but there is a maid and there 
are the paper bags for our hats. 

This afternoon Beatrice finished her first book. She 
said it was just full of thrills, and then she, started to 
read another. I suggested so much reading might hurt 
her eyes, and she said she didn’t mind; that she had 
brought several detective stories, as they made the best 
kind of reading for traveling. Beatrice looks very 
pretty in her tan suit. I think her hair is lovely. It 
curls so naturally. 


I HAVE spent most of my time looking out of the train 
window. The scenery between Chicago and Denver is 
not particularly exciting. The country is very flat, and 
in Illinois and Nebraska the farmers seem to raise 
nothing but corn. 

We arrived at Denver at 1:40, and there in the dis- 
tance were the Rocky Mountains. The irregular hori- 
zon looked just like the edge of a saw. These mountains 
seem very near, but the conductor told me they were 
fully seventy-five miles away. Denver is just a mile 
above sea level and is a nice, well paved, clean city. 
Of course, from the train we could only see the business 
section, but the warehouses all seem to be well built and 
substantial. 

We changed cars at Denver and had parlor seats to 
Colorado Springs. The station at Denver has a large 
sign “WELCOME.” This is a friendly gesture to 
traveling tourists. 

Last night on the way we passed through a town 
with a large electric sign—‘‘Those who come here stay.” 
A man sitting near me remarked, “This place must be a 
cemetery.” I don’t think that is a good slogan for a 
town. Do you? 

Most of the way from Denver to Colorado Springs 
there are mountains on your right and a very level 
prairie on your left. Sometimes you go right up into 
the mountains. The air is much drier and I can feel 
the difference in the altitude. 

3eatrice is still reading, but says she will finish her 
book by the time we arrive in Colorado Springs. She 


missed a lot of scenery but she says she guesses the 
scenery won’t run away and that there will be plenty 
of it at the Moorland. Beatrice is a very sweet girl. 
She looked over some of the men in the diner on the 
train and said she thought they looked like traveling 
salesmen. 
We are almost at Colorado Springs. 
Much love, 
Your affectionate sister Nora. 


* * x 


(Letter No. 3) 
Moorland Hotel, July 25th. 
My dearest Sister Mary: 

Most of my last letter was written on the train but 
mailed here. We have now been at the Moorlands for 
several days. It is a very lovely place. Rather hot in 
the daytime but cool at night. It is curious how hot it is 
in the sun and how cool it is in the shade. Our rooms 
face the mountains and I never get tired looking out of 
my windows. I love to watch the cloud shadows travel 
over the mountains. 


Next to the hotel is an artificial lake and it is full of 
fish. There are boats and they also go swimming in 
this lake. 

There is a poor man here who was hurt in an auto- 
mobile accident, so he just lies iri'a steamer chair. He 
told me when they first dug this lake, as the soil is very 
sandy, when they turned on the water it all ran down 
into the sand. They tried and tried but they could not 
make the water stay. They did not know just what they 
would do, when along came an old fellow from New 
Mexico. He told them to build a wire fence around the 
the lake bottom and then turn a herd of sheep loose 
for about two months in the bottom of the lake, and so 
they did. Finally when they turned on the water, very 
much to their surprise, it did not run out. So you see, 
“knowledge is power.” 

Beatrice is a very sweet girl and I love her very 
much. She hasn’t,been a bit of trouble. She is having 
a fine time and has met a lot of young people and they 
play tennis, swim, motor and dance. She always asks 
me when she goes out, and she must be very popular 
because she is out all the time. She has breakfast every 
day in her room. I do not ‘call her early because she 
needs rest after dancing so late. As you know, I am 
fond of rising early, so I have breakfast alone down- 
stairs and then I walk around the lake. It is lovely 
and clear in the early morning. 

The poor man who was hurt in the automobile acci- 
dent also rises early and sometimes i sit and chat with 
him. He has an excellent mind, is very well informed 
on all kinds of subjects and I find his conversation very 
interesting. 

Most of the people here are quite old or quite young. 
There are very few men about our age. I wonder 
where all the men go on their vacations? I have met 
several sweet old ladies, one who walks with a stick, 
but they do get just a bit tiresome, as they talk so much 
about their physical troubles. One does get weary of 
hearing all about various kinds of operations! But as 

(Continued on page 84) 
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Nelson Features Builders’ Hardware 
in Window Display and Newspaper 
Advertisements 


UILDERS’ hardware is a featured line in the 

Nelson Hardware Co. store at Hutchinson, Kans. 

Special attention is paid to the merchandising of 
the many items which make up the organization's build- 
ers’ hardware department, with the result that attractive 
profits accrue from the sale of this staple line. 

IXverett C. Percy, manager of the store, believes the 
builders’ hardware business belongs to the independent 
retail dealer and states that the mail-order retail store 
or other competitor for the consumers’ dollar cannot 
secure the business if the retail dealer will intelligently 
show and sell his builders’ hardware. 

Special attention is given to the display of this line in 
the Nelson store. Approximately every six or seven 
weeks a builders’ hardware window is arranged. These 
windows attract a good amount of attention and the 
company backs them up with newspaper advertisements, 
calling attention to the window display. They state 
briefly why the Nelson store should be patronized for 
this merchandise. 

This double appeal—window display and newspaper 


advertisine—has been found most effective. Hutchin- 


son is a city of some 26,000 and local interest is some- 
what keen. The window displays in themselves stimu- 
late action toward builders’ hardware purchases, and 
when backed up by advertisements in the local news- 
papers calling attention to the displays, their value is 
greatly increased. 

The Nelson store is one of the leading retail institu- 
tions of the city and much of its success can be attributed 
to the aggressive merchandising policies which the firm 
employs. 

The company solicits business from architects, con- 
tractors, builders and home owners in and around Hutch- 
inson. A good portion of its hardware is used on small 
business buildings and residences of the community. 

The window display reproduced herewith was _ pro- 
ductive of very much favorable comment. Store execu- 
tives witnessed many people noting the sample numbers 

evidently making a memo for future reference. This 
display was created to attract and interest the contractors 
and the general public, who have found that if Nelson 
has not what they desire, a request will secure what is 
needed with little or no delay. 
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An excellent view of the Allabough 





“log cabin.” 
prominently displayed. 





All merchandise is price marked and 





Allaboughs of Ridgewood, N. J., Prove That 


SPORTING GOODS 


Belong to the Hardware Store 


66 CNPORTING goods is a profitable line for the hard- 
ware dealer. It is also an excellent creator of 
good-will between the store and the customer.” 

These sentiments were recently expressed by E. D. 

Allabough, who with his father F. T, Allabough, con- 

ducts the progressive retail hardware store of Allabough 

& Son in Ridgewood, N. J. 

Going further into the subject, Mr. Allabough de- 
clared that, the hardware store was the logical point of 
distribution for sportsmen’s supplies. “This merchan- 
dise brings men to the store who have never before 
been inside its doors. It also awakens interest in those 
men who have made our store their headquarters for 
tools, paints and shelf hardware. Every man has a 


desire to get away from his work and play. By passing 
our sporting goods each day, many of these men are 
bound to become interested in some of the merchan- 
dise. 


Practically every item in our department can be 


sold with a good margin of profit, has a quick turn- 
over and is both interesting and attractive to display 
and to sell.” 

Ridgewood sportsmen have learned that an appropri- 
ate assortment of sport accessories are to be found at 
the Allabough “log cabin.” This is a regular rustic 
lean-to, such as is built on a mountain side. Mr. 
Allabough had it constructed in the front portion of his 
store, just behind one ‘of his large display windows. 
The “log cabin” provides an excellent background for 
the display of sporting goods and tends to create an 
atmosphere of the outdoors in the store. 

Then too, mounted fish and game are prominently 
shown in the department. Several of the fish were 
caught by the Allaboughs, as both are enthusiastic 
fishermen. 

One of the important factors in the success of this 

(Continued on page 91) 



































THE INQUIRING 
PHOTOGRAPHER 


Every Day He Aske « Question 
and Pictures Those sae Quectioned. 


———— | 


THE NEWS will pay $5 for 
every question submitted and 
used in this column. 
award goes to Miss Alice Fuss, 
1548 First ave. 











THE QUESTION. 

Do you think the summer play- 
grounds in the public schools help 
to reduce the number of children 
hurt and killed by automobiles? 


THE PLACE. 
East 59th st. and Lexington av, 
THE ANSWERS. 
Miss Sid C. Kearney, Amsterdam 


, teacher: 
It 


that these play- 

grounds attract 

many young- 

sters who other- 

wise would be 

playing in the 

> streets and who 

- would be 

P thoug htlessly 
renning in front of automobiles.” 


Joseph M. Mullaney, Beach 109th 
st., Rock away 
Beach, adjuster: 
“Yes, I do think 
so. In my opin- 
ion there are 
not nearly 
enough of these 
playgrounds. 
The police de- 
partment should 
close up more 
streets for play: 

grounds, an % 
a them Siebily, 80 it pcverr4 not 
be possible for any automobiles to 
pass through.” 

Miss Emma M. Tietjen, West 

118th st., home: 

J “Yes. Of course, 

some boys and 

girls do not use 

these play- 

grounds, be- 

cause they pre- 

fer to play on 

the streets, but 

many do use 

them who other- 

. wise would not 

ult, do so if these 

school yards were closed.” 


Emil L. Rinaldi, East 109th st., 
interpreter: “Of 
course they do. 
For this reason 
alone we should 


lieve in the city 
buying up a lot 
of old property 
and razing the 
buildings to by 
make room for *% \ 
play centres. 
New York City is far behind other 
cities in this respect. 
Kay Heidel, Kansas City, teacher: 
Pa “Yes, I do. I 
am not very 
well acquainted 
with conditions 
in this city, but 





hundreds of 

children were at 

play. These boys 

Po and girls would 

be playing on 

the streets if they had no play- 
grounds to go to.” 


Charles K. Dorn, West 108th st., 
8 uperintendent: 
“Certainly. That 
can’t help do 
so. We should 
have many more 
playgrounds on 
the east side, 
where there are 
more children 
than in any 
other part of 
our city. Un- ¢ _ 
fortunately, 
there isn’t room enough in the 
playgrounds for all of them.” 
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HOME PLAYGROUND 


Growing popularity of home playgrounds and increasing 
appreciation of their necessity, offers hardware dealer an 


opportunity to distribute playground equipment in a new 


and fertile field ’ 


Ps YGROUNDS are now in the spotlight of public attention. In every section of 
the country, through press and personal influence, strengthened by the whole-hearted 

support of community organizations, playgrounds are being organized and devel. 
oped to an extent which never before seemed possible. Newspapers have found play- 
grounds to be a cause worthy of an editorial campaign and civic officials proudly point to 
their efforts in securing playgrounds for children, when appealing for re-election. 
Authorities agree that the playground is a necessity and that no home should be more 
than one-quarter of a mile away from a community playground. 

This interest, activity, and popularity result from several contributing factors. The 
modern city is unsafe for small children. Since the automobile has come to rule the street, 
the playground has taken its place as a haven of safety for kiddies. In 1928, more than 
6,000 children were killed by automobiles. It is therefore vitally important to the com- 
munity that a safe place be provided, where its children may have creative play as well 
as needed exercise. 

Then, too, there is a growing realization that play: 
grounds build health, character, create happiness, con- 
serve morals and guide vocationally. Criminal tenden- 
cies from weak minds or physical defects from weak 
bodies find the playground a fountain of strength. 

Particularly significant to the retail hardware dealer 1s 
the increasing appreciation in the value and needs of 
home playgrounds. 

In every play center, regardless of its size or location, 


HE accompanying 
clipping from a metro- 
politan daily indicates con- 
vincingly that the general 
public believes in the full- 
est development of the 
playground idea 





) 
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play equipment has a very definite place. See-saws, 
swings, sand boxes, slides—give the child an opportunity 
to exercise the natural instincts of climbing, exploring, 
producing, and the like. 

The hardware dealer is admirably situated to distribute 
playground equipment. Many merchants have facilities 
for handling bulky merchandise and also sell kindred 
lines—toys and sporting goods. Slides, teeters, and the 
like, are shipped knock-down and occupy comparatively 


Hee are photographs 
that show some of the 


types of playground equip- 


ment used today. Among 
the requirements are slides, 
teeters, swings of various 
kinds, sand boxes with their 
related items such as pail 
and shovels, portable wading 
pools, toy boats, playballs, 
scooters, etc. There is also 
the need for good grade of 
fencing to inclose the play- 
grounds. Practically all of 
the needs of the playground 
are legitimate hardware items 


OFFERS A NEW MARKET 


little storage space. The experience gained in merchan- 
dising toys and sporting goods, plus the group of satis- 
fied customers acquired from the successful selling of 
these lines, make the playground line remarkably easy to 
move. 

Another advantage attributed to the hardware dealer 
is his experience in organizing and stimulating thought 
for community activities. The hardware dealer has al- 
ways been to the fore when skating contests were 

planned, outboard motor boat races 
scheduled, and civic improvements 
debated. The dealer’s advice and 
leadership in regard to playgrounds 
and play equipment should be valued 
and respected. 

Play equipment is not limited to 
the school or community play- 
ground. The home playground—a 
new field—offers a fertile and at- 
tractive market for the dealer. The 
installation of a sand box and a 
slidé in the back yard, relieves the 
Mother from wondering “what 
Jimmy is up to now?” Many 
mothers will not allow their children 
to go far from home—even to a 
supervised playground— but are 
willing to provide the healthy ac- 

(Continued on page 86) 
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HILDREN’S DAY — Saturday, 
C June 15, was a most important 

and profitable event for hardware 
and other retail dealers handling toys. 
This great mid-year toy sale stimulator 
exceeded all expectations. In fact, so 
successful were some dealers that they 
are now planning for 1930 Children’s 
Day. 

Foremost among the contributing 
factors to the successful outcome of this 
recent Children’s Day was the greatly 
increased interest shown by the trade 
and the active participation and co- 
operation of civic officials who gave 
recognition to the day. Mayors of more 
than 125 cities issued proclamations to 
approximately thirty million people, ask- 
ing them to observe Children’s Day in 
an appropriate manner. Parades, 
pageants, playground activities, picnics 
and radio programs united to emphasize 
the growing importance of child life 
and child activity. 

Retail dealers throughout the land came out in full 
force with unusual and appealing newspaper advertise- 
ments and window displays. The consensus of opinion 
seems to indicate that those dealers who tried to make 
people conscious of Children’s Day—secured results that 
more than repaid them for their time and trouble. 

The annual contest for window displays featuring 
Children’s Day was most favorable in its results. Entries 
were received from all types of retail stores in all parts 
of the country. The Children’s Day Promotion Com- 





First prize display by A. Roeder for The Wm. H. 


mittee, who sponsored the contest, reports added interest 
and better displays, in comparison to last year’s contest. 

All retail stores were invited to enter this contest. 
Display material suggestions and sales helps were sup- 
plied free by the committee from its headquarters, 10 W. 
23rd Street, New York, N. Y. Prizes in gold amounting 
to $1000 were offered for the best photos of windows 
having a definite suggestion of “The Spirit of Play” 
through the use of toys, dolls, games, books, playground 
equipment, etc. The judges based their decisions on the 
originality of the display manager’s idea and his artistic 
treatment and general fitness. 
The size of the window and the 
type of the store were not con- 
sidered. 

Photographs poured into the 
committee headquarters from 
every corner of the United States. 
On July 18, the judges met in 
New York City, and after a 
lengthy conference, announced 
that The Wm. H. Block Co., In- 
dianapolis, Ind., was awarded the 
first prize of $200. A. Roeder, 
display manager of the store, ar- 
ranged a window, unusual in its 
simplicity. Large alphabet blocks, 
life-size chamois dolls, and a 
“balloon tree” were featured. He 


Block Co., Indianapolis, Ind 
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Enthusiastic comments from all over the country indicate universal suc- 
cess for 1929 Children’s Day. Window display contest won by 
The Wm. H. Block Co., Indianapolis, Ind. Many hardware 


dealers win cash awards for excellent displays 





Second prize display by C. D. Wagner and W. H. Peterson for The F. N. 


Lansing, Mich. 


reports the display to have stimulated sales and says that 
even the dresses on the figures were sold to interested 
customers. 

Second prize of $100 went to The F. N. Arbaugh Co., 
Lansing, Mich. C. D. Wagner and W. H. Peterson 
arranged this display. It featured a giant “shoe-house,” 
dolls, stuffed animal toys, and was replete with action. 

There were two third prizes, each of $60. The White 
House, in San Francisco, Cal., and Whitney & Co., San 
Diego, Cal., were the winners of these prizes. Harold 
Nickel arranged the White House 
window, and J. C. Hilgeman was 
credited with the Whitney dis- 
play. 

In addition to these awards, 
there were four prizes of S40 
each as fourth prize. Ten prizes 
of $20 each made up the fifth 
prize, and twenty-two awards of 
$10 each were considered sixth 
prize. 

Although department stores 
won the first three prizes, it was 
extremely gratifying to see the 


This window, Whitney & Co., and the 
one opposite, The White House, were 
the third prize winners. 


number of retail hardware dealers who 
were prominent in the list of prize win- 


ners. Brown-Rogers-Dixon Co., in. 
Winston-Salem, N. C.; L. F. Holloway 
Hardware Co., Fremont, Neb.: Treat 


Hardware Corp., Lawrence, Mass.; John 
C. Ross Hardware Co., Austin, Texas, 
and Gustafson Hardware Co. of Duluth, 
Minn., submitted excellent photographs, 
which received cash awards. 

The judges were Joseph C. Chase, 
Benjamin C. Hampton, display manager, 
The Bedell Co., New York, N. Y., and 
Frank R. Stephens, display manager, 
James McCreery Co., New York, N. Y. 

Twice as many retail hardware dealers 
entered this contest as competed last year. 
This fact, together with the enthusiastic 
letters received from the dealers, firmly 
establishes Children’s Day as one of the 
greatest opportunities ever offered the 
Arbaugh Co., ; ? 

retail hardware dealer to boost his toy 
department sales. 

There is no doubt that more hardware dealers are 
now handling toys than ever before. The progressive 
merchandising which these dealers employ has been noted 
with satisfaction by leaders in the toy industry. The 
retail hardware trade is a most influential factor in the 
growing importance of the toy industry in this country. 

Many wide awake dealers interest manual training 
students in quality tools, believing that the creation of 
good will today will be the stimulation of sales tomor- 
row gaining the confidence of future customers. 
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GEORGE C. 
BROWN 


new swimming pool, the generous gift of George 

C. Brown, president of the Punxsutawney Hard- 
ware Co., and a past president of the Pasha. The of- 
ficial presentation took place on July 3. The entire 
town turned out to express its interest and gratification 
to the hardware merchant, whose presentation speech 
had that note of simplicity which is characteristic of the 


P ver svinming pon PA., is mighty proud of its 


Upper photo shows Punxsutawney’s new swimming pool in use. 





Munificent gift from the president of the Punxsutawney Hard- 
ware Co. officially presented to the community on July 3. One 


of the finest swimming pools in the State of Pennsylvania 


man. Mr. Brown said: “Here it is; it’s yours, and I 
hope you like it.” 

These photos were taken at the Punxsutawney pool 
on the ,opening day. The caption under each picture 
gives some specific information of interest. It is easily 
seen that the pool will be actively appreciated by the 
community and will be used continuously by large 
crowds. 


The wading pool for small kiddies may be seen in the back- 


ground just in front of the bathhouse. Lower photo shows part of the opening day crowd shortly after George C. Brown 
made his simple and friendly presentation, giving the pool to the people of Punxsutawney. Mr. Brown is pictured at the 
extreme right standing on a platform. He is holding a bouquet of flowers, the gift of a local florist 
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Every community 
should have a swimming 
pool, properly constructed 
and efficiently governed, 
as a means of promoting 
healthful exercise. Swim- 
ming is a very popular, 
healthful, and invigorating 
sport, which may be hap- 
pily enjoyed by old and 
young alike. Proper su- 
pervision is necessary to 
insure filtration, depth 
markings and the preven- 
tion of accidents. 

While we recognize that 
it might not be practical 
for many other hardware 
merchants to make similar 
gifts to their communities, 
we feel sure that the generous example set by Mr. Brown 
should inspire other hardware men to promote similar 
community enterprises, perhaps cooperatively with other 
merchants of the town. It would not be difficult for a 
chamber of commerce or for a group of retailers with 
other public-spirited business men to provide sufficient 
funds for a community pool. 

A community swimming pool quickly becomes a great 
asset to a town, making 
it a more attractive 
place to live and to 
visit. It will help pro- 
mote a better commu- 
nity spirit and will bring 
people from neighbor- 
ing towns. A commu- 
nity pool will identify 
your town as progres- 
sive and friendly. We 
might also mention that 
in all of our research work we have never learned of a 
chain store or mail order organization presenting a 
swimming pool or making any other gift to any com- 


General view of Punxsutawney’s new Community Swimming Pool 


A feature of the Punxsutawney pool opening celebration was fancy diving and fast swimming 
by experts. Note the large interested crowd attending the celebration 


munity—a significant fact in present business situation. 

For those interested in promoting a community swim- 
ming pool, some data on Punxsutawney’s pool will be 
helpful. We quote from the Punxsutawney Spirit of 
July 3, 1929, the following: 

“Nothing that can be said or written can convey the 
appreciation of the citizens of this community to Mr. 
3rown, who donated the $15,000 with which 
the community swim- 
ming pool, officially 
opened yesterday, was 
built. What is in the 
hearts of the people of 
this community cannot 
be expressed—it is too 
big for words, and it 
will live as long as the 
town endures. 

The swimming 
plant, comprising the 
major pool, a wading pool and bathhouse, is complete in 
every particular and comprises as a whole one of the 

(Continued on page 92) 


George C. 


Close up view of wading pool for smaller children who are getting a great kick out of their splashing about 
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The Drypac Bathing Pouch 


Following many years of experimental 
work, Drypac Mfg. Co., Stratford, Conn., 
has placed a bathing pouch on the mar- 
ket which is said to be absolutely water- 


DRYPAC 

















proof and water-tight. It has been de- 
signed to keep matches, cigarettes, valu- 
ables and the like in good condition while 
swimming. 

Drypac bathing pouch can also be used 
by woodsmen and hikers to keep valuables 
and matches from damp weather. The 
Drypac is 43% in. wide by 4% in. deep 
when closed. 


Two-Wheel Light Field sun 


One of the recent additions to the line 
of toys manufactured by the Conestoga 
Corp., Bethlehem, Pa., is a light field gun 
which uses the company’s Bangsite am- 
munition. 





The No. 6F two-wheel cannon is fin- 
ished in semi-gloss velvety black. The 
cannon and drag beam are cast in one 
piece—making an especially sturdy toy. 
Bangsite ammunition is carried in the end 
of the drag beam. Standard shipping pack- 
age contains 12 guns, each in an individual 
metal-edge box. 


The Useful Water Iron 


Golfers will be interested in the new 
Water-Iron, placed on the market by The 
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M ee. in your golf bag 


Water-Iron Co., 228 N. La Salle St., Chi- 
cago, IIl. 

This product is carried in the golf bag 
with the clubs. When a ball is driven past 








barbed-wire fences, into marshy spots, 
etc., the Water-Iron is extended to 9 ft. 
in length, a small net is attached to the end 
and the ball is retrieved. When not in use 
the net is carried in the pocket of the bag. 

The Water-Iron is made of high strength 
alloys, combining the lightness of alu- 
minum with the strength of steel. It 
weighs only 10 oz. and when telescoped is 
35 in. in length. It is rust-proof, has noth- 
ing to get out of order, and very simple 
to operate, says the manufacturer. 


Toledo Playground Equipment 


The combination see-saw and merry-go- 
round and the play pool which are illus- 
trated have been placed on the market 
within recent months by The Toledo Metal 








Wheel Co., Toledo, Ohio 

The first mentioned product is made of 
selected hardwood with a tubular steel 
stand and wood base. It is firmly con- 





structed and should have a long and use- 
ful life. The play pool is‘made of heavy 
waterproof canvas with an enameled gal- 
vanized steel pipe frame. It is large 
enough to accommodate several children. 





Gendron De Luxe Velocipedes 


The Gendron Wheel Company factory 
of Toledo, Ohio, has recently added to its 
“Pioneer” line of children’s vehicles the 
new de luxe velocipede, as illustrated. 

This line of velocipedes is constructed 
with 1-in. seamless tubing steel, fully 
equipped with 1%-in. tires, ball bearing 
nipple tangent spoke wheel, bicycle ball 
bearing pedals, Kelly adjustable handle 
bars, double-coil spring saddle with com- 
plete tool bag, rear reflector, and fenders 
over both front and rear wheels. 





These “Pioneer” velocipedes are known 
as the 95, 96, 97 and 98, with 12, 16, 20 
and 24-in. front wheels respectively, and 
are attractively finished in litchen gray, 
striped in orange with an orange head. 





Apex Biplane Introduced 


The Apex Stamping Co., Crawfordsville, 
Ind., has announced its Apex Biplane, a 
popular price item. The toy airplane is 
substantially constructed 
of wood and metal and 
is finished in three color 





combinations. Wings are of cold rolled 
steel having a lacquered finish. 





American Flyer Train Display Stands 


The American Flyer Mfg. 
Co., 2219 S. Halsted St., 
Chicago, Ill., has produced 
a series of very unique min- 
iature train and equipment 
display stands. These are 
constructed to show the 
trains and equipment with- 
out any obstructive views. 
A minimum amount of space 
is required—the largest stand 
is only 7% ft. wide by 4 ft. 
deep. 

Each stand permits 
the operation of one 
complete train set for 
demonstration. The 
stands are made up for 
narrow and wide-gage 
trains. 
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Convention Hardware Special Leaves 


Chicago on Oct. 20 


Once again a “Hardware Special” will 
be run from Chicago, IIl., to Atlantic City, 
N. J., for those hardware men and their 
guests who will attend the joint conven- 
tion in October of the National Hardware 
Association and the American Hardware 
Manufacturers Association. 

R. B. Jones, Clyde Cutlery Co., Clyde, 








R. B. JONES 











Ohio, and E. R. Swift of The Stanley 
Works, 61 West Kinzie Street, Chicago, 
Ill., again act as the committee in charge. 
They have been and will continue to be 








E. R. SWIFT 











very busy arranging the final details of 
this annual trip. 

The “Hardware Special” will leave Chi- 
cago on Sunday, Oct. 20, and run over the 
tracks of the Baltimore & Ohio Railroad. 
The train will be completely equipped as 
a limited and will provide the hardware 








men with every facility for a speedy and 
pleasurable trip. As the train leaves at 
noon on Sunday and arrives shortly after 
noon on Monday, a maximum amount of 
daylight travel has been provided. This 
should be most welcome to many hard- 


ware men and their wives who are making 
the trip to Atlantic City for the first time 
and have not seen the scenic beauties along 
the Baltimore & Ohio route. 

The schedule of the “Hardware Special” 
is as follows: 


Lv. Chicago a lt Cale ne oir a as it Soe eit ia eed cn) Fila 12.00 noon (C. S. T.) Oct. 20 
Lv. Chicago (63rd and Leavitt Sts.) ............66. 1225 wm. (€..S. ¥.) Oct. 20 
Ly. Chicago (95th and Commercial Ave.)........... 12.48 p. m. (C. S. T.) Oct. 20 
Reo MOM or or pric face. cad sn dls wroie brace calaiavs 618 Scvaciesel sic 1.06 p. m. (C. S. T.) Oct. 20 
GY eA POCEC UNIS ois sins cine Sieanad bareres cans sevsaded 4.15 p.m: (C. S<T.) Oct. 20 
UDO NMMNED «fois cic 6. 5.0465 SerceeeRwwas wees. ews JO pom (C, SF} Oct: 20 
USES G1 SEO | OS aaa 435. p. m. €C..S: T.) Oct. 20 
Fa NOR MENINEEER, oF a o.0 wi. eid olelein asdcioinic oie ln eleiescee eve 5.19pm: (C; Sz T.) Oct: 20 
DS ten Doc) C00 aan 5.30 p. m. (C. S. T.) Oct. 20 
USSU SS) EL 8 a 12.00 noon (C. S. T.) Oct. 20 
PP OEE ORION Soiceinaos mites cantwenvesssece te 6.30 p.m: (C.. 8. T.) Oct. 20 
Pe PCO IID sa ie.sio os cow nia ois n de we waisted acne 7.10 p. m. (C. S. T.) Oct. 20 
Ei nee SE ool ios asic basis ss die cbse dlewledaeeabeis $26 pe im ¢C.S. T.) Oct-20 
TiVe VME CHINO ein eced sos vaclaciswaaceesecies 939% a €C. S. T:) Oct-20 
PONE a UE Ee: 6. 6:5:0)555.06 0-5-5, ciaidies oielde cee ssw oe 10.00 a. m. (E. S. T.) Oct. 21 
Be OIE Eo 86 cies Sins s Saialve cians bee nnmee,s 11.30 a m Ce. S. TF.) Oct. 21 
Pa PC ING DS ca dice a6 55 cocsiavissicns evens 12.30 p. m. (E. S. T.) Oct. 21 





About Oklahoma City Congress 


HEN R. W. “Bob” Isaacs and his 
Wx. Bob Junior, returned to Clay- 

ton, N. M., after attending the 
Oklahoma City Congress, they wanted the 
home folks to know where they had been 
and why. They being good merchants and 
of the modern type knew that the greater 
their knowledge of retailing methods the 
better would be their service to the people 
of Clayton. Less than a week after the 
close of the Oklahoma City meeting the 
Clayton (IN. M.) News carried the story 
on the front page signed by R. W. Isaacs, 
Sr. The story follows: 

“Narrow Bridge! No, this has no ref- 
erence to the card game but going from 
Amarillo to Oklahoma City via route 66. 
One is struck with a number of narrow 
bridges and here and there with one ex- 
ceptionally long. The imagination leaps, 
Narrow Bridges, One-way Bridges, No 
Left Turn on this Bridge. 

“As one of the delegates to the National 
Retail Hardware Dealers we went to Okla- 
homa City and if the rest of the delegates 
are of my way of thinking they are all 
sold on the capital city of Oklahoma, for 
I believe, that the possibilities of develop- 
ment there have just been started for all 
of its 160,000. Lots of new faces at the 
convention with some old-timers. First to 
greet me was Llew Soule of the HARDWARE 
AcE of New York. Llew is one of those 
kind of chaps that his friends (he has no 
enemies) would say was a “Greek God,” 
in modern clothes, in fact he is the em- 











R. W. (BOB) ISAACS AND BOB, JR. 


bodiment of good looking. 

“Met at the Oklahoma Club E. E. Aldous 
of the American Steel & Wire Company. 
We are friends of many years. E. E. hasa 
smile that the artist who painted the Mona 
Lisa must have had in mind. 

“Harry and Sam Herman of the Okla- 
homa Paper and the Amarillo Paper Com- 
pany were there. Both boys entertained 
us at the Oklahoma Club. Harry quit the 
road some years ago and is now ‘Lord 
High Cockalorum,’ that is the boss of the 
layout. We had not met for twenty years 
but he jumped from his desk, greeted us 
with a remark that it took me a H—— 
of a long time to make the visit I had 
promised, but we got a mighty warm re- 
(Continued on page 74) 
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Tri-State Convention at Tacoma Studied 
Current Hardware Problems 


Members of Pacific Northwest, Oregon and Idaho Associations 
Held Interesting Midsummer Meeting July 17 and 18 


HE midsummer joint convention 

I of the Pacific Northwest, Idaho 

and Oregon retail hardware and 
implement associations at Tacoma, 
Wash., July 17 and 18, was called to 
order Wednesday morning in the 
Hotel Winthrop by President F. K. 
Jackson of Montesano, Wash. 

After the singing of America and 
invocation by Rev. Edgar C. Wheeler 
of the Pilgrim Congregational Church, 
baritone solos by Joe Lucas, accom- 
panied by Miss Mildred Crabbe, were 
well received. 

John Dower, prominent lumberman, 
and president of the Tacoma Chamber 
of Commerce, gave a most pleasing 
and appropriate address of welcome. 
He said in part: “We want competition 
but of the cooperative kind that builds 
up rather than destroys. There is yet, 
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Hood River, Oregon 
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and I believe always will be, room for 
small business, individually con- 
ducted in the United States. The town 
where the business men are prosperous 
is a prosperous town.” 

President Jackson thanked Mr. 
Dower for his thoughtful remarks and 
cordial welcome. 

“The Hardware Man and Citizen- 
ship” was the topic of an able address 
by Robert M. Davis, well known Ta- 
coma attorney. He said in part: “Pri- 





mitive man found he could fasten a 
stone on the end of a stick and kill 
animals stronger than himself; he had 
dominion. And as soon as he began 
to sharpen the stone and fashion the 
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President of Washington Associ- 
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stick he went into the hardware man- 
ufacturing business and from that day 
on the making and selling of hardware 
has been a big business. We could not 
have built our civilization except with 
tools. We might have all the resources 
but we couldn’t have built anything or 
accomplished anything without tools 
which are the implements of civiliza- 
tion. There has been great progress in 
the hardware business. Today you men 
are selling or may sell $40 and $50 
items where you formerly sold 40 and 
50 cent articles. And don’t neglect 
your duties and privileges as citizens; 
take a proper part in community af- 
fairs. Has your town a playground? 
Nothing is more important than super- 
vising the play of your boys and girls.” 

Secretary Lucas called attention to 
the furniture manufacturers exposition 
in progress in Tacoma. 

The chair appointed as a resolutions 
committee, F. A. Ernst, Seattle; H. L. 
Callow, Elma; J. N. Ott, Ritzville. 

Introductions and brief talks were 
made by Messrs. Ernst, Heath; Cowles, 





Brooks, Bryant, Jameson, Oud, Stew- 
art and Lampert. 

At the afternoon session, C. P. 
Brewer, Salesmanship Class Director, 
University of Texas, made an excellent 
address on “Organized Knowledge Is 
Not Power.” He said in part: “Knowl- 
edge is not power, never was and never 
will be power any more than this 
hammer, or a saw, is power; they are 
inert. It needs first to be organized 
and then inspired and fired and directed 
into action to be power that produces 
results. 

“We need knowledge, we need or- 
ganized knowledge in business because 
business is becoming more complex, 
more professional. There is nothing 
permanent in life except change. There 
have been changes in merchandising— 
changes in the hardware business. The 
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successful man must have the facts 
and then the ability to forecast the 
change and be a little ahead of the 
change. Changes today are coming so 
fast, as one man expressed it: ‘I have 
to run like hell to stay where I am.’ 

“Success has killed many men; they 
become content, slow up, then fall be- 
hind, and often fail. A young man 
persisted in efforts to sell an old farmer 
a treatise on farming, for only 25c. 
Finally, the old man blurted out: ‘Say, 
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young fellow, I know how to farm 
now ten times as well as I am doing.’ 
That’s it; we don’t use the knowledge 
we have. It is not so much a question 
of what have you, as it is, what do 
you do with what you have. And in 
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Parma, Idaho 
President Idaho Association and 
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success must be the golden thread of 
happiness in feeling your are doing well 
something worth while. 

“Steinmetz’s definition of success: 
(1) in doing the thing you love to do 
—love the work; (2) in doing it bet- 
ter each day—advancement; and (3) 
the knowledge you are of real service 
to your fellow men.” 

Following the study of the National 
Retail Hardware Association Congress 
in Boston last year of Henry Brown, 
hardware merchant, buying for profit, 
operating for profit, planning for 
profit, and controlling for profit, at 
this year’s Congress in Oklahoma City, 
Okla., a special study was made of 
John Smith, consumer, John Smith 
typifying the average American con- 
sumer, and all the varying types of 
consumers— wage earners or profes- 
sional, city or country dweller. This 
was divided into five chapters: 1—John 
Smith’s Hardware Dollars; 2—Where 
Smith’s Hardware Dollars Go; 3— 
Why the Smiths Buy as They Do; 4— 
John Smith and Henry Brown; and 5 
—Henry Brown’s Job. 

A review of the presentation and 
discussion that occurred at the Na- 
tional Congress in Oklahoma City, 
June 24 to 27, was conducted by Dale 
Strong, publisher of The New West 
Trade, and there was a general dis- 
cussion of points brought out at the 
end of each chapter. Messrs. Callow, 
Stewart, Lampert and others partici- 
pated in a very interesting discussion 
of credit terms and discounts at the 





end of the last chapter. The Oklahoma 
City Congress referred to was pub- 
lished in full in the July 4 issue of 
HARDWARE AGE. 

When Governor Roland H. Hartley 
of Washington introduced Governor 
H. C. Baldridge of Idaho at the 
Wednesday evening dinner session of 
the joint meeting of the three Pacific 
Northwest hardware and implement 
dealers associations in Tacoma July 17 
and 18, the audience rose, raised their 
water glasses and drank to the visiting 
governor as the Washington governor 
welcomed him in behalf of the entire 
State of Washington. 


Governor Baldridge of Idaho 
Addresses Convention 


It was Governor Baldridge’s first 
public appearance in western Wash- 
ington and he surely did make a good 
impression. The governor was an im- 
plement dealer at Parma, Idaho, the 
first president of the reorganized 
Idaho association, always public spirited 
and interested in politics, he became 
lieutenant-govenor of the State, after 
which he was elected governor and 
at the last election was reelected for a 
second term. Idaho, while a small 
State, has produced a number of great 
men, and the governor is one of them. 

Upon his election he turned the 
management of the business entirely 
over to his son, M. C. Baldridge, 
Parma, Idaho, who is now president 
of the Idaho association. 

The governor sees a homogeneity of 
interests in, and a common economic 
future for, the three Pacific Northwest 
States and declared it one of his prime 
purposes, both as a citizen and as gov- 
ernor to bring about more cooperation 
in the three States and the cementing 
of their interests. 

He briefly reviewed the three leading 
industries of Idaho—agriculture, lum- 
bering, and mining. He said in part: 

“Mining produces in Idaho about 
$31,000,000 annually and is largely re- 
sponsible for building a northern Idaho 
capital in eastern Washington. 

Lumbering produces about $40,000,- 
000 annually and 80 per cent of our 
product must be marketed at or beyond 
Chicago points and shipments are 
mostly by rail. 

“Agriculture produces 
$200,000,000 annually. The Snake 
River Valley destined within 25 
years or less to become the greatest 
agricultural section in the United 
States. This river either flows within 
or touches the boundaries of the State 
for a distance of nearly 1000 miles. 

“Our agricultural products, as well 
as lumber, have been going east, but 
we are beginning to look west. We 
feel that this Pacific Northwest sec- 


now about 
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| tion, from the Rocky Mountain slope 


to the ocean, has common interests 
and we want to ship more of our prod- 
ucts this way. 

“Seattle, Tacoma and Portland are 
closer to three-fourths of the world’s 
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Spokane, Washington 
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population than any other cities in the 
United States. Just think what this 
means—China’s 400,000,000 people, am- 
bitious Japan, the development of 
Siberia. Your industries will grow, 
you will have more people, need more 
food and Idaho is an important part 
of your great hinterland that can help 
feed the increasing population in your 
cities. 

“We in the Idaho hinterland are go- 
ing to come to Seattle, Tacoma and 
Portland for manufactured products 
which we have been shipping from the 
east. The things we ship to you and 
the things you ship to us increase the 
volume of merchandise handled at these 
tidewater points and welds the Pacific 
Northwest into,a commercial unit of 
more power. We should cooperate in 
seeking lower freight rates both ways. 

“As Governor Hartley has said, the 
great lumber business of the Pacific 
Northwest is not functioning properly ; 
the tax rate on timber is eating its own 
head off; owners feel they must cash 
in—cut it now; they are cutting three 
trees where they ought to cut two: 
stocks accumulate, selling competition 
is keen and they are making less money 
than ever before. And they are not 
doing as much as they might do to 
defend the industry against the attacks 
of rivals—cement, beaver board, etc.— 
and to exploit constructively the uses 
of lumber. Idaho has 80 billion ft. of 
standing timber, outside the national 
forests. The three States have 300 
to 400 billion ft., outside the national 
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forests. It would be fine and wise to 
combine this entire Pacific Northwest 
lumber industry in some cooperative 
plan that would insure efficient pro- 
duction, advertising and marketing. 

“But in the lumber industry, in the 
solution of the farm problem, in 
Idaho’s potato industry, and in your 
retail hardware and implement busi- 
ness the interests of the consumer must 
not be overlooked. No transaction is 
complete unless or until the goods are 
offered to the consumer at a price ad- 
vantageous and profitable to him to use 
them. The manufacturer must pro- 
duce, and the dealer must sell, with 
profit, but efficiently and economically. 

The auto industry has become the 
biggest in the world, and efficient, be- 
cause they looked through to the con- 
sumer—financed the user. The great 
growth of this industry is one of the 
things largely responsible for the 
growth in our national annual income 
from 33 billions to 90 billions in the 
last 14 years, as was shown this after- 
noon. 

“This increase in national and per 
capita income and the great future of 
the Pacific Northwest means a large 
volume of business for you hardware 
and implement merchants—you Henry 
Browns. Your  customers—John 
Smiths—are more numerous and more 
prosperous; they are a great potential 
market for you. But your endeavor 
should be to sell more merchandise to 
John Smith at lower prices. This you 
do by more volume, more efficient 
methods, less margin and even make 
more money. Because no transaction 
is complete until manufacturer, jobber, 
retailer and consumer are all bene- 
fited. 

“The manufacturer, jobber and re- 
tailer should, and I believe will, get 
together to the end that they will each 
not only have more profit but also that 
the John Smith who buys their prod- 
uct will get it at a lesser price.” 

Dr. W. J. Hindley of Edmonds, a 
prominent figure at hardware conven- 
tions for years, was toastmaster. After 
the applause, he said, “Well, we used 
to complain about too much govern- 
ment in business. Now we are getting 
more business in government, as 
evinced by our two governors, and I 
guess it is an improvement.” He had 
at the opening complimented ‘Tacoma 
as being the greatest industrial city 
west of the Mississippi River, in pro- 
portion to population, and introduced 
M. C. Baldridge, Parma, president, 
Idaho association; A. L. Jameson, past 
president, Oregon association; and John 
Lampert of Yakima, A. E. Vaughn of 
Aberdeen, and F. K. Jackson of Mon- 
tesano, second vice-president, first 
vice-president, and president respec- 








tively of the Pacific Northwest asso- 
ciation. 

At the concluding session of the 
joint convention of the three Pacific 
Northwest hardware and implement 
dealers associations in Tacoma, Thurs- 
day morning, resolutions offered by 
Chairman Callow were adopted as fol- 
lows: 

(1) (Prepared by Dr. W. J. Hind- 
ley) Expressing the feeling of great 
loss, and extending sympathy to the 
families, in the recent deaths of J. 
N. Nankervis of Moscow, Idaho, past 
president, Pacific Northwest associa- 
tion; W. A. Doelle of Cashmere, Wash., 
past president Pacific Northwest as- 
sociation; Mrs. G. J. Thompkins of 
Republic, Wash., wife of a prominent 
member, Pacific Northwest association ; 
and H. W. Wulff of Weiser, past 
president of the Idaho association. 

(2) Expressing appreciation and 
thanks to the Tacoma Chamber of 
Commerce, its president, John Dower, 
the Ad Club, Kiwanis Club, Break- 
fast Club, the Daily Press of Tacoma, 
the management and staff of the Hotel 
Winthrop, the wives of Tacoma hard- 
ware dealers, to Past President C. G. 
Jennings of Tacoma and to all who 
have assisted in making this an in- 
structive and pleasurable convention. 


Discussion on Raising of Dues 
from $10 to $20 


There followed a discussion of the 
raise in dues from $10 to $20 a year, 
formally approved by the last Pacific 
Northwest convention. This came 
after the Idaho convention, and the 
Oregon convention neglected to act on 
it. The raise is justified by the more 
extensive association services being 
performed and is made for the express 
purpose of and conditioned upon, put- 
ting a competent field man at work 
for the three associations, which are 
essentially one organization, and there- 
fore, such action should be uniform 
for the three. Secretary E. E. Lucas 
stated that letters were going out 
shortly to all members formally solicit- 
ing their individual approval, and 
President Jackson asked all members 
to give earnest consideration to the 
letter when they receive it and take 
prompt and favorable action thereon. 

The proposition of making the mid- 
summer joint convention an annual 
feature was discussed favorably by 
Jameson, Baldridge, Merrick, Ott, and 
others. Finally President Jackson sug- 
gested the decision might be left until 
the mid-winter annual meetings. 

The review of the National Hard- 
ware Congress the day before having 
dealt largely with John Smith as a 
typical consumer of hardware products 
rather more than implements and of 















city consumers more than country, the 
talk by John Lampert, Yakima imple- 
ment dealer and first vice-president, 
Pacific Northwest association, on 
“John Smith as a Consumer of Imple- 
ments,” came in most appropriately to 
complete the discussion. He said in 
part: 

“John Smith as a consumer of im- 
plements means that he is a country 
John Smith, as the farmer is the only 
fellow who uses farm implements. 
John Smith, farmer, has been a ‘sick’ 
man for years and of course the con- 
tagion spread to Henry Brown, imple- 
ment dealer. John Smith went after 
legislative medicine and he has been 
humored by the appointment of a farm 
board by President Hoover. But the 
greatest relief the farmer has re- 
ceived, or will receive, came from the 
implement dealer who made it possible 
for him to have modern farm equip- 
ment that has greatly reduced his pro- 
duction costs. Combined harvesters 
have cut the cost of harvesting in half. 

“During farmer John’s sickness and 
with the fading out of the horse and 
wagon business, Henry Brown, imple- 
ment dealer, saw his old lines of 
implements dwindle to 20 per cent of 
their former volume and many of the 
old farm implements are now obsolete. 
Henry made up his mind he would 
have to have not only the new modern- 
ized farm machinery but would also 
have to add new lines—washing ma- 
chines, light plants, milking machines, 
etc., to make up for the lost business. 
I am still in the implement business 
and right, but I am doing a lot of 
business in lines I knew nothing about 
20 or 10 years ago. 

“A lot of people have been leaving 
the farms for the cities, but during the 
last two years the movement has 
checked itself and some are coming 
back to the farm. With knowledge 
and equipment John Smith is doing 
better farming cheaper than ever be- 
fore. 

“These troubles have been good for 
both John Smith and Henry Brown. 
Necessity is the mother of invention. 
The implement dealer had to bring 
himself up to date or be snuffed out. 

“Farmer John Smith today has 
practically the same conveniences as 
his city brothers—baths, electric lights, 
radios, etc.—and that means Henry 
Brown can cash in on the farmers’ 
better mode of living. What farmer 
would use pans for milk with the big 
waste, when a cream separator will 
save 100 per cent and without the loss 
and trouble of pans. We have a milk- 
ing machine outfit all set up and ready 
at a moment’s call to send out to John 
Smith’s place and demonstrate by milk- 
ing his cows. We sold 35 such ma- 

(Continued on page 78) 
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Must Buy Better, Writes Hamp Williams, 
to Meet Present Day Competition 


Hor Sprincs, Ark. — When the 
World War came to a close and in- 
flated prices began to decline in 1920 
and ’21, a lot of merchants, retail and 
wholesale, were hit pretty hard. In 
fact some of us were broke, and some 
of us who are still in business have 
never fully gotten over it. 

Then, right when prices had slumped 
and we were trying to hold them up in 
order to save ourselves from bank- 
ruptcy, the mail order houses and chain 
stores took advantage of the situation. 
That’s when they began to grow. They 
bought their merchandise so that they 
could sell at our cost, and still make 
a good profit. 

We have not entirely recovered from 
that shock, and unless we can get some 
practical help in buying, more inde- 
pendent retail merchants are going out 
of business in the next five years, 
than have in many years past. 

There was never a time when the 
big independent retailer, who bought 
in carload lots, paid cash and watched 
the markets, cou!dn’t undersell the little 
fellow who bought from hand to mouth. 
Now it is worse. Those indépendent re- 
tailers who were once regarded as 
“big buyers” are not in it at all in a 
comparison with quantity purchases 
made by chain store syndicates. These 
syndicates buy as cheap as the jobber. 
There never was a time when jobbers 
couldn’t undersell the independent re- 
tailer. Some of them did and some 
are still doing it. The jobbers have got 
to sell to somebody. Some manufac- 
turers are forming retail chains and 
cutting out the jobber. 

We retailers must be able to buy to 
better advantage, or we can’t meet the 
issue. It is true that some of us will 
go out because of our antiquated sys- 
tems of doing business. At the same 





time if we could buy right, we could 
probably make the grade until we 
finally got our eyes open to the neces- 
sity for the modern business methods 
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which our hardware associations have 
been trying to hammer into us for the 
last twenty years or more. It is my 
opinion that our associations have got 
to offer us something new. In other 
words, we need substantial help more 
than we need so much advice. 

Our hardware associations are offer- 
ing the same schooling to large and 
medium size dealers that they offer to 
the smallest ones. There can be no one 
uniform plan of doing business—such 
as chain stores use—that will suit all 
sizes of hardware stores. 

But—there is a way for the hard- 
ware associations to help all alike, from 
the largest to the smallest, and that is 
to work out some method which will 
enable us to own our merchandise as 
cheaply as the chain stores own theirs. 
When this has been accomplished, the 
dealers will more readily adopt im- 
proved methods of doing business. We 
can’t do it single handed. We haven't 
the capital, the credit or the ability. 





We have a personal appeal to our trade 
in selling, but not in buying. 

There will be many small dealers who 
will save themselves if they can buy 
their goods at the right prices. Some 
of them can cut their overhead to a 
lower cost than that of any chain store, 
but they are helpless if their merchan- 
dise costs are the same as the advertised 
retail prices of the chains. It doesn’t 
take a very smart man to know that. 

Now here is my position: I have 
been trying to help my hardware 
friends, both retail and wholesale. Now 
and then I get a letter from some 
jobber or retailer friend endorsing my 
suggestions. So I have decided to make 
an effort to get our associations to take 
up this phase of the subject, to make 
surveys of all kinds of buying systems, 
jobber-retailer chains, etc., so that we 
retailers can be advised from time to 
time as to what progress is being made. 
Meanwhile the associations can attempt 
to formulate some plan that will relieve 
the present situation in independent 
distribution. 

There are a lot of jobbers right now 
who are making such investigations. 
Why shouldn’t our associations co- 
operate with them and help work out 
a plan for us? 

Three or four years ago I jokingly 
made the suggestion that the National 
Retail Hardware Association take over 
the hardware retailers and form a huge 
chain to combat the competition then, 
in sight. Some of the dealers took it 
seriously and wanted to join. That 
was just a joke, but the present situa- 
tion is no joke. We don’t want a chain 
of that kind, but we do need some 
plan that will allow us to meet our 
competition and still give us profit 
enough to live on. 

(Signed) Hamp Williams 





“I’m not supposed to do that,” said he 
‘When an extra task he chanced to see; 
“That’s not my job, and it’s not my care, 
So I'll pass it by and leave it there.” 
And the boss, who gave him his weekly pay, 
Lost more than his wages on him that day. 


“I’m not supposed to do that,” he said. 
“That duty belongs to. Jim or Fred.” 
So a little task that was in his way, 
That he could have handled without delay, 
Was left unfinished; the way was paved 
For a heavy loss that he could have saved. 


“IT’S NOT MY JOB” 


And time went on and he kept his place, 

But he never altered his easy pace, 

And folks remarked on how well he 
knew 

The line of tasks he was hired to do; 

For never once was he known to turn 

His hand to things not of his concern. 


But there in his foolish rut he stayed, 

And for all he did he was fairly paid, 

But he never was worth a dollar more 

Than he got for his toil when the week 
was o'er; 


For he knew too well when his work was 
through 
And he had done all he was hired to do. 


If you want to grow in this world, young 
man, 

You must do every day all the work you 
can; 

If you find a task, though it’s not your bit, 

And it should be done, take care of it! 

For you'll never conquer or rise it you 

Do only the things you're supposed to do. 

—Texas Utility News. 
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Show Card Writing 


for the Beginner By JOSEPH BERTRAM JOWITT 


P pees are no styles of letter- 
ing more generally used, with 
more convenient application for 

various purposes, than the modern 
show card Roman letters which will 
be shown here in instalments of four 
letters each. Capital and lower case, 
each letter will be treated separately 
in its proper rotation, according to 
the alphabet. 

This series of lessons on modern 
show card alphabet (including the 
Roman numerals), will be elementary 
enough for any novice to thoroughly 
understand and successfully follow 
the instructions given. There is only 
one thing the writer will be unable to 
do—that is, the beginner’s PRAC- 
TICE WORK. One may have all 
the modern scientific instructions on 
lettering before him, and even an ex- 
pert instructor standing over him, but 
all this will have failed in its purpose 
if the beginner is unwilling to devote 
a few hours a week to practice. This 

‘may be done on any kind of smooth 
wrapping paper, or old newspapers. 

Practice makes perfect more surely in 








Window 
Boxes 


69° 
































| OPPER CASE LINE 








Lowen CASE 


OUTSIDE MARGIN 
| 
| 
| 
| 


show card writing than in any other 
job you may tackle. 

In this lesson we have the Roman 
capital and lower case letters A, B, 
C and D. Notice “arrows” which 
show the course of construction of 
each letter. The Roman alphabet is 
composed of thick and thin strokes. 
The capital letter A, requires nine 
strokes to complete and is executed in 
the following manner : 

Number one stroke is the first 
stroke taken (the left strokes are al- 
ways the first ones taken) in making 
this left stroke the brush is held (not 
too tightly) between the thumb and 
first two fingers in exactly the same 
manner you would hold a lead pencil 

-the fingers should be kept well 
down on the handle of brush, almost 
touching the nickel ferrule. This 
will give the purchase necessary to 
control the brush and prevent the 
hand from shaking. Some prefer to 
rest the first joint of the little finger 
on the card. while lettering. 








naan 





The thin stroke at the left is made 
| by turning the brush sideways be- 
| tween the fingers and using just the 





tip end. The thick stroke at the right 
is made by using the full width of the 
brush making a quick broad stroke 
using the full length of the hairs. 
Never attempt to do any kind of let- 
tering without first drawing a top and 
bottom line the height you wish the 
lettering to be. The sharp corners or 
spurs at the bottom of letter A, are 
made according to the directions the 
arrows point. If you count the num- 
bers you will see it requires just nine 
single strokes to complete this first 
letter of the alphabet. 

The lower case letter “fa” is made 
with four single strokes. No. 1 stroke 
goes in the direction the arrow points 
-—at the left. This is made with the 
point or side of brush. No. 2 stroke 
at the right is made with a full sweep 
of brush ending in a sharp tail. No, 
3 stroke forms a loop, beginning at 
about the center of stroke No. 2. 
This is done by using the tip end of 
flat brush and gradually pressing on 
the brush until the widest part of let- 
ter is reached, then release pressure 
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to reduce the thickness of stroke un- 
til it reaches its terminus. 

One of the main reasons that prac- 
ice makes perfect in lettering is that 
the eye has as much to do with form- 
ing each letter as the hand. The 
eye absorbs the general outline of 
each letter and in time is trained to 
judge accurate proportions. The 
hand only mechanically carries out 
what the trained eye carries to the 
brain. For instance, take a sheet of 
paper or letterhead and try and gauge 
the center with the eye, mark with a 
pencil where you think it is, 
then measure and see how near 
you come. You will soon be 
able to strike it exactly with 
practice. 

Stroke No. 1 in the numeral 
“2” is a left stroke starting at 
the top of the first guide line. 
Stroke No. 2 is a long sweeping 
stroke, beginning at the top and 
continuing in one long sweep 
until it reaches the bottom. 

The third stroke, which com- 
pletes the numeral “2” is a 
short horizontal stroke at the 
bottom which is made from left 











to right. The numeral “3” starts off 
the same at the top as the numeral 
“2.” This is just one sweep of the 
brush, but the bottom loop requires 
an extra short backward stroke to 
finish off the figure. The numeral 
“4” is a very easy figure to make, it 
requiring but three straight strokes, 
the horizontal stroke crossing the per- 
pendicular stroke at about the center. 
The ends of these strokes should, of 
course, be straightened with a touch 
of the brush here and there. 

The numeral “5” is a particularly 








| 











Specials in 





Aluminum 


Ware 








graceful figure and is brought into 
use probably more than any other. 
The semi-circle loop which composes 
the lower part is made in the same 
manner as the lower part of the 
numeral “3”. It should occupy about 
the same space as the top part of the 
numefal “5”, 

The numeral “6” is practically a 
number “9” upside down. With the 
exception of the figure “1” the num- 
eral “7” is the most simple of all, it 
requiring but two single strokes to 
produce. First the top stroke, which 
is made from left to right, then 
the downward stroke which is 
| made on a slight slant. The 
| figure “8” will require more 


| practice than the others, 
| as it is considered the more 
difficult tomake. Some pre- 


fer to make it by joining to- 
| gether two small circles, one on 
| top of the other. This, of 
| course, is permissible, but is 
| not the best practice. The “0” 
| is made the same as the letter 
“o” only it should be made 
oval than a 


| more of an 


circle. 
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Nation’s Saw Industry Adopts 
Standardization Program 


The saw manufacturers of the country 
have definitely joined the lumber industry 
in its work for standardization and sim- 
plification of product. For some months 
a committee of representative saw manu- 
facturers has been studying the needs of 
the woodworking industries throughout the 
country, and after carefully considering the 
best current factory practice, they are now 
publishing lists of standard band and cir- 
cular saws for wood cutting. 

It is proposed to confine manufacturers’ 
stocks of finished saws to these standard 
items, which are generally in demand with 
approximately 90 per cent of the trade. 
The object is to maintain stocks of finished 
saws which will always take care of cus- 
tomers’ standard requirements promptly. 
In the past, when there was an attempt 
to carry in stock almost an unlimited vari- 
ety, it actually proved impossible to have 
stocks capable of servicing customers ex- 
cept at the expense of excessive invest- 
ments. 

This development is in line with the sim- 
plification and standardization movement 
which has gained such momentum in 
American industry under the leadership of 
President Hoover and the United States 
Department of Commerce. In over 90 
different industries simplification programs 
have worked to the benefit of manufac- 
turer, distributor and consumer by reduc- 
ing the amount of capital tied up in slow- 
moving stocks, by eliminating mistakes in 
the handling or orders and by making pos- 
sible quicker deliveries and better service 
to the consumer. 

The committee responsible for this saw 
program consists of H. C. Atkins, presi- 
dent, E. C. Atkins & Co., Indianapolis, 
Ind.; S. Horace Disston, vice-president, 
and George Satterthwaite, general man- 
ager, Henry Disston & Sons, Inc., Phila- 
delphia, Pa.; E. Foster, general manager 
saw department, R. Hoe & Co., Inc., New 
York, N. Y.; W. B. Huther, president, 
Huther Bros. Saw Mfg. Co., Inc., Roches- 
ter, N. Y.; G. K. Simonds, general man- 
a Simonds Saw & Steel Co., Fitchburg, 
Mass. 


Frank F. Taylor Is Dead; 
President, Frank F. Taylor Co. 


Frank F. Taylor, founder and president 
of The Frank F. Taylor Co., manufac- 
turer of children’s vehicles in Norwood, 
Cincinnati, Ohio, passed away on July 12 
at his home in that city. He was 34 years 
of age. 

Starting in the basement of his home, 
Mr. Taylor created and developed his 
original product, known as the “Taylor- 
Tot.” The popularity of the product re- 
flected in rapidly increasing sales, to the 
point that The Frank F. Taylor Co. was 
organized on Jan. 1, 1925. With the 
“Taylor-Tot” as the basis, the business 
prospered and kindred products have been 
added from time to time. 

Since the untimely death of Mr. Taylor, 
the company has reorganized to further 
develop and substantiate the business. 





Herbert H. Stonebarger is president. He 
is also vice-president and general manager 
of The Globe Folding Box Co. David 
Jones is vice-president. Mr. Jones is vice- 
president and general manager of The Lun- 
kenheimer Co. Donald W. Gill is secre- 
tary-treasurer and general manager. Ethel- 
belle Taylor is assistant secretary-treasurer. 

These officers, together with Leroy 
Brooks Jr., president, Tool Steel Gear & 
Pinion Co., constitute the board of di- 
rectors. 


The Atlas-Ansonia Co. Opens 
New York City Sales Office 

The Atlas-Ansonia Co., 54 Grant Street, 

New Haven, Conn., has opened an office in 


New York City, located in Room 704 at 
347 Fifth Avenue near Thirty-fourth Street. 





AL. J. CRAWFORD 


Al J. Crawford will be in charge of 
the New York office as metropolitan sales 
manager. Mr. Crawford is widely known, 
having been connected with Sargent & Co. 
of New Haven for 23 years, for the last 
eight years as assistant sales manager. The 
Atlas-Ansonia Company’s growing busi- 
ness has made a New York office neces- 
sary, and Mr. Crawford is particularly well 
adapted to serve its customers in the met- 
ropolitan area. 

The Atlas-Ansonia Co. was formed on 
Jan. 1 of this year by the merger of the 
Atlas Mfg. Co. of New Haven, Conn., 
and the Ansonia Novelty Co., of Ansonia, 
Conn. The company is located in a new 
and up-to-date factory in New Haven. 
Products manufactured are light hardware, 
oilers, sewing thimbles, pencil sharpeners, 
and other items in metal stamping and 
drawing and wire forming. 


E. M. Herr to Be Vice-Chairman 
Westinghouse Electric Board 


E. M. Herr, who was recently succeeded 
as president of Westinghouse Electric & 
Mfg. Co., East Pittsburgh, Pa., by F. A. 
Merrick, will not become chairman of the 
board, as was stated in a recent issue of 
Harpware AcE. After an extended vaca- 
tion, Mr. Herr will assume the duties of 
vice-chairman of the company’s board. 








W. T. McNerney, General Man- 
ager, Brown Camp Hardware Co. 


Walter T. McNerney was elected gen- 
eral manager of the Brown-Camp Hard- 
ware Co., Des Moines, Iowa, at a special 
meeting of the board of directors on Mon- 
day, July 29, filling the vacancy caused 
by the death of Frank J. Camp, president 
and general manager. 

Mr. McNerney has been connected with 
the firm for 27 years. He has had a long 
and successful career, commencing at the 
bottom filling orders and working through 
every department until reaching his pres- 
ent position. He was elected vice-president 
at the annual meeting in January, 1929, and 
still retains this office in addition to being 
general manager of the firm. 

Frank J. Camp, deceased president and 
general manager, was one of the founders 
of the company. His whole life was spent 
in developing the business to its present 
position of prominence. The policies in- 
augurated by Mr. Camp, and his high ideals 
for better business will be strictly adhered 
to, is the statement of the present manage- 
ment. 

James M. Camp, son of the late presi- 
dent, retains his office of secretary. He 
has been with the company for the past 
eight years, holding many positions of im- 
portance. He is manager of the electrical 
and radio department. 

B. F. Pennington, who in January was 
elected assistant secretary, retains this office. 
He has been associated with the company 
for the past 20 years. In addition to be- 
ing assistant secretary, he is buyer of 
builders’ hardware, tools and heavy goods. 


Page Steel Moves Sales Depart- 
ment to Pittsburgh 


Effective Aug. 5, the sales department 
of the Page Steel & Wire Co., manufac- 
turer of Page fence, highway guard, weld- 
ing wire and general wire products, will 
be moved from Bridgeport, Conn., to the 
American Bank Building, Pittsburgh, Pa. 

Sales of chain link fence will be han- 
dled by R. J. Teeple. Field fence and 
general wire products sales will be handled 
by S. B. Cairns. Welding wire and spe- 
cialties will be handled by J. J. Flaherty. 

W. T. Kyle, general manager of sales 
of the company, will be located at the 
general sales office, 230 Park Avenue, New 
York City, in the New York Central 
Building. 


Valley Forge Steel Buys Six- 
Story Chicago Building 


Valley Forge Steel & Tool Co., 622 West 
Monroe Street, Chicago, I1l., has purchased 
the six-story store and loft building 1lo- 
cated at the corner of Monroe and Jeffer- 
son Streets, Chicago. It contains approxi- 
mately 52,000 sq. ft. of floor space. 

The company will occupy one-third of 
the building in the near future, allowing 
the remainder for expected expansion. 

The company produces tool steels, twist 
drills, taps and dies, etc. 
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Sargent & Co. Announces 
Changes in Sales Department 


A notice has recently gone out to the 
sales representatives of Sargent & Co., 
New Haven, Conn., over the signature of 
George F. Wiepert, vice-president of the 
company, outlining the following changes 
in the sales personnel. 

P. E. Barth, manager of the Chicago 
office and warehouse, has been transferred 
to the New Haven headquarters as assistant 
general sales manager. He will be sec- 
ond in command in the sales department 
as assistant to Murray Sargent, general 
sales manager. 

Harold A. Parks will continue as sales 
manager in charge of builders and general 
hardware, including door closers and pad- 
locks, and in addition will direct the sales 
of tools. His department will be known 
as the general hardware and tool division. 

William C. Sullivan, who has represented 
the company in the Southwest for some 
years, recently as district sales manager, 
has been made sales manager in charge of 
the lock division, as successor to R. B. 
Cherry, who will hereafter serve in an 
advisory capacity, giving special attention 
to the study of new markets. The lock di- 
vision will include night latches as hereto- 
fore, and fire exit bolts, formerly classed 
with the builders’ hardware section. 

Fred G. Hammer has been appointed 
sales manager in charge of contract sales. 
This is a new departure, the contract sec- 
tion having heretofore been a part of the 
lock division. This department will be 
known as the contract sales division. 

Emory S. Naylor, who, as assistant 
manager in Chicago, has also had charge 
of Chicago contract sales, will succeed Mr. 
Bath as manager of the Chicago branch. 
Kenneth Lee has been appointed manager 
of Chicago contract sales. 


Smith & Browneller Becomes 
Westmoreland Hardware Co. 


Joseph Hebrink has purchased the Smith 
interest in the retail hardware firm former- 
ly known as Smith & Browneller at 124 
South Pennsylvania Avenue, Greensburg, 
ra, 

The business has recently been incorpo- 
rated under the name of the Westmoreland 
Hardware Co. A number of changes in 
store layout and general business pro- 
cedure are contemplated. 


A. M. Griffen Passes Away— 
Veteran New Jersey Merchant 


Arthur M. Griffen, retired hardware 
merchant of Plainfield, N. J., passed away 
on July 25 in the Reading Hospital, Read- 
ing, Pa. He was 77 years of age. 

Mr. Griffen was born in Brooklyn, N. Y. 
In 1865 he came to Plainfield and shortly 
after entered the retail hardware business 
in partnership with a Mr. Curtis. It was 
in 1881 that Mr. Griffen secured control 
of the business and with his brother, 
George M. Griffen, continued the store as 
the A. M. Griffen Hardware Co. This re- 
tail store became a landmark on Front 
Street in Plainfield. 

In 1925 a corporation acquired the busi- 


ness from the Griffen brothers and moved 

the business around the corner to Somerset 

Street, as the A. M. Griffen Co. A com- 

plete history of the Griffen store appeared 

in the July 11 issue of Harpware AGE. 
Mrs. A. M. Griffen survives. 





F. H. Payne Heads Massachusetts 
Industrial Commission 


Frederick H. Payne, president, Green- 
field Tap & Die Corp., Greenfield, Mass., 
was recently chosen chairman of the new- 
ly created Massachusetts Industrial Com- 
mission. 

Mr. Payne is also president of the Asso- 





FREDERICK H. PAYNE 


The 


into 


ciated Industries of Massachusetts. 
commission will conduct researches 


in the State and coordinate the activities 
of unofficial bodies organized for the pro- 
motion and development of agricultural, 
industrial and recreational interests in the 
State. 


Reynolds Wire Co. Appoints 
Ewing-Lewis Co. Sales Agent 


Reynolds Wire Co., Dixon, IIl., has re- 
cently appointed Ewing-Lewis Co., Inc., 
Los Angeles, Cal., as its Pacific Coast 
sales agent for “Sun-Red Edge” wire 
screen cloth and hardware cloth. 

Ewing-Lewis Co. has its headquarters in 
Los Angeles and maintains offices in San 
Francisco and Seattle. It is well known 
to the western jobbing trade. 


Kolster Employees Picnic 
Attended by Two Thousand 


The second annual excursion of em- 
ployees from the Newark, N. J., factory of 
the Kolster Radio Corp., New York, N. Y., 
was held on board the Steamer Clermont 
last week. 

At 9 in the morning, more than 2000 
of the plant’s employees embarked at Port 
Newark, N. J. After a ride up the Hud- 
son River, the boat turned and steamed 
down New York Bay to Atlantic Beach 
Park where a picnic dinner was served. 
Bathing, games and dancing were enjoyed 








by all. 


the agricultural and industrial conditions | 


Howard D. Valentine Joins 
The Frederick Co. Staff 


From Enoch B. Seitz, president, The 
Frederick Co., Chicago, IIl., comes the an- 
nouncement that from August 1, Howard 
D. Valentine, recently director of publicity, 
advertising and public relations for the 
Central Hudson Gas & Electric Corp., will 
be associated with The Frederick Co. in 
the introduction and sale of the Frederick 
washer, a Maytag product. For the pres- 
ent he will direct his efforts more par- 
ticularly to the utility merchandising field. 

Mr. Valentine has been actively engaged 
in the public utility industry for the past 
ten years. He left The Peoples Gas 
Stores, Inc., Chicago, where he was as- 
sistant to the general manager, in 1926, to 
become assistant general commercial man- 
ager for the Central Hudson Gas & Elec- 
tric Corporation at Poughkeepsie, later 
directing its advertising and publicity pro- 
gram. During these years, because of his 
active work in the National Electric Light 
Association, The Society for Electrical 
Development, Inc., and the American Gas 
Association, Mr. Valentine has been en- 
abled to become thoroughly acquainted in 
modern trends of utility merchandising 
practices and allied markets for electrical 
appliances. His most important commit- 
tee assignments in the National Electric 
Light Association were concerned with 
allied trade relations and the important 
question of standards in domestic electrical 


appliances. In addition, he acted as secre- 
tary of the Hudson Valley Electrical 
League, a pioneer in cooperative mer- 


chandising effort. 











Akron Retail Hardware Club 
Elects Officers at Banquet 


Harry W. Pealy, secretary and treasurer 
of the Harry W. Pealy Hardware Co., 
276 Wooster Avenue, Akron, Ohio, was re- 
cently elected president of the Akron Re- 
tail Hardware Club. Harry Tucker, Bot- 
zum Brothers Co., is the vice-president of 
the arganization and A. C. Hutchinson, 
secretary of the local merchant’s associa- 
tion, was elected secretary-treasurer. The 
election took place at the Silver Lake 
Country Club and followed a banquet at- 
tended by about fifty members. The prin- 
cipal address of the evening was delivered 
by William H. Gray of the Cleveland Re- 
tail Credit Men’s Co., who spoke on the 
retail dealers’ credit problem. 





Eno Rubber Will Now Sell Stoner 
Water-Ballast Decoy 


The Carlton Stoner Corp., Los Angeles, 
Calif, announces the sale and manufacture 
of the Stoner water-ballast decoy will be 
conducted by the Eno Rubber Corp., 112 
East 17th Street, Los Angeles. 

The Eno corporation has manufactured 
decoys for the Carlton Stoner Corp. up to 
date. In the announcement, Carlton Stoner 
Corp. states that it feels the trade will be 
served more efficiently and economically 
through the new arrangement. 

Roy A. Musser is president of the Carl- 
ton Stoner Corp. 
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WASHINGTON NEWS LETTER 


Secretary of Commerce R. P. Lamont explains in radio talk, the 


Scope and Objects of the Distribution Census of 1930. 


Frederick 


M. Feiker, Director of Associated Business Papers, Is Appointed: 
Chairman of Census Advisory Committee 


(Washington Bureau of HARDWARE AGE) 

The distribution census, to be taken 
for the first time in the history of the 
country in 1930, is designed to show the 
value of retail and wholesale business 
by classes of stores, by commodities, 
and by geographic units, for a large 
percentage of sales, according to Sec- 
retary of Commerce R. P. Lamont. It 
is his opinion that the result of the 
census will be the eventual elimination 
of countless wasteful practices—crude 
inept, prodigal practices that now levy 
a toll of millions of dollars annually 
on the purses of our people. Together 
with Frederick M. Feiker, New York, 
director of the Associated Business 
Papers, whom Secretary Lamont has 
appointed as chairman of an advisory 
committee in preparing for the dis- 
tribution census, Mr. Lamont recently 
gave a radio talk on the plans made 
to assemble this material, covering a 
nation-wide scope in which coopera- 
tion of manufacturers, wholesalers, re- 
tailers and others was urgently sought. 

- Mr. Feiker declared that the plans for 

the distribution census are perhaps “the 
greatest piece of team-work between 
business and government that has been 
organized since the War Industries 
Board was formed.” For the first time 
in the commercial life of the nation, 
he said, every business man in prac- 
tically every line of trade and industry 
will be asked to take part. Mr. Feiker 
declared that facts. and figures will be 
gathered which will have a far-reach- 
ing effect on the future prosperity of 
every business man in the country. 

Secretary Lamont pointed out that 
the first excursion of the Department 
of Commerce into this field was to 
examine the results of a forward-look- 
ing wholesale hardware dealer who had 
done considerable work in this direction 
on his own account. 

“Through a system of allocating 
costs to individual commodities, this 
wholesaler discovered that on approxi- 
mately half of the 12,000 items that he 
was carrying in his warehouse he was 
losing money,” said Mr. Lamont. “By 
a similar study he discovered that a 
large proportion of his customers were 








By L. W. MOFFETT 


buying in such small quantities and 
under such conditions that they were 
a liability to him rather than an asset. 
After several years’ study of these 
facts he determined to act upon them. 
As a result, he reduced the number of 
commodities handled from 12,000 to 
about 6500. He reduced the number of 
customers on whom his salesmen called 
from about 1400 to 700. He also made 
large reductions in the number of firms 
from which he_ purchased goods. 
Through these drastic changes in his 
methods, he reduced his sales territory 
about one-third; he reduced his volume 
of business about one-third; but on the 
basis of three years’ operations he had 
increased his dollar profits by approxi- 
mately 35 per cent.” 

Secretary Lamont explained that in 
recent years, American business has de- 
voted much attention and enormous 
amounts of money to the problem of 
reducing costs of production. Stating 
that amazing progress has been made, 
he said that the increased use of power 
and the development of labor-saving 
and time-saving machinery, — the 
stepping up of productivity per man 
and many other factors have served 
to make American manufacturing the 
wonder of the world. What has been 
accomplished in this field, it was de- 
clared, is in reality equivalent to an in- 
dustrial revolution. 

“Although costs of production have 
been continually lowered by these 
methods, the costs of distribution have 
been increasing,” said Secretary La- 
mont. “We hear from all sides serious 
complaints regarding the cost of getting 
commodities from producers to con- 
sumers. 

“One of the reasons why we have 
not made more progress in increasing 
the efficiency of distribution is the fact 
that we possess relatively little compre- 
hensive information about the move- 
ment of commodities. We have in this 
country very excellent statistics on the 
production of all kinds of goods. This 
includes both the material collected by 
the Bureau of Census and also by the 
many current series of statistics com- 
piled by governmental agencies, by 





trade associations, technical periodicals, 
and others. But, statistically, we prac- 
tically lose sight of every commodity 
once it is produced. In only a few 
instances are we able to follow the 
progress of commodities through the 
various stages of marketing and dis- 
tribution. It is believed by many 
students of business that more adequate 
information on the movement and 
marketing of commodities would enable 
business men to reduce the costs of 
operation very materially.” 

Secretary Lamont said that by re- 
sponding with energy an‘ diligence to 
the requests for data needed in the 
census, American merchants will help 
to bring to fruition a great pioneering 


| venture in the determination of eco- 


nomic truth. They will be showing, 
he declared, a consciousness of the 
solidarity of the commercial structure 
and will be performing a genuinely 
patriotic act. And, moreover, he added, 
they will be doing something that may 
ultimately redound to the substantial 
advantage of their respective enter- 
prises. 

In sounding a note of caution with 
regard to the coming census of dis- 
tribution, Mr. Feiker said it would 
be unwise for business men to enter- 
tain too high hopes, or cherish con- 
fident expectations, as to what the cen- 
sus will do for them individually. It 
will be a highly important economic 
study, he said, but it can hardly be 
expected that it will prove a panacea, 
immediately yielding large profits and 
resulting in miraculous transformation. 

“But the census of distribution will, 
none the less, bring together a vast 
array of ‘background material,’” said 
Mr. Feiker. “These facts should help 
to clear up numerous points of uncer- 
tainty—to dispel many doubts and un- 
ravel many difficulties—to stimulate in- 
vestigation and bring about reform 
along many lines. It should aid us tre- 
mendously in our commercial thinking. 
Through a study of the figures, busi- 
ness men will unquestionably recognize 
many things that had not previously oc- 


(Continued on page 82) 
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Continued Steady Activity Noted 
in Hardware at Present 


NEw York, Aug. 7.—That July, 1929, has made a showing which 
compares very favorably with that month last year is clearly indi- 
cated by the reports from important market centers. It looks very 
much as though the summer slump, if any, will be less formidable 
than usual, and the outlook for fall, from present indications, is sat- 





isfactory. 


The outstanding fear as far as consumer demand is concerned 
is the setback to small grain crops in some sections of the coun- 
try, which has been the result of continued dry weather. Some of 
these may yet be helped by rains, and reports are reassuring in 


regard to corn and root crops. 


The great wheat-growing belt of 


the Southwest reports excellent crops harvested. 

The industrial portion of the business picture remains normal 
and quite satisfactory. Steel mills are still running at a high level 
of activity and anticipate very little letdown at present, orders 


being received in good volume. 


Prices are not noticeably changeable, and collections are fairly 


satisfactory. 








Revenue Freight Loadings Gain 
44,852 Cars in Week 


Revenue freight loadings for the week 
ended on July 20 totaled 1,078,695 cars, or 
an increase of 44,852 cars over the cor- 
responding week last year, the car service 
division of the American Railway Asso- 
ciation announced on July 30. 

Compared with the preceding week this 
year, the total for the week of July 20 
was an increase of 14,063 cars, with in- 
creases being reported in the loading of 
all commodities except live stock and coal. 

All districts reported increases in the 
total loading of all commodities compared 
with the same week in 1928 and also 1927 
except in the Southern district, which re- 
ported a decrease compared with the cor- 
responding weeks in the two preceding 
years. 


—_——— 


June Export Index Drops to 
Lowest Level in Year 


The index of the exports of agricultural 
products from the United States during 
June is placed at 69, which, with the ex- 
ception of July, 1928, was lower than for 
any other month since 1925, and with one 
exception lower than for any June during 
the past fifteen years, according to the 
Department of Agriculture on July 28. 

The low cotton index accounted for the 
major portion of the decline. The decrease 
in exports of grains, especially wheat, was 
also an important factor. 





Nation’s Wholesale Commodities 
Price Advance Is Small 


Wholesale prices of commodities during 
the week ended July 27 advanced less than 
one-tenth of 1 per cent, according to the 
price index of the National Fertilizer As- 
sociation. While six groups advanced and 
only three declined, advances numbered 
only 32, against 26 declines. The largest 
declines occurred in gasoline and cotton. 
The largest advances took place in the 
groups of fats, other foods, grains, feeds 
and live stock and mixed fertilizer. Based 
on 1926-1928 as 100 and 456 quotations the 
index stood at 98.7 for the week ended 
July 27 and 98.7 a week previous. 


Week’s Price Average 99.2 Per 
Cent, Says Prof. Irving Fisher 


Prof. Irving Fisher of Yale University 
announced on July 28 that the previous 
week’s wholesale commodity prices, based 
on Dun’s quotations, averaged 99.2 per 
cent. The June average was 97 per cent. 
The purchasing power of the dollar was 
100.8c. on a 1925 basis of 100c. The June 
average was 103.1c. 

Crump’s index of English prices for the 
week on the revised 1926 level was 91.6. 
The June average was 90. 

The Italian index on the revised 1926 
basis for week ended July 20 was 73. 





New York Bank Sees No Sea- 
sonal Business Decline 


Business has passed into the midsummer 
season with very little evidence of the 
recession in activity that is usually wit- 
nessed at this time of year, states the cur- 
rent issue of the Guaranty Survey, pub- 
lished on July 31 by the Guaranty Trust 
Co. of New York, N. Y. 

“Despite the exceptional levels that have 
now been maintained for more than six 
months, and despite the advent of hot 
weather, the vacation season and the mid- 
year inventory period, there is little ap- 
parent disposition to cut down operating 
schedules,” the Survey continues. “As 
has been true for some time, the most 
notable activity is reported in the basic 
industries. Although wholesale and retail 
trade in general is distinctly. good, it makes 
no such striking comparisons with past rec- 
ords as do most branches of heavy manu- 
facture. Such industrial curtailment as 
has taken place is for the most part, purely 
seasonal in character, and in many branches 
of business the recession in activity that 
ordinarily appears at this season is almost 
entirely absent. 

“To all outward appearances, the cur- 
rent level of operation is fully warranted 
by demand; and the prevailing sentiment 
among business men has seldom been more 
thoroughly optimistic. These considera- 
tions lend support to the view that any 
necessary downward adjustment of operat- 
ing schedules may be deferred for some 
time. Nevertheless it is a well known fact 
that the final consumption of goods, upon 
which all industrial activity ultimately de- 
pends,’ changes comparatively slowly, and 
that a sharp upward movement in business 
activity is invariably followed sooner or 
later by a corresponding decline. Even in 
the absence of definite signs of speculative 
purchasing or of ‘inventory accumulation, 
it is difficult not to suspect that the con- 
servative buying policies which have been 
generally followed in recent years at every 
stage of production and distribution, from 
the retail dealer to the user of industrial 
raw materials, have been allowed to relax 
to some extent. 

“Business reports for the first half of the 
year emphasize the exceptional character 
of the six months’ period through which 
American industry and trade have just 
passed. The movement of railway freight 
was greater than in any corresponding 
period on record. Bank debits to individual 
accounts outside of New York City were 
7 per cent larger than in the first half of 
1928. Retail trade appears .to have been 
consistently more active: than a_ year 
earlier.” 
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Missouri River District Is Optimistic for 


- Fall Business Outlook 


(Kansas City office of HARDWARE AGE) 


KANSAS CiTy, Mo., Aug. 6.—There is a feeling of optimism 
throughout hardware circles in this territory owing to generally 


good crops and attractive prices. 


This condition is making every 


one feel good, and hardware men see a bright outlook for the future. 
The wheat has been moving to market in fair volume, but much of 
it is being stored because of the bullish tendency of the market, 
and this is spreading the season of fall prosperity out more evenly 


than is usual. 


The grain bin business, which lagged somewhat during the earlier 
part of the crop harvesting season, has shown a pickup. Farmers 
are sitting tight in some localities looking for still higher wheat 
prices, and this has called for some extra storage facilities. Earlier 
in the season when wheat first took a spurt, it caused a flood of 


grain to come in. 


Now, the same price conditions are causing 


many well-to-do farmers to hang on for still higher prices. 
Wholesalers say that collections are quite good—considerably bet- 


ter than last year. 


The farmer in the Middle West has had a 


number of years of prosperity since he went into the slump after 
the war, and it is the opinion of competent observers that he is 
finally back to a substantial footing. Those who talk to him of 
farm relief say he is not easily excited about what the Government 


is going to do for him. 


Livestock is up and the feed is good. 
Not more than one hundred miles from 
Kansas City are the great pasture lands 
of the Flint Hills country and here 
thousands of cattle are grazing and get- 
ting fat. Trainloads of these fat cattle 
are put on the local market with scarce- 
ly any shrinkage. Prices for all kinds 
of livestock are good. 

The building outlook locally is most 
promising. The good agricultural con- 
ditions over the territory point to a 
good fall demand for all kinds of build- 
ers’ supplies. One wholesale house says 
that this is the first time in many years 
it has had to back order on screen 
wire cloth. 

The last two weeks have been ideal 
for the corn crop. The weather has 
been exceptionally hot and while no 
soaking rains have been recorded and 
the territory is slightly dry as a conse- 
quence, local showers have kept the corn 
crop moving. This is a critical time for 
corn, as it is tasseling season. With a 
good soaking rain in the near future a 
good crop of corn will be assured. 

The extremely hot weather has made 
an exceptionally good business in auto- 
mobile tires and tubes. No radical 
changes in prices are recorded, although 
there have been readjustments of prices 
on different sizes. Paints are active lo- 
cally, as there is a spurt in building 
operations throughout the city. In the 


rural sections the demand has been fair. 
The country is too busy just now tak- 
ing care of the crops and marketing 
them to do much toward building proj- 
ects. 

However, the prosperity of the rural 








sections makes it a foregone conclusion 
that paint and all other building items 
will share in the augmented purchas- 
ing power of the rural sections this fall. 
The farmer in this territory is right 
now in a more prosperous condition than 
for a number of years. The hay crop is 
heavy owing to the abundance of rain 
early in the season. Grass cutting tools 
from the grass hook on up have had a 
good demand. 

BALE TIES.—With the heavy hay crop 
this item has had an unusually good 
sale. Prices remain steady. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Bale ties, 8% ft., 14 ga., $1.39 per 
bundle; 9 ft., 14 ga., $1.46; 7% ft., 15 
8; 8 ft., 15 ga., $1.14; 8% ft., 

ga., $1.28; 8 


é , $1.13; 7% ft. 
., $0.88; 8 ft., 16 ga., $0.92; 8% 
ft., 16 ga., $0.97. 

BUILDERS’ HARDWARE.—Business 
locally is good, with a bright outlook 
for rural business on account of good 
crops and the high prices for grains 
and livestock. Prices unchanged. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Case lots of 2% x 2% steel butts, 
old copper and dull brass _ finish, 
$19.25 a hundred pair; 3% x 3%, $20 
a hundred pair; 4 x 4, $27 a hundred 
pair; heavy steel bevel inside sets, 
case lots, $5.50 per doz.; steel bit- 
keyed front door sets, $17.00 per doz. 
set; wrought bronze metal, $2.25 per 
set; cylinder front door sets, wrought 
bronze metal, $6.50 per set. 


CARRIAGE AND MACHINE BOLTS. 
—After harvest lethargy in this line is 
waning as the activity in plowing and 
seeding advances. Business on the pick- 
up. Prices steady. 





JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. MISSOURI RIVER 
CROSSINGS: 

Small carriage, rolled thread, 50- 
10-10-5 off list; small carriage cut 
thread, 50-10-5 off list; large carriage 
cut thread, 50-10-5 off list; small 
machine rolled thread, 50-10-10-5 off 
list; small machine cut, 50-10-5 off 
from list as of April 1, 1927. 


EAVES TROUGH AND CONDUCTOR 
PIPE.—Locally the demand is good. 
The condition in the rural sections is 
about the same as given for other build- 
ing items. Prices steady. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

28 gage, 5 in. lap joint eaves 
trough, $4.75 per 100 ft.; 28 gage, 3 
in. conductor pipe, $5 per 100 ft. 


GRAIN SCOOPS.—Movement remains 
about like it was two weeks ago. Down- 
ward price adjustments still in force. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Grain scoops, split handle, corru- 
gated bottom, light weight: No. 6, 
$11.50 per doz.; No. 8, $12.50; No. 10, 
$13.50; No. 12, $14.50. 

Ac- 


LANTERNS.—No price changes. 
tivity about the same as two weeks ago. 


Fall prospects good. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Dietz line of tubular lanterns, Hot- 
blast, Little Star, $8.00 per doz.; hot- 
blast, Hy-Lo, same; hot-blast, O. K., 
$9.50 per doz.; hot-blast, No. 2 Royal, 
$10.00 per doz.; cold-blast, Junior, 
$8.75 per doz.; cold-blast, Junior 
brass, $16.00 per doz.;_ cold-blast, 
Junior brass, nickel plated, $20.25 per 
doz.; Junior wagon lantern with 
bull’s-eye lens, $17.75 per doz.; 
Eureka driving lanterns with plain 
lens, $19.50 per doz.; Eureka lanterns 
with optical lens, $21.00 per doz.; No. 

15 wall lanterns, $35.00 per doz.; im- 
perial platform lanterns, $15.00 per 
doz.; No. 1 Climax platform lanterns, 
$6.00 per doz. 
LAWN SPRINKLERS.—Movement ac- 
celerated lately by two weeks of dry 
weather. Local lawns getting dry has 
caused a pickup. Conditions in the 
rural sections about the same. Prices 
remain steady. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Nelson line: Circle, weight per doz., 
12 Ib., brass top with brass or cad- 
mium plated bottom, $6 per doz.; 
Crescent, weight per doz., 12 Ib., 
brass top with brass or cadmium 
plated bottom, $5.50 per doz.; Whir- 
ling Fairy, swivel brass hose con- 
nection, malleable base, 11 in. high, 
$14 per doz.; Can’t Beat ’Em sprink- 
ler, diameter 3% in., height 1% in., 
weight per doz., 15 Ib., $3.05 per doz. 


MILD STEEL BARS.—Activity con- 
tinues in this line. Jobbers’ stocks are 
complete. Prices firm to strong. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Bars, shapes and small angles, 
$3.56 per cwt. base; structural sizes 
and shapes, $3.66 per cwt.; mild steel 
bands, 3-16 and lighter, $4.21 per 
ewt.; steel hoops, $4.66 per cwt.; re- 
inforcing bars, $3.40 per cwt.; cold 
rolled round shafting, $4.16 per cwt.; 
cold rolled square bars, $4.66 per cwt. 


MOPS.—Volume is picking up, but 
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to the country. 
weakness. 


there have been no new prices since the 
last reductions. 
JOBBERS’ QUOTATIONS TO RE- 


Market shows a little 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 


TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Mansfield automobile, covered by 
standard warranty, 30 x 3%, oversize, 
reg duty cord, s.s., cl., $6.50; 31 x 


TAILERS, F.0O.B. MISSOURI RIVER 
CROSSINGS: CROSSINGS: », $10.80; 32 x 4, $11.50; 33 x 4, $12.10; 
Betty Bright self-wringing mop, In one-ton lots or more, $1.80 per 2 x 4%, $15.55; 33 z 442, $16.20; 33 x 
No. 10, $8.00 per doz.; Betty Bright ewt.; less than ton lots, $1.70 per $21.1. Balloon, e ae 4. 40, Pas tay 
> 9 . sien ‘Ss 5 25; d 0.25 
mop cloth, se lg $4.00 wigs doz. cwt. 31 x5.25, $12.90: 31x 6.00, $17.10; 33 
NAILS.—Conditions remain about the | SCREWS.—New prices have not been ss : ab se este | x 4%, pam f 
same as when last reported. Volume is} changed as yet. Trade is about aver- 32 x 6, $32.40: *2- = % on pty, $46. 60: 
better than usual at this time of the} age for the season. 34 x 7 $60.15; 40 x 8, 12 ply, $91.60. 
: (All foregoing prices subject to 5 
year. Prices have steady tendency. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. MISSOURI RIVER a nae bright 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 


per cent trade discount.) 
TUBES.—Business is good. Seasonal 


screws, 45-20 conditions are calling for greater vol- 


CROSSINGS: 
a a F er cent off list; round head, blued ‘ 
, Common ware =. $3.35 per keg, Coren 40-15 per cent off list; flat ume than two weeks ago. Prices are 
yase (see new extras). head brass screws, 3874-15 per cent lower on some sizes and types. 
off list; round head brass screws, 


OIL.—Trade and prices both show 


3214-15 per cent off list. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 


strength. Linseed takes a little rise 

d : ”| SHEETS.—Jobbers’ stocks are rather CROSSINGS: 
so does turpentine. : . Mansfield, 30 a3 heave duty 
complete. Some changes in prices are Sy eae x 3%, heavy duty, 
JOBBERS’ QUOTATIONS TO RE- ; " ‘ $15.60 per doz.; 31 x 4, tan, $11.40 
TAILERS, F.O.B. MISSOURI RIVER reported by wholesalers. Mills are per half doz.; 33 x 4, tan, $12.30 per 
CROSSINGS: active half doz.; 32 x 4%, tan, $14.10 per half 
Raw linseed oil in steel-drum lots, c doz.; 33 x 4%, tan, $15.60 per half 
$1.02 per gal.; boi'ed linseed oil in JOBBERS’ QUOTATIONS TO RE- doz. Balloon, 29 x 4.40, heavy duty, 
steel-drum lots, $1.05 per gal. Tur- TAILERS, F.O.B. MISSOURI RIVER $18.00 per doz.; 30 x 5.25, $12.00 per 
pentine, pure gum spirits, in steel- CROSSINGS: half doz.; 31 x 6.00, $13.80 per half 
drum lots, 68c. per gal. Galvanized sheets, 24 ga., per cwt re Fo x 6.00, $15.30 oe =, — 

lege pee ee 94 CL oregoing prices subjec ts) 

POULTRY NETTING.—Outlook good $5. 00, base; one Pog co-d-rolied, 27 per cent trade discount.) Special 
ga., $4.30 i? ewt.; blue annealed, per brand tubes, 30 x 3%, 55 to 70 gage, 


for future business, although the sea- cwt., $3.8 
sonable rush has let vp some. Prices 
remain steady. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Poultry netting, 


season. 


galvanized before 
galvanized 


STORAGE BATTERIES.—Business is 
only fair, but is good considering the 
Prices are a little bit lower 
than when last reported. 

JOBBERS’ QUOTATIONS TO RE- 


21%4-in. pole, reinforced valve base, 
vulcanized splice, full size valve, 67c. 
each; 29 x 4.40, 86c. each. 
WHITE LEAD.—Volume is fair and the 
market remains steady to firm. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 


weaving, 50-10-95 off list; TAILERS, F.0.B. MISSOURI RIVER 
after weaving, 50-5 off list. CROSSINGS: White lead, 13%c. per Ib. in hun- 
r * utomobile, 6 volt, 11 plate, heavy dredweight lots. 

ROPE.—Trade about the same as Mm standard terminal, $8.85 each; 6 volt, WIRE CLOTH Business is exception 
last report. Prices remain the same. 13, piste, $10.45 each: 12 volt, 7 plate, 11 7 d. This rca i a ay, di- 
; volt, plate, thin, stand- a good. 1s goes for local condl- 
JOBBERS’ QUOTATIONS TO RE- ard terminal, $7.25; 6 volt, 13 plate, . y . Marre ] 
TAILERS, F.O.B. MISSOURI RIVER thin, for Ford and Chevrolet, $7.95. tions and trade in the territory as well. 


CROSSINGS: 

Highest quality manila rope, stand- 
ard brands, 24c. per lb., base; No. 2 
manila, standard brands, 22c. per lb. 
base; No. 1 sisal rope, highest qual- 





TIRES.—Hot dry weather has made 
business exceptionally good. However, 
there is evidence of a price revision as 


This is especially true of screen wire. 
There are no price changes. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 





ity, standard brands, 17c. per Ib.; ‘ i . 
No. 2 sisal rope, standard brands, evidenced by a comparison of the fol- ar aie cloth, 12 mesh, $1.85 per 
15%c. to 17c. per Ib., base. , lowing prices and those quoted previ- 100 sq. ft.; galvanized, 12 mesh, $2.10; 
SASH WEIGHTS.—Locally there is a! ously 14 mesh, $2.56; 16 mesh, $2.85. Bronze, 
: ag ° ai 14 mesh, $6.50; 16 mesh, $6.90. Cop- 
fair demand. Not much business going JOBBERS’ QUOTATIONS TO RE- per, 14 mesh, $6.00; 16 mesh, $6.25. 





They Will Help You Sell 


department of a wholesale coffee house, was 

told to write a booklet for distribution to deal- 
ers’ customers. His well of ideas seemed to be empty. 
While he agreed with other advertising men that 
the best way to advertise a food or beverage was 
through appetite appeal, he failed to see how he could 
write a booklet that would tell anything different 
about coffee. 

That night at home, his wife served the little cof- 
fee flavored cup cakes which he liked so well. And 
that gave him an idea on which to work. 

“Have you the recipe for these cakes?” he asked. 

“Yes, I have it in my head,” smiled this good house- 
wife. “Why do you ask?” 

With this as a nucleus, the copy writer procured 
a number of recipes showing unusual uses of coffee, 
and the booklet was duly distributed to the grocers. 

“Some booklet your house sent us,” enthusiastic- 
ally exclaimed a grocer to one of the salesmen. 

“What booklet is that?” replied the surprised sales- 
man who never read any of his company’s advertis- 
ing. There he made an unfavorable impression. 


A ambitious copy writer, back in the advertising 


On the other hand,*one of the other men really 
considered only a third-rate salesman, saw that book- 
let. On his next calls, he pointed out to his custom- 
ers how its distribution would open a new field for 
selling coffee. And by watching similar opportuni- 
ties, he raised himself into the rank of a first-class 
salesman. 

The greatest need of the selling world today is 
men who sell ideas. Your house needs them, your 
customers need them, business in general needs 
them. 

Advertising has revealed many new uses for prod- 
ucts. The men who write the advertisements for 
your company spend a great deal of money and ef- 
fort in telling the public about these new uses through 
various mediums. 

Of course, all advertisements do not tell of new 
ways to use a product. But every advertisement 
carries some idea that has real value for you and 
your customers. Read the advertisements placed by 
your own company. They contain a whole order 
book full of ideas that you can pass along. They will 
help you sell.—Meredith’s Merchandising Advertising. 
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New England Retail Hardware Sales Are 
Holding Up Well for This Time of Year 


Boston, Aug. 6.—New England retail hardware sales are hold- 
ing up well for this time of the year. Recent excessively hot weather 
stimulated public buying of seasonable merchandise, particularly 
of beach and camp goods, sporting goods, to say nothing of the gen- 
eral line of vacation merchandise. 


(Boston Office of HARDWARE AGE) 


The volume of passing business 


ors and numerous retailers have been 
caught short of stock. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. BOSTON: 


Extractors.—Orange, No. 96, $2 per 
doz. net; lemon juice extractor, No. 
4, 90c.; No. 6, 80c. 


FANS.—The hot weather has also 
speeded up the movement of electric 


is gratifying in view of the constantly expanding hardware trade 
and competition from retailers not affiliated with the hardware 


business. 


The retail hardware dealer’s position today has been 


materially bettered by frequent changes in window displays and 
a more intensive publicity program. 
Shelf hardware jobbers report July sales as greater than those 


for June, this year, and July, last year. 
Mail orders are coming in freely to those jobbing houses 


ing well. 


whose salesmen are on vacation. 
jobbers say slow accounts are just as slow as ever. 
ever, that they have materially reduced outstanding accounts dur- 
ing the past 30 days and that the general credit situation is, per- 


They say August is start- 


Collections are better, although 


fans out of retail hands. 


JOBBERS’ eagle ok TO RE- 
TAILERS, F.O.B. BOST 

Fans.—Electric Polar weed in lots 
of less than 12, 6 in. stationary, $2.45 
each net; new model, 6 in., $2.75; No. 
B61, 8 in., $2.80. Less than six, No. 
B62, 9 in., $3.70; No. B68, 10 in., $4.55. 


FLASHLIGHTS AND BATTERIES.— 
Families summering in the country or 
at the shore, as well as vacationists, 





haps, clearer than it has been in many months. 





ASH CANS AND TRUCKS.—Jobbers 
continue to book orders for ash cans 
and ash can trucks to be delivered a 
little later in the year. Bookings to 
date are ahead of those of a year ago. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. BOSTON: 

Ash Cans.— Galvanized, No. 75, 
in lots of 12, $9.60 per doz. net: 
No. 176, in lots of 24, $16.40. No. 
171, “a 12 each net; No. 181, $3.50; 
No. 190, $4, six ribs, No. 0180, $2.25. 
In ey of 25, No. 260, $1.80 each net: 
No. 26, $3. 50; in lots of less than 25. 
No. 260, $2, No. 26, $3.80. No. 7, $14 
per doz. net; No. 1724, $24: No. 1800, 

a 


Trucks.— Ash can, Little Man, 
large wheels, $30 per doz. net.; Senior, 
large wheels, $28. Lamothe, No. 45, 
small wheels, $20 per doz. net; No. 
45s, $22. Barrel racks, $3.75 each net. 


AUTOMOBILE ACCESSORIES.—Mar- 
ket conditions have not changed. There 
is a fairly good movement of tires and 
tubes out of retail stores and it is often 
necessary for the seller to replenish 
stocks. Business in other accessories 
is spotty, yet on the whole quite satis- 
factory. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. BOSTON: 

Tires.—Mansfield line, heavy duty, 
straight side, 30 x 3% in., $8.85 each, 
list; 31 x 4 in., $10.80; 32 x 4 in., 
$11.50; 33 x 4 in., $12.10; 32 x 4% in., 
$15.55; 33 x 5 in., $21.15; 35 x 5 in., 
$22.70. Discount, 7% per cent. 

Tires.—Mansfield line balloon, 27 x 
4.40-19, $7 each list; x 4.40-21, 
$7.40; 30 x 4.50-21, $8.25; 30 x 5.00-20, 
$10.20; 31 x 5.00-21, $10.65. Discount 
7% per cent. 

Tires.—Mansfield line, balloons, six 
ply, 30 x 4.50-21, $11.05 each list: 30 x 
5.25-20, $1 14.30; 30 x 5.50-20, $16.05; 35 
x 6.00-23, $19. Discount, 7% per cent. 

Tubes.—Mansfield line, 12 to the 
carton, 27 x 4.40-19, $15.60 per car- 
ton list; 30 x 4.50-21, $18. Discount 
10 per cent. In less than carton lots, 


10c. per tube should be added to the 
cost. 

Tubes.—Mansfield line, six to the 
earton, 30 x 
list; 31 x 
20, $11.40; 


4.75-21, $9.90 per carton 
5.00-21, $10.50; 30 x 5.25- 
29 x 5.50, $12.90; 30 x 


CASTERS. — Jobbers 
prices on truck and furniture casters 
approximately 15 per cent. 
prices follow: 





ye 20, $13.50; 30 x 6.00-18, $12.90; 

x 6.00-19, $13.20; 32 x 6.00-20, 
313. 80; 33 x 6.50-21, $1 16.50. Discount 
10 per cent. In less than carton lots 
ot per tube should be added to the 
cost. 


BUTTS.—Although there is less build- 
ing in New England than a year ago, 
demand for butts holds up remarkably 
well. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. BOSTON 

Butts.—Steel, loose pin, 2 x 2 in., 
$18.15 per 100 pair net: 2% x 2% in., 
$18.30; 3 x 3 in., $18.50; 3% x 3% in., 
$18.75; 4 x 4 in., $24.75; 4% x 4% in., 
$52.15. In case lots, one size and one 
finish, 3 x 3 in. and 3% x 3% in., l6c. 
per pair net. 


CAMPERS’ GOODS.—With the vaca- 
tion season at its height there is a 
natural increase in the 
campers’ goods. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. BOSTON 

Compasses.—No. 182, 88c. wnets net; 
No. 18368, $10 per doz. net; No. 1770, 
$2; No. 5613R., $1.25 each net. 


Axes. Paging We be No. :. he wf 
$2.17 each net; $1.50 $1. 
Knives. Be Pog — Now $2 


each net; No. 49, $1.50; No. 545, “31. 67; 
Richards, No. 1114, $5 per doz. net. 
Universal, No. 0020, 6 ms $17 per 
doz. net; No. 0020, 5 in., $15 

Camp Stoves.—No. 3, $8. 50 each 
net; No. 9, $6.25; Gypsy, $4.70. 


JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F.O.B. BOSTON 
Casters.—Truck, No. 437, Tc. a set 

net; No. 637, 97c.; No. 837, $1.43: No. 


937, $2.10; No. 1037, $2.53. 
Casters. ‘—Furniture, No. DFD, $1.17 
a_set net; No. FFD, $1.47; No. BAB, 


3484 x 13BB, 33c.; No. 5484 x 13BB. 
37c.; No. 34 x 13B, 26c.; No. 54 x 
13BB, 30c.; No. 7483 x 13BB, 37c. 


EXTRACTORS.—The hot weather has 
created a greater demand for extract- 


They add, how- 


emand for 


have advanced 


Revised 





find it necessary to invest in flashlights 
and batteries. Both retail and jobbing 
sales are quite satisfactory, although 
not as heavy as in some former years. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. BOSTON 
Flashlights.—No. 2602, 62c. each 
net; No. 2604, 49c.; No. 2612, 94c.; 
No. 2616, 84c.; No. 2619, $1.10; No. 
2660, 68c.; No. 2671, 84c.; No. 2672, 
$1.43; No. 2674, $1.75; No. "2694, $2.60; 
No. 2695, $2.28; No. 2697, $1.17; No. 
2642, $2. 08; No. 2644, $2.40; No. 2645, 
$2.93; No. 6993, $1. 17. 
Flashlights.—Colored, No. 2602, old 
rose, green blue, 62c. each net: No. 
2605, blue, red, green and black, 62c.; 
No. 71, red, green and blue, 84e. 
Assortments.—No. 1, $3.85 per as- 
presnent net; No. 0, $4.82; No. 71, 


$5.0 
Saito. 94, $2.93 each net; No. 
16, $5.04. 
Batteries.—Eveready, ‘unit i. 
No. 935, 644c. each net; No. 950, 
No. 705, “'% No. 790, 13c.; No 791, 
13c.; No. 700, 13c.; No. 9 ; 
No. 706, 13c.; No. 734, 40c.; No. 750. 
13c.; No. 751, 19%6c. 
FLOATS. — Those retailers carrying- 
floats have made a quick turnover in 
stock and are baek in the jobbing mar- 
ket for supplies. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. BOSTON 


Floats.—Torpedo, large, No. 15, $10 

per doz. net; Junior, No. 14, $8. 2 
FREEZERS.—Although by no means. 
active, there is a better call for freez- 
ers. Retail stocks being light, it has 
been necessary to place orders with. 
jobbers, but buying is conservative. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. BOSTON: 

White Mountain Freezers.—2 at... 
$5.65 each; 3 qt., $6.75 each; 4 at., 
$8.25 each; 6 qt., $10.45 each; 8 at., 
$13.50 each, and 10 qt., $18 each. 
These are list prices and are sub- 
ject to dealers’ discount of 40 and 10 
per cent. 

FRUIT PICKERS.—Now that the na- 
tive apple crop is coming into markets 
there is a freer call for fruit pickers. 
Most of the retail trade, however, cov- 
ered their immediate requirements. 
some weeks ago. 

JOBBERS’ a Age od TO RE- 
TAILERS, F.O.B. BOSTO 


Fruit ~Etemtttemgg “No. 299, 
without wire-wound socket, $5.50 per 
doz. net; Perfect, No. 327, $5.50. 
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GARAGE HARDWARE.—While home 
building has dropped off somewhat the 
past year, construction of garages is 
going on at a rapid rate and a lot of 
garage hardware is being sold. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. BOSTON: 


Garage Hardware. — Standard 
makes, door sets, in less than case 
lots, $2.45 per set net; in case lots, 
$2.15. Holders, in less than case lots, 
$1.85 a pair net; in case lots, $1.65. 





VENTILATORS.—The lower prices re- 
cently announced on the leading lines 
evidently are popular with retailers, 
for the movement of stocks out of job- 
bing houses is very good for this time 
of the year. 
JOBBERS’ ag EN od TO RE- 
TAILERS, F.O.B. BOS 


Continental line: a - ais - Air 
center ventilators) on 63, 

$2.20; No. 87, $2.60; No. 88, $3.7 ; No. 
117, $3.75 per doz. NET. tscatinnintak 





d frame cloth ventilators, No. 
» $2.00; No. V-923, $2.00; No. 
V-937, $2.20; 3 V-949; $3.75; No. 
V-959, $4.40; No. V-1537, $3.45; No. 
V- 1549, $5. 06 per doz. NET. Conti- 
nental metal frame cloth ventilators, 
No. 833, $2.50; No. 837, $2.80; No. 845, 
os ie No. 1137, $3.45; ’No. 1145, $4.40; 
7, $5.06, and No. 1445, $5. 60 
Poe ’'N 
Wurldsbest Ventilators, No. 2, $1.75 
No. 3, 92.00; No. 4, 2.5 No. 5A, 
$3.00; No. 6A, $4.00; No. "6B, $4.50, 
and No. 6C, $5. 00. These are LIST 
prices per dozen and subject to a 
trade discount of 33% per cent. 





Chicago Business Continues Satisfactory 
—Some Prices Are Lower 


(Chicago office of HARDWARE AGE) 


CHICAGO, Aug. 6.—Trade with Chicago hardware jobbers is con- 
sidered very satisfactory. Sales in most seasonable lines are a lit- 
tle heavier than usual for this time of the year and staple merchan- 


dise is moving in normal activity. 


Future orders for fall delivery 


of special winter goods aggregate a good volume. 
The latest bulletin on business conditions to be issued by the Fed- 


eral Reserve Bank of Chicago says: 


“In the first half of 1929 


sales of wholesale hardware firms have totaled 7.4 per cent above 


the same six months of 1928. 


Increases of 1.4 and 9.1 per cent, 


respectively, over May and a year ago were recorded in the aggre- 
gate of June sales by 101 retail hardware dealers in the five States, 


including the Seventh district. 


Indiana, Iowa and Michigan shared 


in the expansion over a month previous, with Illinois and Wisconsin 
reporting declines, while all of the five States had heavier sales than 


for June last year. 


For the first half of 1929 sales totaled 2.1 per 


cent more than in the same period of 1928, with Illinois and Michi- 
gan alone effecting the increase shown; sales by Wisconsin dealers 
in comparison were practically the same.” 





Practically all factors in business con- 
ditions have brighter aspects at present 
than have prevailed for some time, 
which is expected to herald more fa- 
vorable conditions for fall and winter 
business. 

Prices are a little easier in some in- 
stances. Prepared roofing figures have 
been readjusted to a lower basis by 
local jobbers, when recent advances 
failed to hold. Due to the competition 
at this market on “scant” and “rough” 
sash weights, prices on_ standard 
weights have been reduced. Less than 
carload lots are $2 per ton lower, and 
carload lots were reduced $3 per ton. 
Two-piece electric attachment plugs, 
formerly 7%c. each, are now quoted 
at 5c. 

Operations in the Chicago district of 
the iron and steel industry continue to 
be maintained at practically a full ca- 
pacity average. The usual mid-sum- 
mer “slump” is less pronounced than is 
normal for this season. July will be 
another record month for the local 
mills. Prices are generally steady. 

Collections have shown improvement 
over last year. 

AUTOMOBILE ACCESSORIES.—De- 





mand is moderate. Prospects for fall 
business are good. Steady prices pre- 
vail. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 


Spark Plugs.—Splitdorf for Fords, 
50c. each; regular 58c. each; Cham- 


pion X, 45c. each; Champion Blue 
Box line, 53c. each; A. C., 53c. each; 
lots of 100, 50c.; A. C. Special Ford, 
36c. each. 

Spit Lights.—Appleton, No. 3280, 
$6.50 each 


Chains.—Non-skid dozen pair lots, 
35 per cent discount. 

Jacks.—National Standard No. 21, 
$1.30 each. 

Pumps.—Rose, 1% 
$1.85 each. 

Tires and Tubes.—Mansfield tires, 
30 x 314, Liberty cord, $4.85; Mans- 
field heavy duty oversize, $6.50; Lib- 
erty, 32 x 4, $9.50; Mansfield heavy 
duty, 32 x 4, $11.50; Mansfield double 
service, 29 x 4.50, $13.25; 32 x 6.50, 
$27.60. Tubes, 30 x 3%, Mansfield, 
$1.30 each; 29 x 4.40, Mansfield, $1.5 50 
each; 30 x 3% Liberty, $1.05 each; 
29 x 4.40 Liberty, $1.29 each; 32 x 
6.50, $2.70 each. 

Less 10 per cent on casings and 
12% per cent on tubes. 


BICYCLES.—Sales are holding up very 
well, with popular priced models espe- 
cially active. Prices have been without 
change all season. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 
Double Bar Motor - Bike 


in., cylinder, 


Model, 





$26.26; ladies’ model, $25.90; girls’ 
and boys’ juvenile model, $23.60. 


BOLTS AND NUTS.—Sales are nor- 
mal. Prices are steady. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Carriage bolts, cut thread, 60 per 
cent discount; machine bolts, cut 
thread, 60 per cent discount; all 
stove bolts, 75-10 per cent discount; 
lag screws, 60 per cent discount. 
All discounts are quoted from ‘“‘full 
case”’ lists. 


BOTTLING SUPPLIES. — Sales are 
about normal and prices are firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Single bottle washer, $4.75 each; 
double bottle washer, $7.25 each; 
adapter for bottle washer, $1.60 each; 
sugar spacer, $4.25 each; improved 
steel bottle capper, $8.00 doz.; crown 
caps, double lacquered in 50 gross 
lots, 15%c. per gross; syphon hose 
sets, $5.00 doz.; 16 oz. clear bottles 
$5.00 gross. 

BUILDERS’ HARDWARE.—Demand is 
moderate. Prices are steady and un- 


changed. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

3% x 3% steel butts, old copper or 
dull brass" finish, $2.16 per doz. pair 
in case lots; less than case lots, $2.34 
per doz. pair. 4 x 4 steel butts, old 
gopper or dull brass finish, $3.00 per 
doz. pair in case lots; less than case 
lots, $3.12 per doz. pair. Heavy steel, 


bevel, inside sets, $6.00 per doz. sets 
in case lots. Steel, bit-keyed front 
door sets, $1.55 per set. Wrought 


brass, bit-keyed front door sets, $2.60 
per set. Cylinder, front door sets, 
$6.00 per set, 

CANNING SUPPLIES.— 


JOBBERS’ QUOTATIONS sg RE.- 
TAILERS, F.O.B. CHICAGO 
Quart, wax top tins, $5.30 per gross. 
CARPET SWEEPERS.—Business con- 
tinues brisk in this line. Prices are 
steady. 
JOBBERS’ QUOTATIONS TO RE- 


TAILERS, F.O.B. CHICAGO 

Bissel’s Standard, $36.00 doz.; Uni- 
versal Japanned, $42.00 doz.; Univer- 
sal Nickeled, $46.00 doz.; Grand 
Rapids Japanned and colors, $44.00 
doz.; Grand Rapids Nickeled, $48.00 
doz.; American Queen, $54.00; Parlor 
Queen, $56.00. 


CHAIN.—Local jobbers have lately fol- 
lowed recent manufacturers’ advances 
on coil pound chain. The new prices 
are being well maintained. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO 

%-in, Proof coil chain, $11.00 ewt., 
base; trade marked coil chains, 
40-10 per cent list. 
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COPPER RIVETS. AND BURRS.— 
Sales have a normal status. Prices re- 
main firm. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 
Copper rivets and burrs, 30-10 per 
cent discount. 


ELECTRICAL MERCHANDISE. — A 
very good demand is reported. Fans 
and electric irons are especially active. 
Two-piece attachment plugs have been 
reduced from 7% to 5c. each. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Electrical Merchandise.—No. 14 
rubber covered wire, $7.25 per 1000 ft.; 
in less than 1000 ft. lots, $7.50. No. 18 
lamp cords, $11.25 per 1000 ft.; in 1000 
ft. lots, $10.50; %-in., brush brass key 
socket, 138c. each; lots of 25, 12%c. 
each; two-way plugs, 45c. each; in 
lots of 10, 40c. each; two piece at- 
tachment plugs, 5c. each; «dry cells, 
boxes of 55, 32%c. each; less than 
case lots, 35c. each. 

Electrical Appliances.- irons, Hot 
Point, $4.20; in lots of six. $3.90; 
Sunbeam, $5; in lots of six, $4.75; 
Percolator, Universal, 9169, $16.65. 

Electric Fans.—6 in. Polar Cub, 
$2.75 each, lots of 12, $2.65; 8 in., 
Polar Cub, $3.20 each, lots of 12, 
$3.05; 10 in. Oscillating Cub, $7.00 
each, lots of 12, $5.65; 8-in. North- 
wind, $4.55 each, Jots of 10, $4.39; 
10-in, Oscillating Northwind, $1v.50 
each, lots of 10, $10.13. 

Radio Supplies. —Radio B batteries, 
D 779 E, $1.40 each; case iots of 5, 
$1.30; No. 770, $3 each; packages of 
5, $2.80; No. 771, $2.06 each; packages 

5, $1.92; No. 436. $3.20 each; pack- 
ages of 5. $2.97. No. 485, Layerbilt 
hattery, less. than standard packages, 


$2.22 each: in original standard pack- 
ages, $2.06 each. 

Radio Tubes.—UX-201A, 75c.; UX- 
199, $1.20; UX- 227, Bel UX-171A, 
$1.35; UX-250, $6.60 each; UX-245, 
$2.10 each; Ox288. $2.40 each. 


FILES.—Demand is active, especially 
for mill files. Prices are unchanged. 


JOBBERS’ a agi ste ee AR TO RE- 
TAILERS, F.O.B. CHICA 


First grade, 50 per om sadens 
grade, 60-10 per cent. 
FISHING TACKLE.—July sales of 


tackle were exceptionally heavy. Prices 
remain unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Bronson Level Winding Reels, $1.50 
each; Meisselbach Level Winding 
Reels, $3.00 each; Heddon Chief 
Dowagiac Reel C4CD, $7.00 each; 
Heddon Golden Rod, $13.25 each; 
South Bend Plunk-Oreno, $8.00 d 
South Bend Crippled Minnow, 
doz.; South Bend Teaz-Oreno, 
doz.; South Bend Whirl- Oreno, 
play on cards, $2.00 card; Creek 
Chub Pike Minnow Assortment, $1.00 
asst.; Creek Chub Lucky Mouse As- 
sortment, $4.00 asst.; Creek Chub 
— Minnow Assortment, $2.00 
asst. 


FRUIT PRESSES.—The early demand 
has been light, but improvement is ex- 
pected from now on. Prices are steady. 


JOBBERS’ a thle eee A ie RE.- 
TAILERS, F.0O.B. CHICA 

4 qt. tinned cylinder, 73.98 ‘each; 6 
qt., $4.00 each; 12 qt., $6.00 each; 
fruit eo wood tubs, No. 0, $3.90; 
No. 1, $7.40; No. 2, $9.75; No. 3, 
$15.00; No. 5, $24.50. 


GARDEN HOSE AND LAWN SPRIN- 
KLERS.—Sales have tapered off as the 
season is about over. Prices are firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 


Good quality molded garden hose, 
two braid, -in., 7c. per ft.; %-in., 
8c. per ft. Molded hose, one braid. 
5g-in., 644c. per ft.; %-in., 7%c. per 
Five-ply, wrapped hose, %-in., 
ft. Lawn sprinklers, Rain 
$28 doz.; Original fountain 
sprinklers, $6 doz.; Rainbow, 38-in. 





high, $24 doz. Crown Ring sprinklers, 
$6.80 doz.; Crescent sprinklers, $6.50 
doz.; Whirling Fairy sprinklers, $10.00 
doz.; Flaring Rose sprinklers, $3.80 | 
doz.; Peoria Nozzles, $4.50 doz.; 
Rainboy Nozzles, $4.35 doz.; Gem 
Nozzles, $5.25 doz.; Perfect clinching 


couplings, $2.10 doz.; Perfect clinch- 
ing menders, 80c. doz. 


GLASS AND PUTTY.—Sales are about 
normal. Fall orders are being booked. 
Jobbers are recommending that dealers 
buy now if they can-secure a guarantee 
against declines. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 
Single strength A, all brackets, 85 
per cent discount, single strength B, 
all brackets, 87 per cent discount; 
double strength A, all brackets, 85 
per cent discount, double strength B, 
all brackets, 87 per cent discount; 
putty, pure grade, $3.90 per 100 lbs.; 
commercial, $3.15 per 100 Ib. 


GOLF GOODS.—Demand has held up 
fine so far this season. Prices are un- 


changed. 
JOBBERS’ QUOTATIONS | TO RE- 
TAILERS, F.O.B. CHICA 


Hillerich & Bradley teen Wood 
Clubs, No. 3A, $30.00 set; Grand Slam 
Irons, chromium heads, $4.00 each; 
Lo-Skore Wood Clubs, rustless 
shafts, $3.65 each; Lo-Skore Irons, 
hickory shafts, $2.35 each; Competi- 
tion Clubs, nickel plated heads, 
aluminum cap grip, $1.35 each; Com- 
munity Clubs, Woods and Irons, 80c. 
each; Crawford-McGregor Uni-Sets, 
$22.50 to $28.50 set; Crawford-Mc- 
Gregor Duralite Matched Irons (6 in 





set), $36.00 set; Silver King Golf 
Balls, $7.50 doz.; Royal Golf Balls, | 
$6.50 doz. 


HAMMERS AND HATCHETS.—Sales 
are good here, as dealers have been fur- 
nished prices by large jobbers here to 
combat the mail order leaders. General 
line of prices as last reported. 
JOBBERS’ QUOTATIONS TO RE- 


TAILERS, F.O.B. CHICAGO 

Hammers.—First quality, 10 oz. 
nail hammers, $12 doz.; 16 oz. ma- 
chinists’ hammers, first quality, $9.20 
doz.; competitive grade, 16 oz. nail 
hammers, $6 to $8 doz. 


Hatchets.—First quality hatchets, 
No. 2 shingling, $12.50 doz.; first 
quality hatchets, No. 2 broad, $16.40 
doz.; medium quality hatchets, No. 2 
shingling, $8 doz.;. medium quality 
hatchets, No. 2 broad, $12.50 doz. 


ICE CREAM FREEZERS.—Demand is 
excellent. Prices are steady and un- 


changed. 
JOBBERS’ QUOTATIONS si RE- 
TAILERS, F.0.B. CHICAGO 
White Mountain.—1 at. 
qat., $5.65; 3 qt., $6.75; 4 at., 
$10.45; 8 qt., $13.50; 10 aqt., 
12 qt.,. $21.55; 15 qt., $25.60; 20 qt., 
$33.20; 25 qt., $42.6 List prices. 
Dealers’ discount on White Mountain 
Freezers is 50 per cent from list. 
Arctic.—1 qt., $4; 2 qt., $4.60; 3 qt., 
$3: mat 4 qt., $6. 80; 6 at., $8.60; 8 qt., 
List prices.. Dealers’ dis- 
Saar on Arctic freezers is 50 per 
cent from list. 
Alaska- 8 Goose.—1 qt., $3.60; 2 
, $5; 4 qt., ~ 15; 6 qt., 
8 at., 50. 


10.10; 10 
List prices. 


Dealers’ dibctant “on 
Alaska-Grey 


Goose freezers is 33% 
per cent from list. 

Auto Vacuum.—1 at., $3.50; 2 qt., 
$4; 3 qt., $5; 4 qt., $6. List prices. 
Dealers’ discount on Auto Vacuum 
freezers is 33144 per cent from list. 

Acme.—2 aqt., bright galvanized, 
$8 per doz. net; 2 qt., blue enameled, 
$10 per doz. net; 4 qt., blue enameled, 
$18 per doz. net. 


NAILS, WIRE AND STAPLES.—A 
satisfactory condition continues here as 
to steady prices and lively selling vol- 
ume. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 





Reading matter continued on page 70 


L.c.l. quantities common wire and 
cement coated nails, small orders out 
of Chicago stock, $3.20 per keg base. 
Mill shipment price is $3.05 base, 
Carload (36,000 Ib.) base for miil 
shipment, still lower. Steel cut nails, 
$4 base. 

No. 9 black annealed wire, $3.20 per 
100 lb.; No. 9 galvanized, plain wire, 
$3.75 per 100 lb.; catch weight spool 
galvanized cattle or hog wire, $3.80 
per 100 lb.; polished fence staples, 
$3.55 per 100 Ib. 


PAINTS AND OILS.—Demand is nor- 
mal and prices are steady. 
JOBBERS’ QUOTATIONS TO RE- 


TAILERS, F.O.B. CHICAGO: 
Linseed Oil, Raw.—Barrel lots, 87c. 
per gal.; 5 barrel lots, 80c. per gal. 
Linseed Oil, Boiled.—Barrel lots, 
90c. per gal.; 5 barrel lots, 82c. per 
gal. 
Denatured Alcohol.—Barrel lots, 
63c. per gal.; steel drums, extra, $6, 


returnable. 


Turpentine.—Drum lots, 73c. per 
gal., net. 

White Lead.—100 lb. kegs, $13.50 
cewt.; 50 Ib. kegs, $13.75 cwt.; 25 Ib. 
kegs, $13.75 cwt.; 12% lb. kegs, $14 
ewt. 

Shellac (4 Ib. cuts).—White, $2.58 
per gal. in barrel lots; orange $2.26 
per gal. in barrel lots. 

English Venetian Red.—In barrels, 
54c. per Ilb.; in 100-lb. lots, 6%4c. 
per Ib. 


Dry Paste.—Barrel lots, 74%c. per 
b. 


| PREPARED ROOFING.—Sales volume 
| keeps very active, 
| quoted 
| shown in below price list. 


though with last 
prices shaded downward, as 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Best grade, selected surfaced, pre- 
pared roofing, $2.16 per square; Me- 
dium grade, slate surfaced, $1.99 
per square; best grade, talc surfaced, 
$2.10 per square; medium grade talc 
surfaced, $1.43 per square; light 
grade tale surfaced, $1.00 per square; 
red rosin sheathing, $50 per ton. 


ROPE.—Market here is steady on the 
leading brands of known quality. Im- 
ported ropes sold on price can always 
be found at low prices where service re- 
quirements are light. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 
Best manila, standard brands, base, 


22c. per lb.; No. 2 manila, 20c. per 
lb.; finest sisal, 15c. per lb.; No. 2 
sisal, 141%4c. per Ib. 


SASH WEIGHTS.—Sales continue very 
satisfactory. Prices slightly easier. 
Much competition here from rough or 
scant castings. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 


Ideal (full weight) less than carload 
lots, $36 per ton. Carload lots, $33 
per ton. 


SCYTHES AND SNATHS.—Demand is 
very good. Prices are unchanged. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. CHICAGO: 


Grass scythes, $15.50 up per doz.: 
weed and bush scythes, $16.00 up per 
doz.; grass snaths, $14.00 per doz.; 
bush snaths, $16.00 per doz. 


STEEL SHEETS, FLAT OR CORRU- 
GATED.—Fair demand continues, with 
prices steady, in this market. The re- 
duced (% of 1 per cent) cash discount 
offered by the sheet mills is still gen- 
erally protested and disregarded by 
hardware distributors. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

24 gage galvanized sheets, $4.90 per 
100 lb.; 24 gage black sheets, $4.05 
per 100 
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FLAP WINGS, HERE COMES HENRY. 


























THERE , HENRY, VELL, VOT DID You 


IS A SHoTGUDS! a —S= TINK I THOUGHT IT VOS— 
SS A VHEELBAROW * 












































































BuT WHAT I MEAN ITS A GUN AMONG GUNS! 
A REMINGTON, (ING oF THEM ALL! THE 
NEW MoDEL 29!!! LOOKIE — IT HAS BOTTOM 
E.ECTION! EMPTY SHELL AND SMoKE Dis- 
APPEAR BENEATH THE GUN— NOTHING To 
INTERFERE WITH THE SHOOTER'S 
VISION. AND THIS BUTTON HERE 
ON RIGHT SIDE OF RECEIVER 
ALWAYs SHOWS WHETHER GuN 
'S COCKED oR Nor. Ll CouLD 
SPEND ALL DAY PickiNG OUT THE 
GooD POINTS oF THIS BABY! 


MEBBE I MIGHT CouLD 
\ GET MORE INTERESTED WIT 
DER ODDEr END. 














ag Boy!! THERE'S NOTHING —E= SS 


DOES OCNE MORE GooD THAN | 
‘ 


To TAKE A GUN LIKE THAT 
Wey or 
ap {\\'\ 
ae = 2 i 









THE FRESH AIR AND THE EX— 
ERCISE MAKE You FEEL |00%o 
BETTER AND THE SPORT CLIPS TEN 
YEARS OFF YOUR AGE. I KNOW WHAT 
im TALKING ABOUT BECAUSE I START Lo 






2) 








AND GET OUT IN THE OPEN! 
i 




















DEP Bic STIFF!! 
I VENT IN TO GET SOME 
PHONEYGRAFT NEEDLES. 
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Western Tourist Trade Now at Peak, 
Says Twin Cities Report 


(Minneapolis Office of HARDWARE AGE) 


MINNEAPOLIS, Aug. 6.—Reports from over the territory served by 
the Twin Cities indicate that the small grain crops are badly reduced 


by the dry weather just before ripening of the grain. 


Parts of the 


district are in fair shape, with other parts badly damaged. The 
corn crop is showing up well, and over considerable of the territory 


the winter wheat and rye will show a fair acreage. 


the potato crop is promising. 


In Minnesota 


Trade continues at a fair rate, with stocks being kept rather light 


in many cases. 


Prices remain steady, with few indications of 


changes for the present. Tourist trade is at its height. 


AXES.—Call for axes is steady and 
normal for this time of the year. Prices 
have not changed. 

JOBBERS’ ee ne TO RE- 


TAILERS, F. - TWIN CITIES: 

Single bit, vod weight, unhan- 
dled axes, $15 to $16.50; double bit, 
$20.00 to $21.50; single bit, handled, 
$19.25; double bit, handled, $24.25 
doz., net. 


BOLTS.—Deliveries are fairly good, 
with stocks well filled. Prices have not 
changed. 
JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F. O. B. TWIN CITIES: 
Carriage and machine bolts, 60 per 
cent; stove bolts, 75 per cent, and 
lag screws, 60 per cent from stand- 
ard lists. 
BRADS.—Demand is good, as building 
is at its height. Prices have not 
changed. 
JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F. O. B. TWIN CITIES: 
Wire brads in 25-lb. box at 75 per 
cent from lists. 
BUILDING PAPER.—Call for building 
paper is steady with fairly good vol- 
ume. Prices are unchanged. 
JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F. O. B. TWIN CITIES: 
Red rosin sized paper, all weights 
$2.76 cwt., and tarred felt paper, 
$2.80 cwt., net. 
CHAINS.—Demand is fair, with stocks 
ample. Prices are firm. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F. O. B. TWIN CITIES: 
Log chains, 4% x 14, $12.05; % x 14, 


$9.15; % x 14, $8.60; proof coil chain, 
% in., $10. 30; % in., $7.40; % in., 
$6.85; % in., $7. 70 ewt., net. 


CHURNS.—Call for churns continues 
good, with prices unchanged. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F. 0. B. TWIN CITIES: 


Barrel type churns, 3344-5 per cent 
from lists. 


EAVES TROUGH CONDUCTOR PIPE 
AND ELBOWS.—Demand is_ good, 
with stocks ample. Prices are firm as 
quoted. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F. O. B. TWIN CITIES: 

Eaves trough, 5 in., slip joint, sin- 
gle head, galvanized, in crates, $5.25; 
6-in., $6. 40; conductor pipe, 3-in., in 
crates, not nested, $4.90; 4-in., $6.85 
per hundred feet; conductor, elbows, 
3-in., $1.73; 4-in., $2.88 doz., net. 


FIELD FENCE.—Call for field fence is 
rather light at present, as harvest is 





taking all the attention. Prices are 


unchanged. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F. O. B. TWIN CITIES: 
Field fence, 9 ga., top and bottom, 
2. hk. intermediate, 26-in. high, 
$39.69 per 100 rods net, with other 
heights in proportion. 
FILES.—Demand is steady, and shows 
a good volume. Prices have not 
changed. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F. O. B. TWIN CITIES: 
Nicholson files, 50 per cent and job- 
bers’ brands, 60-10 per cent from list. 
GALVANIZED WARE. — This line 
meets a constant demand, with good 
volume. Prices have not changed. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F. 0. B. TWIN CITIES: 


Standard, galvanized pails, 10-qt., 
$2.70; 12-qt., $2.85; 14-qt., $4.70; stock 
pails, 16-qt., $4. 70; 18-qt., $5.50; 
standard tubs, No. 1, $7.15; No. 2, 

; No. 3, $9.35; 7 No. 1, 
$13.20; No. 2, $14.40; No. 3, $15.60 
doz., net. 


GLASS AND PUTTY.—Sales are light 
at present, with stocks being kept at a 
low point. Prices show no change. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F. O. B. TWIN CITIES: 


Single and double strength 'A grade 
glass Minnesota prices 83 per cent 
from lists; strictly pure putty, in 50- 
lb. steel drums, $4.85 cwt., net. 

LAWN HOSE.—Hose is very much in 
demand at present, with stocks ready 
to meet the call. Prices are firm as 
quoted. 

JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F. O. B. TWIN CITIES: 


Lawn hose, Manhattan, black, %- 
in., 500-ft., bales, $7.25; %-in., $8.50; 
5g-in., 50-ft. lengths, coupled, $7.75; 
Manhattan, red, %-in., 500-ft. bales 
$7.75; %-in., $9.00; %%-in., 50-ft. 
lengths, coupled, $8.05: Good Luck, 
5g-in., 6-ply, $9.00; Bull Dog, %-in., 
7-ply, $12.75 per 100- ft., net. 


LAWN MOWERS. — Call for lawn 
mowers remains good, with stocks still 
well filled. Prices show no changes. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F. O. B. TWIN CITIES: 
Lawn mowers, Philadelphia, Style 
A, 15-in., $15.75; 17-in., $17.85; 19-in., 
$19.95; Riverside, ball-bearing, 16-in., 
$7.25; 18-in., $8.25 each, net. 
MILK CANS.—Demand is still good, 
although the continued lack of rain has 
cut pastures materially. Prices show 


no changes. 





JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F. 0. B. TWIN CITIES: 


Milk cans, railroad, wide neck, 8- 
al.; $3.05; 10-gal., $3.15 each, net. 
NAILS.—Deliveries are good, with 
stocks ample. Prices are unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F. 0. B. TWIN CITIES: 


Standard wire nails and cement 
coated wire nails in 100-lb. kegs, 
$3.20 per keg, base. 


POULTRY NETTING.—Call for net- 
ting is still fair, with prices unchanged. 


JOBBERS’ eg TO RE- 
TAILERS, F. 0. B. TWIN CITIES: 


Poultry oll hatagen mesh, 60 
per cent from lists. 


PYREX OVENWARE. — Demand is 
rather low at present, although there is 
always a fair call for this line. Prices 
have not changed. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F. O. B. TWIN CITIES: 


No. 623 casseroles, $1.00; No. 643 
casseroles, $1.17; No. 634 casseroles, 
$1.31; No. 212 bread pans, 60c.; No. 
200 pie plates, 67c.; No. 209 pie plates, 
60c.; No. 231 utility dishes, 67c.; No. 


24 tea pots, $2.00; No. 26 tea ‘pots, 
$2.33; No. 953 percolator tops, 7c. 
each, net. 


ROPE.—Call for rope, especially the 
sizes used for haying, is good. Stocks 
are ample, and prices firm. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F. 0. B. TWIN CITIES: 


Best grade manila rope, 7-16 in. 
and larger, 24c.; in. and smaller, 
25c.; best grade sisal, 17%c. lb base. 


SANDPAPER.—Sales show a good de- 
mand in this line. Prices are firm as 
quoted. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F. 0. B. TWIN CITIES: 


Best grade sandpaper, No. 1, 80c. 
per box of 75 sheets; second grade, 
No. 1, 67c. per box of 75 sheets; gar- 
net No. 1, $16.75 per ream, net. 


SASH CORD AND WEIGHTS.—De- 
liveries are showing a fair volume in 
these items. Prices are unchanged. 


JOBBERS’ wy tg oe TO RE- 
TAILERS, F. O. B. TWIN CITIES: 

Sash cord, best see 65c. Ib. base: 
second grade, 38c. Ib.; third grade, 
27c. Ib. base net, and cast iron sash 
weights, $1.95 cwt., net. 


SCREWS.—Call for screws is normal, 
with stock in good condition. Prices 
have not changed. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F. O. B. TWIN CITIES: 

Wood screws, flat head bright, 50 
per cent; flat head japanned, 35 per 
cent; round head blued, 40 per cent; 
flat head brass, 37% per cent; round 
head brass, 32% per cent from lists. 


SOLDER.—Demand is fairly good, with 


prices firm. 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F. O. B. TWIN CITIES: 

Warranted half and half solder. 
31%c. lb., and strictly half and half 
solder, 32%c. Ib., in 100-lb. boxes, 
net 


STEEL SHEETS.—Call for this line is 


Reading matter continued on page 72 
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You can provide faultless automatic 
service for any garage deorway, public 
or private, any width up to 30 feet with 
R-W equipment. 

With Slidetite equipment, youaresure 
of certain, smooth, quiet operation. The 
doors slide inside the garage, always free 
from ice, snow, wind and weather. 








“W eq 
powered by AUT-O-DO 


* 
0. 
“A Hanger for any Door that Slides.” 


New Yok . . . . AURORA, ILLINOIS, U.S.A. . . . ~ Chicago 


Boston Philadelphia Cleveland Cincinnati Indianapolis St. Louis New Orleans Des Moines 
Minneapolis Kansas City Atlanta Los Angeles San Francisco Omaha Seattle Detroit 


Montreal + RICHARDS-WILCOX CANADIAN CO., LTD., LONDON, ONT. - Winnipeg 
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uipment ! 


electric 
operator 
The R-W Aut-O-Dor Electric Garage 


Door Operator is engineered to open big 
doors wide and close them tight by sim- 
ply pushing a button or pulling a cord. 
Aut-O-Dor is made to meet every need. 
There’s an R-W way toefficiently solve 
every doorway problem. 
Write today for Catalog. 





**Qualtty leaves 
ats imprint” 
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fairly heavy. Stocks are ample, with 
prices unchanged. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F. O. B. TWIN CITIES: 


Galvanized steel sheets, 24-ga. 
(base), $5.00; black steel sheets, 24- 
ga. (base), $4.15; Armco galvanized 
steel sheets, 24-ga. (base). $6.45 cwt., 
net. 


TIN.—Demand is steady with fairly 
good volume. Prices show no changes. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F. O. B. TWIN CITIES: 


Furnace coke tin, ICL, 20 x 28, 
$14.30 box, and roofing tin, 20 x 28, 
8 Ib. coating; IC, $14.75 box, net. 


WHEELBARROWS.—Sales are steady, 
although not as heavy as in the spring. 
Prices show no changes. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F. O. B. TWIN CITIES: 

Wheelbarrows, barrel type tray, 
best grade, $41.30; second grade, 
$34.70 doz., net; tubular. steel tray, 
$7.20; Gopher garden, $3.75; Ameri- 
can garden, $6.25 each, net. 


WINDOW VENTILATORS.— Advance 


orders indicate anticipation of good 
business in ventilators this fall and 
winter. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F. O. B. TWIN CITIES: 
Continental line: De - Flekt - Air 
(metal center ventilators) No. 63, 
$2.20; No. 87, $2.60; No. 88, $3.75; No. 
117, $3.75 per doz. NET. Continental 


wood frame cloth ventilators, No. 
V-836, $2.00; No. V-923, $2.00; a 
bby. 1 $2.20; No. V-949, $3.75; 

V-959, $4. 40; No. V-1537, $3.45; No. 


V-1549, $5.00 per doz. NET. Conti- 
nental metal frame cloth ventilators, 
No. 833, $2.50; No. 8387. $2.80; No. 845, 
$3.75; No. 1137, $3.45; No. 1145, $4.40; 
No. 1437, $5.00, and No. 1445, $5.60 
per doz. NET. 

Wurldsbest window ventilators, No. 


ing to fill in their stocks. Prices show 


no changes. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F. O. B. TWIN CITIES: 


Wire cloth, 12 x 12 mesh, black 
painted, $1. 85, and 12 x 12 mesh, 
= finish, $2.25 per 100 sa. ft.. 
ase 

Bronze wire cloth, 14 x 14 mesh, 
$7.00 per 100 sq. ft. in full rolls, net. 


WRENCHES.—Demand is steady, with 
stocks well assorted. Prices have not 
changed. 





| although shops and factories are buy- 


2, $1.75; No. 3, $2.00; No. 4, $2.50 
No. 5A, $3.00; No. 6A, $4.00: No. 6B 
$4.50, and No. 6C, $5.00. These prices 


are LIST EACH and subject to’ a 
dealer’s discount of 3314 per cent. 


WIRE.—Demand is fair, with prices 
unchanged. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F. O. B. TWIN CITIES: 


Galvanized barbed cattle wire, $3.11 
per 80-rod spool; galvanized barbed 
hog wire, $3.34 per 80-rod spool; No. 
9 (base) smooth galvanized wire, 
$3.65 cwt., and No. 9 smooth black 
wire, $3.20 cwt. 


WIRE CLOTH.—Sales are gradually 
tapering off for the end of the season, 








JOBBERS’ age a TO RE- 
TAILERS, F. O. B. TWIN CITIES: 


Agricultural wrenches, 60-10 per 
cent; key model wrenches, 54 per 
cent; engineers’ wrenches, 50-50 per 
cent, and Trimo pipe wrenches, 65 
per cent from list. Bemis & Call 
long sleeve nut, 10 in., $1.70; 12 in., 
$2.60; 15 in., $2.75 each, net. 

Snap - on Wrenches. — Radio and 
electric sets in metal cases, $2.75: 
No. 101 Master Service Sets, $13.75; 
No. 202, Heavy Duty Sets, $3.80; No. 
404, Flexible Socket Set, $8: No. 608. 
Crankease Drain Plug Sockets, $3. 20; 
No. 90, Square Socket Set, 70; No. 
1917, Giant Snap-on with extra heavy 
duty ratchet, $27.35 list, less 338% per 
cent discount. 

Crescent, 6 in., $5.65; 8 in., $6.96; 
and 10 in., $8.64 doz., net. 


Conditions Normal for This Season 


in New York Hardware Market 


NEW YorRK, Aug. 6.—Local conditions would be considered quite 
normal for this wholesale hardware market at this time of the year. 
Business is fairly good, with an increasing interest being shown in 
There are practically no important price 
changes and not much indication of any revisions in the near future. 

Starting August first, vacation schedules became more noticeable, 
there being a large number of salesmen away and a good many 
retailers are taking holidays at this time. 

Local jobbers believe that the fall trade should start fairly early 
and are at present preparing for the selling of suitable lines in that 


the handling of futures. 


season. 
Collections average fair. 


ASH SIFTERS.—Early interest is very 
light. Prices are not likely to change 
during the coming season. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. NEW YORK: 
924 


Rotary galvanized ash sifters, 
per dozen. 

BUTTS.— Normal demand for steel 

butts reported with prices very firm. 


Stocks are adequate. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

Steel butts, 3 by 3 and 3% by 3%, 
18 cents per pair for less than case 
lots; in case lots, 16 cents per pair; 
4 by 4, 24% cents per pair in less 
than case lots, and 23 cents per pair 
in case lots. 


BOLTS AND NUTS.—Steady sale con- 
a with prices the same. 


BBERS’ QUOTATIONS TO RE- 
TAILERS. F.0.B. NEW YORK: 
Carriage bolts, 55 off list. 
lots, 60 per cent off list. 

Stove bolts, 80 per cent off list. 

Machine bolts, % x 6 and smaller. 
50 and 60 off list; larger to 1 bv 30, 
50 per cent off list; 1% to 1%, 30 off 
list. 

Coach screws, 55 off list. 


Case 


Case lots, 





| some improvement. 


4 


more attention than competitive grades. 
Prices are not expected to change dur- 
ing the season. 


Stocks are adequate. 


JOBBERS’ euet ae 7. RE- 
TAILERS, F.O.B. NE YOR 

Fruit crusher, suena aa ‘hov- 
per, aluminum frame and with 
double roller, $10.00 each: same with 
fly wheel instead of crank, $11.25 
each. 

Fruit press, cast iron base and 
plunger, 3 qt. capacity, $3.60; 6 at. 
capacity, $4.50 each. 

Fruit presses, hardwood frame, oak 
tubs, etc., No. 0, plain tub, $6.00 
each; with hinged tub, from $7.50 to 
$18, according to size. 





60 per cent off list. Stepbolts, 50 per 
ist. 


cent off lis 


GARAGE SETS.—Prices are reported 
as firm with demand steady though not 
ee 


FIREPLACE FURNITURE.—Early in- 
terest in andirons, screens and kin- 
dred fireplace items is fairly good. 
Prices are not likely to change. Local 
wholesale stocks are apparently satis- 
factory. 

JOBBERS’ QUOTATIONS TO RE- 


TAILERS, F.0.B. NEW YORK: 
Andirons, black finish, $2.50 to $6 
er pair; black-brass balls, $7.50 to 


9.75 per pair. Flemish, $5.50 to 
$11.55 per pair; Swedish, $5.75 to $7 
per pair; Burnt antique, brass, $6.25 
to $12 per pair. 

Fire sets, black finish, $4.85 to $5 
per set; black-brass_ balls, $6.75 
Flemish, $7.65 to $9 per set: Burnt. 
Ant. brass, _$7. 65 to $9 per set. 
Swedish, $7.75 per set 

Grate ‘baskets, black finish, $5.75 to 
$6 each; Flemish, $8.65 to $10 each. 

Spark guard, black finish, $4.15 


each. 
Fire screens, black finish, $5.65 
each, Swedish, $8.65 each and Burnt 
3rass, $8.65 each. 


Ant. 
FRUIT PRESSES.— Demand _ shows 
Reports suggest 


that better grade presses are receiving 
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OBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. NEW YORK: 
Garage sets, $2.40 per set; for six 
or more, $2.10 per set. Garage door 
holders, $1.75 per pair; for six or 
more, $1.60 per set. 


JUVENILE VEHICLES.—Fair demand 


continues with prices the same. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 


Child’s garden sets with 18 in. 
handles. Set No. 1, 10c. each; No. 6, 
17c. each, and No. 9, 30c. each. 

Arcade toy lawn mower, No. 564, 
55¢c. each. In lots of 12 or more, 50c. 
each; No. 565, 85c. each in lots of 
12 or more, 75c. each. 

Bissel’s toy carpet sweepers, Lit- 
tle Helper, 16%4c. each: Little Gem, 
31%4c. each; Little Jewel, 8344c. each; 
and Bissel ‘Junior, a 33% each. 

Velocipedes, No. 840, $5.95; No. 841, 


$6.55; No. 842, $6.90" and No. 843, 
$8.15 each; No. 850. $7.50; No. 851, 
a No. 852, $8.15; No. 853, $9.70 
each. 


Sidewalk cycles, No. 900, $9.40; No. 
910, $10.65 each; No. 922, $17.50, and 
No. 932, $17.50 each. 

Coaster wagons, No. 750, $1.80 each; 
No. 751, $2.25, and No. 761, $3.25 each. 
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Order SEIMONDS Cross-Cut 


Saws from Your Jobber 
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R. Hardware Dealer—Are you 

missing an opportunity for more 
profit and larger volume saw sales be- 
cause you are not yet selling SIMONDS 
CRESCENT-GROUND CROSS-CUT 
SAWS; the highest-grade and fastest 
selling saws in the World? 


Think about it and then tell your jobber 
it’s SIMONDS your customers want. 





Your regular jobber can fill your order. 


Simonds Saw and Steel Co. 


Established 1832 
Hardware Dept. Fitchburg, Mass. 


SIMONDS 
The World’s Best Selling Saws 
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LAMP CORD.—This line enjoys a 
steady sale with firm prices. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 
Lamp cord, prices are per 1000 ft.; 
18 ga. 1/32 silk covered lamp cord, 
brushed brass, white, maroon, old 
gold, green and brown, 500 ft. on a 


spool, $12.40; 18 ga. 1/64 silk covered 
lamp cord, maroon, old gold, old 
brass, white, green and brown, 500 


ft. on a spool, $9.50; silk covered 
twisted lamp cord white only, 250 ft. 
on a spool, $13; 18 in. 1/64 cotton 
covered lamp cord, maroon, white 
and dark brown, 500 ft. on a spool, 
$8.30; 18 ga. 1/32 cotton covered lamp 
cord, green, white, maroon, oak tan 
and dark brown, 500 ft. on a _ spool, 
$10.75; 18 ga. 1/64 cotton single con- 
ductor wire, white, brown, oak tan, 
white with marker, brown with 
marker, and oak tan with marker, 
500 ft. on a spool, $4.25; 18 ga. 1/32 
cotton twisted lamp cord; green and 
yellow, 250 ft. on a spool, $12.50: 18 
ga. black cotton reinforced cord, 250 
ft. on a spool, $16.50; 18 ga. cotton 
covered heater cord, 250 ft. on a 
spool, $16.50. 
LINSEED OIL.—Prices continue to ad- 
vance slightly each week. Demand is 
normal. Linseed oil in lots of less than 
5 bbl. is quoted at 13.9 cents per lb.; 
in lots of 5 bbl. or more, 13.5 cents per 
lb., and Calcutta linseed oil in bbls. is 
20.3 cents per lb. 
Boiled oil is 4/10 cents extra per Ib., 
and double boiled oil is 5/10 cents ex- 
tra per lb. Oil in half barrel lots is 


7/10 cents per lb. additional. 


MAIL BOXES.—New approved type 
R.F.D. mail boxes, $3.50 each. 


MOORE’S HANDY TRUCKS. — Job- 
bers report a fair amount of early in- 
terest in Moore Handy Ash Can Trucks. 
No. 105 is quoted at $2.35 each and No. 
50 at $2 each. 


NAILS.—Sales are normal for this sea- 
son with prices fairly even. Stocks 
appear ample. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 
All prices on nails given here are 
net per keg, based on base of $3. 45. 
$ Common wire nails, 
4.35; ; 


$3.70; 40d, $3.70; 50d, $3.70; 60d, $3.70. 
Gaivanized common wire nails, 4d, 





$6.35; 


$6.85; 6d, $6.60; 8d, $6.45; 10d, 
0d. $6.20. 
$4.55; 


Smooth wire box nails, 4d, 
5d. $4.55; 6d, $4.20; 8d, $4.05. Wire 
lath nails, bright, 3d, $5.30; same 
galv., $7.80; same blued, 3d, $5.50; 
extra fine, $6.00. 

Wire shingle nails, 344d, galv., 
$7.05. 

Wire finishing nails, bright, 34d, 


$5.55; 4d, $5.05; 6d, $4.45; 8d, $4.20; 
10d, $4.10; 20d, $4.10. Same galv., 4d, 
$7.55; 6d, $6.95; 8d, $6.70; 10d, $6.60. 


PRESERVING EQUIPMENT. — De- 
mand is increasing, but not very rap- 
idly. It is likely that this line will be 
more active in another ten days. Prices 
are not likely to change. 


JOBBERS’ oe ay bs gees i. RE- 
TAILERS, F.O.B. NEW YOR 

Mason jar caps, $3.00 per aati 
Mason jar rubbers, 75 cents per gross, 
and in full case lots of 12 gross, $8.40 
per case. 

Crown bottle caps, in one gross 
packages, 1614 cents per gross, and 
in bulk lots of 50 gross, 15% cents 
per gross. 

Everedy 
each. 

Everedy jelly bag and stand, 
cents each. 

Universal Alladin preserving sea- 
son set, $1.95 per set. 


SHOT.—Steady sale at prices shown. 


JOBBERS’ QUOTATIONS Zz. RE.- 
TAILERS, F.O.B. NEW YOR 

BB shot in case lots $4.35 per 100 
tubes; in less than case lots, $5.00 per 
100 tubes; in 25 Ib. bags, $3.90 per 
bag, and in 5 Ib. bags, 90c. per bag. 


SCREWS. — Moderate demand _ with 
prices unchanged. 


JOBBERS’ QUOTATIONS a. RE.- 
TAILERS, F.O.B. NEW YOR 

Wood screws, flat head, cine tren. 
41-10-10; round head, blue, 40-10-10: 
round head, iron, nickel plated, 27%- 
10-10; flat head, ‘galvanized, 20-10-10: 
flat head, brass, 32%-10-10: round 
head, brass, 27%4-10-10. These dis- 
counts apply to new standard screw 


lists. 
Machine screws, flat and round 
head, brass, 60 per cent discount. 
Iron, 60-74% per cent discount. 


TIRES AND TUBES.—Prices are the 
same and demand is fairly good. 


JOBBERS’ yl te gg TO RE.- 
TAILERS, F.O.B. NEW YORK: 
Mansfield tren. 4 ply ballon type, 
29 x 4.40, $7.40; tubes, $1.50; 30 x 4.50, 
tubes, $1.60; 29 x 4.75, $9.55; 
s, $1.70; 29 x 5.00, $9.90; tubes, 
$1.75; 30 x 5.00, $10.20; tubes, $1.80; 
31 x 5.00, $10.65; tubes, $1.85: 32 x 


cents 


50 


bottle capper, 70 





5.00, $11.75; tubes, $1.90; 28 x 5.25, 
$11. 10; tubes, $1. 85; 30 x 5.25, $11.90; 
tubes, $2.00; 31 x 5.25, $12.35; tubes, 
$2.05; 29 x 5.50, $12.65; tubes, $2.25. 

Same 6 ply, 3i x 5. 25, $14.70; tubes, 
$2.05; 30 x 5.50, $16.05; tubes, $2.35: 
30 x 6.00, $16.15; tubes, $2.25; 31 x 
6.00, $16.65; tubes, $2.30; 32 x 6.00, 
$16. 95; tubes, $2.40; 33 x 6.00, $17.55; 
tubes, 55. 

Tire display racks, $10.00 each. 

Prices in all instances are each. 


TRAPS, GAME.—Futures fairly good. 
Slightly heavier demand than last 
week. Prices not likely to change. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. NEW YORK: 

Victor game traps, No. 0, $1.20; 
No. 1, $1.50; No. 144, $2.70 and No. 2, 
$3.70. Prices are NET PER oa he 

Victor jump trays, No. 0, $1.75: 

1, $2.00; No. 1%, $3.05, and No. ' 
$4.80. Prices are NET PER DOZEN. 
VENTILATORS. — Steady sale _ con- 
tinues. Prices are not expected to 


change. 
JOBBERS’ aot bs ge qe. RE- 
TAILERS, F.O.B. NE Yo 
Continental ce «asad a 
Air ag age ye No. 63, $2.53; No. 


87, $2.8 $4.00, and No. 117, 
$4.00. These prices are NET PER 
DOZEN. 

Continental wood frame ventilators. 
No. 836, $2.15; No. 923, $2.15: No. 
937, $2.35; No. 949, $4.00; No. 959, 
$4.65; No. 1537, $3.65, and No. 1549. 


$5.35. These prices are NET PER 
DOZEN. 
Continental metal frame, cloth ven- 


tilators, No. 833, $2.65; No. 837, $3.00: 
No. 845, $4.00; No. 1137, $3.65: No. 
1145, $4.65; No. 1437, $5.35, and No. 
1445, $6.00. These prices are NET 
PER DOZEN. 

Wurldsbest window ventilators. =e. 
2, $1.75; No. 3, $2.00; No. 4, $ 
No. 5A, $3.00; No. 6A, $4.00; No. $B 


$4.50, and No. 6C, $ These prices 
are LIST EACH and subject to a 
dealer’s discount of 33% per cent. 


WEATHERSTRIP.—Futures are pretty 
fair on this line. Prices shown here 
are expected to hold throughout the 


season. 

JOBBERS’ QUOTATIONS . RE- 
TAILERS, F.O.B. NEW YOR 

Weatherstrip, Home Rte ‘'e- 
roon or white, $30 per thousand feet, 
competitive grade, maroon, $16.50 per 
thousand feet and white, $18 per 
thousand feet. 

Felt weatherstrip, 60 cents ~~ “" 
ton. Wool weatherstrip, No. 25, 
cents per carton and No. 75, ." 50 
per carton. 





Bob Isaacs Tells Folks at Home About Oklahoma City Congress 


ception and one of his first moves was to 
phone out to the hotel that he would back 
my check any time. 

“Clarence T. Baker, who used to be with 
us, but fell by the wayside to become as- 
sistant manager of the Beatrice Creamery 
in Oklahoma City was there. Clarence 
and his wife took the family out Thursday 
night and gave us a time to be remembered. 

“Next morning, Friday, as guests of the 
Oklahoma Hardware Association we are 
off to the famous 101 ranch for a day’s 
outing there, that was to include Indian 
dancing, buffalo barbecue, terrapin derby 
and rodeo. We did not see any peacocks 


at the ranch for they may have taken a 
look at the Indian dancers and decided that 
it was no place for them. We saw the 
Indian ladies dance. 


We won't say squaws, 





(Continued from page 53) 


for I believe they can curse in any lan- 
guage. The gentlemen danced next, who 
were dressed in feather dusters, Robert, 
Jr., says was a fair imitation of the Charles- 
ton. Robert, Sr., says the best way to 
demonstrate the steps was to consider 
walking on hot bottles with the dancers 
afflicted with the chilblains, any way it 
was a very pretty picture and seen under 
most beautiful conditions of lawns, shrub- 
bery and shades. 

“While all visitors were gathered at 
the dance, preparation for the barbecue 
was going on. We were lined up and 
fully equipped with plate and spoon and 
were bountifully served. Thence to the 
terrapin derby and what a prancing bunch 
of steeds. The barrier consisted of twelve- 
foot circular cage, the distance to run, 





made by a tennis marker, was about 20 
feet beyond. About 150 terrapins were 
dumped in and they chased around the 
base looking to make a get-away, at the 
signal the cage was raised and they were 
all off in a circular bunch that was the 
first heat. The second consisted of twelve 
who made place, the final heat was the 
four best of these and required guards 
to prevent some of the crowd from over- 
stepping the line to encourage their favor- 
ite. 

“Then followed the rodeo. A pleasant 
time was had by all. The bulls and calves 
looked back at the grandstand after they 
had been turned loose as if to say, ‘I’ve 
done my stuff and hope you are satis- 
fied.’ ” 
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“Curses? 
“Foiled Again! 
“Curses! Its Bronze!’ 






















No wonder the blood-thirsty horde is sore . . . they haven’t 
had a square meal in months, since everybody has been put- 
ting in Bronze Screening. Those big beautiful rust holes they 
used to find in iron-screens . . . those happy days are gone, 
because Bronze Screen Cloth can’t rust. 


Tell your customers about Chase Bronze Screen * CHASE 


Cloth. Never rusts ... never needs painting . . . gives sure, The Mark that Identifies good 
brass and copper products 


permanent, year-after-year protection against insects. And 
every roll fully guaranteed by Chase. 


%* Chase Bronze Screen Cloth is woven in 
our own mill, from genuine Chase Bronze 
Wire. It is unifotm in mesh, with firm 


crimp in the cross wires, and almost total 


CHA SE BRA SS & Cc oO PPER co. freedom from splices. Every roll bears the 


=<INCOR?ORATED— ve 
distinctive Chase-mark — your guarantee of 


Home Office : : Waterbury, Connecticut satisfactory quality. 


And quick service on pick-ups through the nearest of our 14 Warehouses in 

New York - Boston - Newark - Philadelphia + Baltimore - Cincinnati {And by the way—any time you're low on rivets 
Cleveland - Detroit - Chicago > Minneapolis - St. Louis - New Orleans . Los and burrs . . . remember they don’t come any 
Angeles * San Francisco. (Also Branch Offices in Rochester, Pitisburgh and Dailas.) better than the rivets and burrs that we make.} 
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Pittsburgh’s Midsummer Trade Continues 
At Satisfactory Level 


(Pittsburgh Office of HaRDWARE AGE) 


PITTSBURGH, Aug. 6.—July business with most of the jobbers in 
this territory was about equal to the corresponding month last year 


and fairly satisfactory for midsummer. 


lines has now tapered off and it is 


As activity in most spring 
too early for heavy movement in 


fall goods the market may be expected to suffer a slight lull at this 


time. However, a number of fall 


lines are beginning to show life, 


some of them being milk cans, manila rope, haying tools and other 
farm equipment, ventilators and lanterns. 
In some of the above products there have been price changes, but 


generally the price level is about the same as last year. 


Annealed 


and galvanized fence wire have been reduced 10c. per 100 lb. and 
reduction in barbed wire prices have also been announced. Nails are 
now quoted at $2.90 per keg, the $3 price having practically dis- 


appeared. 


The steel industry in this district is now beginning to feel the first 
of what might have been termed a summer slump if it had begun 


two months ago. 


The slight tapering off at this time, however, is 


not likely to be of serious proportions, as demand for many products 
is far ahead of the usual level for this time of the year and heavier 
demand from the automobile industry is already being felt in some 


quarters. 


In another month makers of medium-priced cars are ex- 


pected to be back in production with a consequent improvement in 


steel requirements from that consuming channel. 


Other large steel 


users have curtailed their needs very little this summer and the 
coming of fall is expected to bring improvement rather than a slow- 
ing up. Prices have shown no further weakness, the only real soft- 


ness being in sheets. 


On the common finishes of sheets quotations 


mentioned last week are gradually establishing the market. 





AUTOMOBILE TIRES AND TUBES. | 
—Little change in recent activity is | 
reported for tires and tubes, with de- 
mand generally unsatisfactory. Prices 
are unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 

Mansfield tires, 4 ply peteee Saas 
29 x 4.40, $7.40; tubes, $1.50; 4.50, 
98.25; tubes, 
tubes, $1.70 
$1.75; 


31 , $10.65; ; 
5.00, $11.75; tubes, $1.90; 28 x 
$11.10; tubes, $1.85; 30 x 5.25, $11.90; 


tubes, $2.00; 31 x 5.25, $12.25; tubes, 
$2.05; 29 x 5.50, $12.65; tubes, $2.25. 

Same, 6 ply, 31 x 5.25, $14.70; tubes, 
$2.05; 30 x 5.50, $16.05; tubes, $2.35; 
30 x 6.00, $16.15; tubes, $2.25; 31 x 
6.00, $16.65; tubes, $2.30; 32 x 6.00, 
$16.95; —* $2.40; 33 x 6.00, $17.55; 
tubes, $2.55 


Tire display racks, $10.00 each. 
ces in all instances are each. 


BATTERIES.—Business is confined 
largely to small lots and movement is 


sluggish. 
BBERS’ QUOTATIONS TO RE- 





JO 
TAILERS, F.O.B. PITTSBURGH: 
Broken Unit 
Packages Packages 
et aaa re 2.22 $2.06 
Sy Seems 20 2.97 
DERE Si cccssskesnere 2.06 1.92 
DEE cakichars acne 2.00 2.80 
EE 5 crater onesenné 1.32 1.14 
7, ae aa 42 39 
. ae 1.05 .97 
SA 1.40 1.30 
a. a rrree 1.40 1.30 
OS) 2.06 1.92 
PEEP nck ve ccbubsssce 1.93 1.79 


No. 6 dry cells, ignition type, unit 
packages, 36c. each. 
Flashlights.—No. 935, 616c. 
790, _* : a 
No. 720 


No. =. 614c.: No. 
13%. 
Hot Shot.—No. 1461, 31. NT: No. 1661, 


each; 
= .. 
191% 


$2.3 
BOLTS, NUTS AND RIVETS. — De- 
mand is satisfactory, and aggregate 
business somewhat better this year 
than last. Prices are well established 
on these products. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 
Bolts.—All styles except stove and 
tire bolts per 100 pieces, 60 per cent 
off list; stove bolts, 75 and 10 per 
cent off - tire bolts, 60 and 10 per 


cent off lis 


Ryle oy styles, 50 per cent off 
list. 

Rivets.—Larger, $3.50 base per 100 
pieces; small wagon and tinners’ riv- 
ets, 60 per cent off list. 

BOTTLES.—There is considerable ac- 

tivity in root beer bottles. Round Tops 

are quoted at $4.50 per gross in pint 


sizes, and $7 a gross in quarts. 
Lightning pints are $7, and quarts 
$9.35. 


BUILDERS’ HARDWARE.—There is a 
slight improvement in some items, but 
this line in general is still rather quiet 
for the time of year. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 

Butts.—Ball tip, plated, dull brass 
and antique copper, less than case 








lots in 3 x 3 in., $18.50 per 100 pairs; 
3% x 3% in., $19: 4 x 4 in., $30. 

Hinges.—Heavy strap, 6 in., 
per doz.; 8 in., $2.85; . $4. 80; 
extra heavy T, 6 in., $2.30 per doz.; 
8 in., $3.40; 10 in., $5.40; hehe strap, 
with screws packed one pair in a 
box, 3 in., $9. 60 per 100 pair; 4 in., 
‘e- 60; light, 2 2, 3 in., $11 per 100 pair; 

in., $12. 

Hasps. iin 
single dozen lots, 3 
4 in., We.; 6 in., 
97c. per doz.; 
$1.60. 


without 
in., 65c. per doz.; 
$1. 05; safety, 3 in., 
4% in., $1.14; 6 in., 


screws, 


Garage Sets.—Swinging hinges, 10 
in., $3 per set. 

Lock Sets.—Neavy beveled, brass 
inside, $17 per doz.; front door, $2.50 
per set; steel inside, $5.25 per doz.; 
front door, $1.65 


FARM TOOLS.—Farm tools, particu- 
larly hay forks and other harvesting 
equipment, are becoming more active. 
Demand for corn knives and kraut cut- 
ters is also beginning to develop. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 

Forks, Rakes and Hoes.—Manure 
$13.63 per doz.; No. 
spading forks, No. 84, 
$10.80 per doz.; No. 72, $14.28; garden 
rakes, No. 014, $5.64 per doz.; No. 512, 

.64; No. 514, $9; lawn rakes No. 
— $5.50 per doz. field hoes, $6 per 
OZ. 

Hay Carriers.—Nos. 5 and 20, $7 
each. 

Hay Pulleys.—No. 111, $5.20 per 
doz.; No. 112, $5.20 per doz.; No. 
114, $5.20 per doz.; No. 118, $5. 50 per 
doz.; No. 115, $4. 60 per doz.; No. 116, 
$6 per doz.; 'No. 21 $4.8 per doz. 

Scythe Snaths —No. 50 $13.50 per 
doz.; No. 105, $15 per doz.; No. R-4, 
$12 per Reng "No. 8-3, $12 per doz. 

Scythes.—Briar Edge, $12 per doz.; 
Golden Clipper, $16 per doz.; Lindsay 
Special Clipper, $18 per doz.; Lindsay 
Special Dutchman, $18 per doz.; 
Waldron, $25 per doz.; Beetle No. 
7473, $16 per doz.; Swan No. 46, $20 
per doz.; German No. 6473, $14 per 
doz.; Grain, $20 per doz.; Weed, $15 
per doz.; Bush, $13.50 per doz. 

Corn Knives.—No. 3 Atkins, $3.50 
per doz.; No. 1 Atkins, $3 per doz.; 
No. 3 Clipper, $6 per doz.; No. 1 Clip- 
per, $2 per doz. 

Kraut Cutters. —No. 672, 
each; No. 673, $1.35 each; No. 
$2.75 each. 


LANTERNS.—Fall demand for lanterns 


$1.15 
645, 


| is beginning, and fair activity is expec- 
| ted during the next few weeks. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. PITTSBURGH: 


Gasoline Lanterns.—No. 220, $5.95 
each; No. 228, $6.30 each; No. 327, 
$4.70 each. 

Kerosene Lanterns. Monarch 
Clear, $8 per doz.; Monarch Ruby, 
$10 per doz.; Junior Tin, $8.50 per 
doz.; Junior Brass, $15.75 per doz.; 
Little W izard, $8.50 per doz.; D-Lite, 
$18 per doz.; Junior Wagon, $17.25 
per doz, 

MAIL BOXES.—Jobbers in this terri- 
tory are now receiving occasional 
orders for the 1929 standard rural mail 
box, made according to Government 
specifications, which is sold to retailers 


at $36 per dozen. 


MILK CANS.—New prices on Security 
milk cans, with umbrella covers, have 
been received by local jobbers. The 
five-gallon size is priced at $2.75 each 
and the ten-gallon at $3.25. 


(Reading matter continued on page 78) 
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ransportation 


Advantages to 
[5 Million People 





a 
THESE DE; VITAL 
NECESSITIES 
NY Chemicals oS Ele§ ol 


oo s ust HN Ici fan 
egthe Mele  aactsa” "Cs ry 


va chin nerd 
ext the Mac ns We Wh 

ORE than fifteen million people can be reached at lower transportation cost from Kansas 
City than from any other mefropolis . . . a major factor in the growing choice of Kansas City 
as a key manufacturing and distrifution center. 

Fifteen million people buyAn volume. They are entitled to service. 
three billion dollars in new wealth every year. They are prosperous. 
central source of supply to which they naturally turn! 

With such a market af the city’s front door, Kansas City provides, as well, every important 
manufacturing advantage. 

Buyers now are compelled to go to 











They create more than 
And Kansas City is the 


manufacture can capture. An inquiry 





other markets for 212 £ommodities that 
can economically bg manufactured in 
Kansas City. Perkfaps the commodity 
you produce is oge of them. Perhaps 
here is a condegsed market that local 






INDUSTF 


KANSAS cir 


MISSOURI 


Kansas City now must buyaway from 
home 212 commodities that could 
economically be manufactured 
here. Alert manufacturers will 
change that situation rapidly, to 
their profit. Will you be numbered 
among them? The coupon may 
bring vitally important information. 











from any interested executive not only 
will bring ‘The Book of Kansas City 
Opportunities,” but, if you wish,a detailed 
confidential report of the opportunity for 
your individual business. Write today. 


IAL COMMITTEE OF THE CHAMBER OF COMMERCE 


I am interested in this induStry: 





and I attach the coupon to my letterhead as as- 
surance of my interest, without obligation, of 
course. 


Name 





Address 
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MISCELLANEOUS TOOLS.—Demand | 
is keeping up steadily and prices are | 
unchanged. 


JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F.O.B. PITTSBURGH: 
Circular Saws.—6 in., $2.25 each; 
8 in., $3.00; 10 in., $4.00. 

Cross Cut Saws.—Simonds Crescent 
Ground, Nos. 13, 22, 113, 133, 324 and 
325; 5 ft., $5.40; 5% ft., $6; 6 ft., $7. 

Electric Drills —No 141, $24 each; 
No. 142, $32; No. 122, $48; No. 562, 
$35.20; No. 382, $41.60. | 

Files.—Disston, 50 and 10 per cent | 
off list. Nicholson and Black Dia- | 
mond, 50 per cent off list. Simonds, | 
50 per cent off list. 

Garage Vises.—No. 43, $2 each; No. 
413%, $3; No. 44, $5. 

PAINTING SUPPLIES.—There is still | 
some call for paints, and July turned | 
out to be a fairly good summer month. 
Prices are unchanged this week. 


JOBBERS’ QUOTATIONS TO RE- 
| 
| 


TAILERS, F.O.B. PITTSBURGH: 
Ready mixed paints, best grades, 

$2.60 per gallon; lower grades, $2 
(white and dark greens, 15c. per gal. 
higher); white lead, 13%c. per Ib. in 
100-lb. lots; 10 per cent less in lots 
of 500 Ib. or more, and extra 4 per 
cent less on lots of a ton or more; 
turpentine, 64c. per gal., in barrel 
lots, raw linseed oil, 13%c. per Ib. in 
barrel lots. 

ROPE.—New prices on manila rope re- 

flect a slight advance in the sisal grade. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. PITTSBURGH: 


Plymouth manila rope, 24c. per Ib., 


base for % in. and larger; New Zea- 
land manila rope, 18c. per Ib., base 
for ™% in. and larger; Sisal manila 


| WIRE PRODUCTS.—Fence wire 


rope, 15c. per Ib. base, for % in. and 
larger. These prices are subject to 
the usual advance on smaller sizes. 
SASH WEIGHTS.— Prices are un- 
changed at $42 a ton, f.o.b. Pittsburgh, 
and there is little activity. 
SCREEN WIRE.—Products listed un- 
der this classification are rapidly ta- 
pering off, but there is still a fair 
amount of business. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 
Screen Wire Cloth.—Black No. 12 
mesh, $1.85 per 100 sq. ft.; opal, No. 
12 mesh, $2.10; bronze, No. 14 mesh, 
$6.75. 
Screen Doors.—2 ft. 8 in. x 6 ft. 8 
in., No. 241, $18 per doz.; No. 288, $24; 


No. 457-G12, $22; No. 315-Bl4, $42. 
Screen Windows.—Wooden frame, 


extension, 12-33, $3.50 per doz.; 15-33, 
$3.85; 18-33, $4.40; 24-33, $5.10. 
Hardware Cloth.—24 in. x 48 in., 
No. 2, $4 per 100 sq. ft.; No. 3, $4.30; 
No. 4, $4.65; No. 6, $5; No. 8, $5.50. 
Poultry Netting.—Galvanized after 
weaving, 50 and 10 per cent off list. 


| STOVE PIPE.—This line is beginning 


to move at reduced prices mentioned 


| last week. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 

Lustro stove pipe, 3-in. $6.75 
doz.; 4-in. $7.50 per doz.; 5-in. 
per doz.; 6-in. $10.50 per doz. 

Lustro stoxe pipe elbows, 3-in. $4.50 
per doz.; 4-in. $5.25 per doz.; 5-in. 
$6.50 per doz.; 6-in. $7.75 per doz. 


per 
$9.00 


has 
been reduced 10c. per 100 Ib. on all 
sizes, and reductions have also been 











made on barbed wire. Nails are now 
quoted at $2.90 per keg, the recent $3 
price having practically disappeared. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. PITTSBURGH: 


Fence Wire 


per 100 Ib. Annealed Galvanized 








No. 6 to 9 gage....$2.90 $3.35 
DED cheeks on Garceecs 2.95 3.40 
MATEO: onus oss seston 3.00 3.45 
SE ONG Seas aE aps 3.05 3.55 
OO er ren an 3.45 3.70 
SD | Rein 3.25 3.90 
ES | ee ene 3.45 4.20 
CME: Ksanasen saeases 3.65 4.40 
3arbed wire (per 80-rod spool): 
er eae $2.89 
Oe ae oe ee 3.09 
EE * ss0s64s chess cteenneaw 3.34 
ee ere 3.09 
2-point cattle (special).......... 2.20 
Field Woven Wire Fence (per 100 
rods) 
er re ee ere ee $39.80 
Oe Ss Seer ee er 
oe ee ere rr 7.70 
eee er ere 37.00 
EEE. oko Weina Sb vinw ses ob eke eee 35.80 
De Hae -ieCKs + ced ca ad ewaban nes 49.20 
Poultry and rabbit (No. 14% gage): 
ee a Pe rere: 36.50 
EE we CRI sin een oes 6 wR a a ae 44.00 
PU Ee a rec ew oe echoes onbens 49.50 
Smaller mesh: 
CE eee ee eres $37.00 
2a ‘er ‘. of 
CY: .= er 
DE TE oa see cntice cots <5 eb oe 
Steel Fence Posts: 
Galvanized Painted 
Tubular Angle Steel 
Sere re 
UE: scctweus el 55¢c. each 38c. each 
ie SRE re 65c. each 40c. each 
TURE,  Sccankweees ecbaes 45c. each 
Bright nail, base, per keg, $2.90. 


Tri-State Convention at Tacoma — (Continued from page 56) 


chines last year and dairying is in its | 
infancy in our section. Over 80 per 
cent of our sales are the direct result 
of solicitation. It ‘is said less than 
three cents out of the farmer’s dollar 
is spent for farm equipment but this 
may be increased almost without limit 
by the implement dealer. The sky is | 
the limit. 

“John Smith has had a hard time 
but still he has had money to buy most 
of the things he and his family have 
wanted and now the outlook improves 
every day. Apples show promise of 
good price and wheat is on the up- 
grade.” 

A. H. Heath, credit manager, Hunt 
& Mottet Co., Tacoma, in an excellent 
talk on “Trends in Retail Credits,” 
said the credit problem is a problem 
just so long as the man who handles 
it is not equipped for his job. With 
the best rating services and other helps 
there are many occasions when you 
must judge. Knowledge of human 
nature is important. You don't need 
to just “take a chance.” Learn to 
size up credit applicants. He de- 





scribed the five different types of peo- 
ple and their almost certain desirabil- 
ity or otherwise as credit risks, and 
emphasized there is one characteristic 
of all five types and that is if the terms 





of the obligation are definite 
mutually understood the customer may 
complain but will never ask an un- 
reasonable or unfair adjustment. If 
retail merchants would study human 
nature, its characteristics and manifes- 
tations, they could cut their credit 
losses one-half in six months. Here’s 
another principle: Confidence breeds 
confidence and respect breeds respect. 
If you can impress a credit customer 
that you have a high appreciation of 
his character he responds back in kind 
and will pay you, if he perhaps does 
not others, because he does not want 


and 


| to lose that respect you have for him. 


“Display and Selling” was the sub- 
ject of an interesting address by 
Claude E. Stewart of Wells & Wade, 
Wenatchee, Wash. He said: “Women 
being more largely our prospective cus- 
tomers, and new classes of people, and 





young folks with new ideas, we must | 


arrange our stores and our displays in 
keeping with their ideas. In selling it 


is our experience that many boys from | 
college do not stand the rough pre- | 


liminary work, and that we can take 
a boy of 16 who needs and wants to 
work and train him into a more prac- 
tical man. In service items—such as 
electric refrigerators, oil burners, etc. 


—we must sell the service with the 


| iifittee, after adjournment, C. 


article, add a fair charge for it in the 
price and get a volume so we can 
hire, maintain and render that service.” 

A. L. Jameson, McMinnville, past 
president, Oregon association, was the 
last speaker, and on the subject, “In 
Union There is Strangth,” he re- 
viewed the very valuable service works 
of the national to make members bet- 
ter merchants, and urged cooperation 
between manufacturer, jobber and re- 
tailer. “While you are one of the three 
links you are not the odd fellow, be- 
cause you are in contact with the ul- 
timate consumer. Be friendly with 
your customers, make your store home 
to them and you'll have something no 
chain or catalog house can take away 
from you.” In conclusion, and as a di- 
rector of the Washington Hardware 
& Implement Underwriters, he urged 
members be 100 per cent loyal to their 
insurance feature which had an Al 
rating and in 25 years of existence 
had returned in savings to policy- 
holders an average of 42 per cent. 

At a meeting of the executive com- 
G. Jen- 
nings of Tacoma was elected a trustee 
of the Pacific Northwest association 
and a member of the executive com- 
mittee to fill the unexpired term of 
W. A. Doelle, deceased. 
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Got’ a Tog 
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“hon O om OLD po to MODERN DISPLAY 


Perhaps the necessary steps to bring your 








store up-to-the-minute in fixtures and ar- 
rangement seem as wide as the ocean does to 
an aviator. In results the difference IS 
wide. But this “big hop” does not have to 
be taken all at once. 


Ask to have a Warren Store Engineer's 
ideas on how you can transform your store 
step by step with Warren “Sho-well” Sec- 
tional Display Fixtures. A few display 
tables well arranged—perhaps a nail bin 





counter—a wall case for one of vour de- 
partments—even so small a step can imme- 
diately reflect itself in your sales. It is no 
trouble for you to get a plan and an esti- 
mate. (See the coupon.) And, recommen- 





dations will be made, not to sell you the 


You see, in this picture, what was done to most fixtures, but to give you the best re- 
secure a modern Sporting Goods Department 


for the Hawthorne Hardware Company, at 

ro Illinois. W ageu the situation, an We want you as a booster for “Sho-well” 

7) epartment t - : ns ; 
ee ee Display Fixtures. They’re the best you can 

plete new department to be added to your b Y hl is S opi 

store, “Sho-well” fixtures offer the easiest ay at such low prices. start your big 

’ e . 
effective way. hop” as modestly as you “wish and let the 
increased business pay the expense 


of a gradual re-equipment of your 


store. Start your propeller. Send 
the coupon. 


J. D. Warren Mfg. Co. 


o-wvel, Z i 
SECTIONAL DISPLAY! FIXTURES 


J. D. WARREN MFG. CO. T 
208 W. Washington St., Chicago, Ill. oO 
i 


sults at lowest cost. 








We want to know more about Warren ‘‘Sho-well’’ Fixtures. Please 
send us: [] The Warren ‘“Sho-well’’ Fixture Catalog. [) Nail 
Bin Counter Folder. [7] ‘‘Sho-well’’ Display Table Folder. [) In- 
formation Sheet for Suggestive Store 


ee NO. se iin n-aw Sine cicsevncee et Seureedh theese Benue 


Arrangement 
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volume of sales during August. 
out. 
mowers. 


10 per cent. 


Cleveland Reports July Hardware Trade 


CLEVELAND, Aug. 6.—The volume of hardware business continued 
good through July sales by local jobbers being slightly in excess of 
those during the corresponding month last year. 
chandise are moving somewhat better than earlier in the season. 
Canning equipment and other summer seasonal goods are in active 
demand. Although, as is usual, the vacation season is expected to 
affect business somewhat this month, jobbers look for a satisfactory 
There have been very few price 
changes recently. Prices on lawn mowers for next year have come 
High grade mowers are about the same as this year, but some 
reductions have been made on the cheaper models of competitive 
Considerable business in lawn mowers has already been 
taken for shipment next spring. Rubber coated wire has declined 
Linseed oil continues to advance. 
cently revised prices on nails and wire for shipment from stock, re- 


(Cleveland office of HARDWARE AGE) 


ducing nails 5c. per keg and wire and staples 5c. per 100 lb. 


AUTOMOBILE TIRES AND ACCES.- | 
SORIES.—Tires are moving 
good volume. 


AXES. 


BATTERIES.—Ignition and flashlight 
batteries are in good demand and there 


is 


Accessories are fair. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. CLEVELAND: 

Tires and Tubes.—Mansfield tires, 
30 x 3% Liberty cord, $4.85; Mans- 
field heavy duty oversize, $6.50; Lib- 
erty, 32 x 4, $9.50; Mansfield heavy 
duty, 32 x 4, $11.50; Mansfield double 
service, 29 x 4.50, $13.20; 32 x 6.50, 
$27.50. Tubes.—30 x 31%, Mansfield, 
$1.30 each; 29 x 4.40, Mansfield, $1.50 


each; 30 x 3% Liberty, $1.05 each; 
29 x 4.40 Liberty, $1.29 each; 32 x 
6.50, $2.70 each. 


Sales are rather slow. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

First grade single bitted, rustless, 
black finished handled axes, $19.50, 
base, per doz.; unhandled, $15.50 per 
doz.; double bitted, handled, $24.50 
per doz.; double bitted, unhandled. 
$20 per doz.; 60c. increase for dozen 
lots weighing 42 to 48 lb. and smaller 
advance for each 6 Ib. additional 
weight increase. 





a moderate volume of business 


radio batteries. 


BINDER TWINE.—While quite a little | 
twine is still moving for oat harvesting, 
the demand is pretty well over for the 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 
B and C Radio Batteries 
ROD, DOO sc cacaces $1.14 


ae eee 1 
Se | a aeR a SES 2.06 
eee epee > 2.53 
ee i ee ee eer 3.00 
ae OS wc ak. ck ee 3.20 
Dry Cell A_ batteries, No. 7111, 
35%c. in standard packages, 40c. in 
broken lots; Columbia igniter dry 
cell batteries, 32%c. in standard 


packages, 36c. in broken lots. 


season. 


in very 


BUILDERS’ 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. CLEVELAND: 

Standard binder twine, $5.73%, per 
50 Ib. bale; white sisal, 
bale; second quality standard, $5.36%4 
per bale; fine, 600 ft. lengths, $6.73 
per bale; extra fine, 650 ft. lengths, 
$7.30 per bale. No difference in price 
between 5 lb and 8 Ib. balls. Five 
per cent discount if paid by June 1. 
F. O. B. factory, Chicago and Au- 
burn, N. Y., 11%c. per bale less 
than above prices. 


BOLTS AND NUTS.—These are mov- 
ing a little better than recently. Prices 
are firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

Machine and carriage bolts, cut 
thread, hot pressed and cold punched 
nuts and lag screws, less than case 
lots, 60 per cent off list; bolts with 
rolled thread, % in. x 6 in. and 
smaller, 60 and 10 per cent off list; 
additional discount of 10 per cent is 
allowed for full case lots of one size. 
Stove bolts, 75 and 10 per cent off 
list; semi-finished nuts in bulk, 60 
per cent off list; 54 per cent for 
packages. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 


In case lots, lock sets, $5 per doz.; 
heavy strap hinges, 6 in., $1.55 per 
doz.; 8 in., $2.40 per doz.; extra heavy 
T hinges, 6 in., $1.80 per doz.; 8 in., 
$2.70 per doz.; 10 in., $4.25 per doz. 

Butts, case lots, 3 in., and 3% in., 
16c. per pair; 4 in., 2lc. per pair; 
for less than case lots, all sizes are 
2c. per pair higher. Butts with sand 
blasted finish are 4c. per pair higher. 

Ornamental hinges, standard finish, 
$1 per doz.; nickel finish, $1.20 per 
doz.; sand blast finish, $1.15 per doz. 


| CELL-O-GLASS.—The demand is light. 


Fall lines of mer- | CHAINS. — Chain business continues 


Local jobbers re- 


$5.73% per 


HARDWARE.—The de- 
mand is heavier than during the early 
part of the summer. 
firm. 


Prices appear 








' | 
Reading matter continued on page 82 


in Good Volume 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

Cell-O-Glass in 100 ft. rolls, 12c. 
per sq. ft.; glass cloth in 100 yd. 
rolls, 24c. per sq. yd. 


very satisfactory. 
JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F.0O.B. CLEVELAND: 
Coil chain, 3-16 in., $11.85 per 100 
lb., %4 in., $10.75 per 100 Ib.; 5-16 in., 
9.25 per 100 1b.; % in., $7.85 per 100 
lb. Cow ties, No. 14, $2.75 per doz.; 
No. 15, $2.50 per doz. Tie-out chain, 
60 per cent off list. 


CORRUGATED ROOFING.—The de- 
mand is quite good, having picked up 
somewhat recently. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 
28 gage corrugated roofing, 26 in. 
wide, $3.97 for 1% in., and $3.92 for 
2% in., for 10 squares or more. 


ELECTRIC FAN.—Hot weather has 
stimulated sales, which have been good. 
JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F.O.B. CLEVELAND: 

Polar Club, 8 in., non-oscillating, 
$3.25 ea.; 9 in., $3.70 ea.; 10 in., oscil- 
lating, $7 ea.; Robbins & Myers, 8 
in., oscillating, $4.25 ea.; 10 in., oscil- 
lating, $9.75 ea.; 12 in., oscillating, 
$19.50 ea.; 16 in., oscillating, $22.75 ea. 


GLASS BAKING WARE.—Retailers 
are placing orders for stock shipment 
both for baking ware and mountings. 
As a result business in these lines has 
improved. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 
Casseroles.—Round or oval, 1 qt., 
$1; 1% qt., $1.17; 2 qt., $1.33; square 
$1.17; casseroles with fancy covers, 
35c. higher. 
Pie Plates.—8 in., 50c.; 9 in., 60c.; 
10 in., 67e. 
Bread Pans.—No. 212, 60c.; No. 214, 


$1. 

Utility Dishes.—No. 231, 67c.; No. 
232, $1.17. 

Teapots.—2 cups, $1.67; 4 cups, $2; 
6 cups, $2.33. 


ICE SKATES.—Retailers do not ap- 
pear to be showing much interest in 
placing orders for fall shipment. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

Union Hardware Co., No. 1624 
men’s screw clamp skates, polished, 
84c. per pair; No. 1624%, same nickel 
plated, $1.19 per pair; No. 524% 
screw clamp hockey, $1.27 per pair; 
No. 424%, same nickel plated, $1.60 
per pair; women’s skates, No. 5624, 
$1.12 per pair; No. 5624144 same nickel 
plated, $1.44 per pair. Shoe skates, 
$5.25 per pair. 


| LAWN GOODS.— Dry weather has 


stimulated the demand for sprinklers, 
hose couplings and nozzles and business 
in these lines is very good. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

Perfect clinching hose couplings, 
$1.90 to $1.95 per doz.; female ends, 
$1.30 to $1.35 per doz.; hose menders, 
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These new, PENNSYLVANIA-built 
PRIMOS Mowers 


will help you get the 


‘price’ business 


There always have been and probably always 
will be lawn owners who can’t see beyond the 
price tag on a mower—who have not yet learned 
that PENNSYLVANIA Quality Mowers are al- 
ways cheapest in the long run. 


To help PENNSYLVANIA dealers get their 
share of this “price” business, the complete new, 
low-priced line of PRIMOS Mowers has been 
developed and marketed. And, since PRIMOS 
Mowers are all Pennsylvania-built, VALUE as 
well as PRICE will speed their sale. 


Your jobber is ready now to furnish complete 
details, with prices, on these low-priced PRIMOS 
Mowers. 


PENNSYLVANIA LAWN MOWER WORKS 
1615-35 North 23rd Street, Philadelphia, Pa. 


Style W—Ball Bearing 
10-inch wheels 























al 


Style Y—Ball Bearing 
8-inch wheels 
4 crucible steel blades 











4 crucible steel blades 


(Style X — same as 
Style W, But with 
9-inch wheels) 





Style Z—Bronze Bear- 
ings, Adjustable. 
&-inch wheels 

3 ci 
(Also furnished with 
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80c. per doz.; Rainbow nozzles, $3.80 JOBBERS’ QUOTATIONS TO RE- JOBBERS’ QUOTATIONS TO RE- 
to $5.85 per ~¢ Crown lawn sprin- TAILERS, F.O.B. CLEVELAND: bata de 0. - Oe ee ‘ 
klers, $5.75 to per doz.; Crescent Mixed paints, first quality, $2.60 > avO. 3 bien CX No. 
sprinklers, $5.65 to $5.90 per doz. per gal. for colors and $2.75 to $2.80 oe tie NO SHIA 3 = Lent 
LAWN HOSE.—Not much new busi- gy * in barrels, 630. per discount from these prices, 35 per 
ness is coming out. Prices for next gal.; less than bbl., 84c. per ga cent. / , 
: Linseed oil, in bbls, $1. OB per ROPE.—This continues to be a very 
season are expected shortly. : mat 
gal.; less than bbl., $1.20% per gal. active item 
JOBBERS’ QUOTATIONS | TO RE- White lead in 100 Ib. kegs, 13%%c. : 


TAILERS, F.O.B. CLEV NO: 


2-braid molded ier hose, % 


in., 6%c. per foot; in., 7%4c. per 
ft.; % in., 8%c. per ft.; coupled hose 
is \4ec. per ft. higher. 


LAWN MOWERS. — Manufacturers 
have announced prices for the coming 
season. Prices on the Pennsylvania 
line are generally the same as last year. 
Price reductions have been made on 
some of the cheaper grades. Consid- 
erable business has been taken for 
spring shipment. 


NAILS AND WIRE.—Jobbers recently | 


reduced prices 5c. a keg on nails and 
5e. 
stock shipment. Business is fair and 
somewhat better than two weeks ago. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

Nails.—Factory shipment, car lots, 
$2.75 per keg: less than car lots for 
factory and stock shipment, $2.90 per 
keg; other products for stock ship- 
ment, No. 9 galvanized wire, $3.35 
per 100 lb.; No. 9 annealed wire, 
$2.90 per 100 Ib.; polished fence 
staples, $3.35 per 100 lb.: galvanized 
fence staples, $3.60 per 100 lb.; coated 
nails, $2.90 per keg. 

Barbed Wire.—Lyman, 
tle wire, $3.13 per 80-rod spool; 
wire, $3.40 per 80-rod spool. 


4-point cat- 
hog 





per 100 lb. on nails and wire for | 


| 
| 


| 
| 
| 
| 





| 
| 
| 


per lb.; in 50 and 25 Ib. kegs, 13%c. 
per lb.; in 12% Ib. kegs, 14%4c. per 
lb. Quantity discount, 500 lb. to 1 


ton, 10 per cent. One ton or more, 
10 per cent and 4 per cent. 
Enameling lacquers, $1.20 to $1.65 
per qt. 
POULTRY NETTING AND WIRE 
CLOTH.—Wire cloth is still an active 
item. Prices are unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

Poultry netting, galvanized after 
weaving, 50 and 10 per cent off list; 


galvanized before weaving, 50, 10 and 
10 per cent ofl list. 

Wire cloth, per 100 sq. ft., 12-mesh, 
black, $1.95; 14 mesh, galvanized, 
$2.60; 14 mesh, bronze, $6.10; 16 mesh 
bronze, $6.50. 


| PREPARED ROOFING.—While orders 
| are not plentiful, this is moving some- 
| what better than earlier in the season. 
| A price advance of 5 per cent has been | 


made on strip shingles. Other prices 


| are unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. CLEVELAND 


Popular grades, light, 88c. per vn 
medium, $1.15 per roll; heavy, $1.30 
per roll; slate surface roofing, $1.99 
per roll. 


PAINTERS’ SUPPLIES.—The demand | RADIO EQUIPMENT.—The bringing 


is good for this time of the year, al- 
though not as heavy as earlier in the 
season. Linseed oil continues to ad- 
vance. 


out of new models has stimulated the 
demand for receiving sets, which are 
moving well. Tubes are in good de- 
mand. 











| WINDOW 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. CLEVELAND: 

Best drade manila rope at 22%c. 
per lb. for factory shipment and 23c. 
per lb. for stock shipment; sisal rope, 
1l6c. per lb. for factory shipment and 
16%c. for shipment from stock. 


SASH WEIGHTS.—While not active, 
these are moving somewhat better than 
earlier in the season. 


JOBBERS'’ QUOTATIONS TO RE- 
TAILERS, F.0.B. CLEVELAND: 
Sash weights, $36 per ton; for mill 
shipment, $34 per ton. 
STOVE PIPE AND ELBOWS.—Orders 
have improved, as retailers are buying 
for fall shipment. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. CLEVELAND: 

6 in., 20 gage stove pipe per crate 
of 25 joints, $3.28 for factory ship- 
ment and $3.55 for stock shipment. 
Same, 26 gage, $3.90 for factory ship- 
ment and $4.25 for stock shipment; 
6 in., corrugated elbows, $1.30 per 
erate for factory shipment and $1.40 

for stock shipment. 


SHEETS.—While galvanized sheets are 
rather quiet, they are moving somewhat 
better than a few weeks ago. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

24-gage galvanized sheets, $4.60 per 
100 Ib. 


VENTILATORS.—Jobbers 
are taking orders for fall shipment at 


| the recently reduced prices. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

Continental No. 837, $2.85 per doz.; 
No. 1137, $4.00 per doz. 


Washington News Letter 


curred to them—and some of these are 
certain to be striking. 

The work, Mr. Feiker said, will be 
a strictly merchandising census, to in- 
clude both wholesale and retail estab- 
lishments. As regards the distribution 
of “consumer goods” (that is those 
ready for final consumption by the in- 
dividual consumer, as against those des- 
tined for use by industries or for 
further processing), the census, accord- 
ing to Mr. Feiker, will probably omit 
commission agents, manufacturers’ 
agents, and merchandising brokers. He 
said that it is frankly recognized that 
the omission of firms in these latter 
classes is a deficiency which “we should 
try to remedy in later censuses.” 

In taking the census of retail mer- 
chandising, two different schedules of 
questions will be employed, according 
to present-plans. The first will be a 


short ferm, which all retailers will be 
required té-fill out. 


The second sched- 





(Continued from page 62) 


ule, calling for the presentation of con- 
siderable detail as to the business 
transacted, will be submitted to the 
larger retailers. It must be borne in 
mind, Mr. Feiker explained, that about 
10 to 15 per cent of the retail establish- 
ments account for something like 60 to 
75 per cent of the retail business, so 
it is felt that the value of the mer- 
chandise-distribution census will not 
be seriously impaired by the fact ab- 
solutely complete details concerning 
the business of the smaller retailers 
will not be gathered. 

The Federal Trade Commission has 
just promulgated rules of practice 
covering the range boiler industry. On 
the basis of volume of business, it is 
estimated that 60 per cent of the in- 
dustry was represented at the trade 
practice conference which was held in 
Washington on June 4 at which times 
rules of conduct were adopted. 

Unusually numerous requests for the 





Department of Commerce’s latest book 
on “Commercial and Industrial Organi- 
zations of the United States,” just fresh 
from the press, which sells for 60c. a 
copy. It is exceptionally complete in 
listing names of trade associations and 
cooperative organizations of the 
country, and well arranged. For the 
first time the secretaries of all national, 
international and interstate organiza- 
tions are listed. These organizations 
are also classified by commodities and 
services as well as alphabetically 

The Department has also just issued 
volume I of its “Commerce Year Book’”’ 
for 1929, which sells for $1. It incor- 
porates statistical information originally 
collected by numerous government 
bureaus, trade associations, and trade 
journals and presents material for all 
branches of industry, agriculture and 
trdnsportation, finance, etc., in great de- 
tail. 
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Lupton Dispiay Equipment 
Hewes tue Customer To REMEMBER 


Extra sales from each individual is the 
basic thought behind modern retail 
merchandising. The shrewd merchant, 
nowadays, makes his store a big mem- 
orandum pad that is alive with sugges- 
tions to the customer’s mind. A man 
goes into a drug store to buy tooth-paste 
and comes out with razor blades and 
shaving cream. 

To accomplish this deftly, without 
antagonizing the customer, goods must 
be brought down off of high shelves and 
put where they can be seen. With com- 
petition crowding in on all sides, with 
everybody from the big department 
store to the corner druggist carrying 
some of his items, the hardware dealer 
must get in step or go broke. 

In providing equipment with which 
the hardware dealer can meet these 
changing conditions, Lupton has ren- 
dered a broad service to the hardware 
business. Lupton engineers 


went to the National Retail 
Hardware Association for 























LUPTON Counter Casrnets. Handy 
for small items in odd lots. 6 


drawer, $10. 8 drawer, $5. F.o.b. 
Philadelphia or Chicago. 





LoUP Tron 


WHERE STEEL IS FUSED WITH SINCERITY 


advice and built steel equipment follow- 
ing closely their specifications. Shelving, 
bins, display tables are planned and 
built to put each item before the cus- 
tomer’s eyes. Similar articles are grouped 
together to save.valuable minutes in 
serving the customer. Visible merchan- 
dise gives the dealer an instant and accu- 
rate check on items out of stock. Made 
of steel, Lupton equipment is unaffected 
by weather or fire, is quickly adjustable, 
and gives the interior of the store an 
inviting and business-like appearance. 
Lupton merchandising engineers have 
made a thorough-going survey of the 
problems that confront the hardware 
dealer. They will analyze your store ar- 
rangement, and provide complete plans 
for getting the most out of your floor 
space with Lupton steel equipment. 
Have a Lupton representative explain in 
detail. There’s no obligation. Write to 
Davin Lupton’s Sons Co., 
2245 East Allegheny Avenue, 
Philadelphia, Pa. 
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Aunt Nora’s Vacation 
(Continued from page 43) 


| I get rather lonesome I do sit with them and they seem 
to appreciate my paying them a little attention. Some- 
times I send them flowers and it is surprising how 
grateful they are just for this little attention. 

People here all seem to be very rich. You never saw 
so many fine motor cars. Some of the young men and 
girls have their own cars and they are going it night 
and day. One is reminded on all sides of the great 
prosperity of this country. 

3eatrice occasionally asks me if I am lonesome but 
I do not want to be selfish and spoil her good times, so 
I tell her I am having a wonderful rest. Really, it is 
a lovely place and one should be thankful to be able to 
be here. I often think of the poor people in the New 
York tenements on such a hot summer day as this. 
They must have a terrible time. 

Beatrice says that all this motoring and dancing is 
terribly hard on one’s clothes, but I am working on her 
clothes and I am sure we can manage to make out until 
our return. Besides, Beatrice tells me there are some 
very good shops in Colorado Springs, so if anything is 
needed we can replenish our wardrobe. 


I DO not wish to write anything disagreeable but I 
feel I should tell you. There is a young fellow who is 
just haunting Beatrice. I don’t care much for him. 
He has just a little bit too much self-assurance, and 
besides it is quite evident that he is trying to dodge me. 
I do not care for his manners. He has been trying to 
monopolize Beatrice, which I don’t like at all, but we 
will soon be leaving here and she probably will never 
see him again. Now, don’t worry. I will see what I 
can find out about this young man. I do wish though 
that he wouldn’t always be hanging around. The 
trouble is he just drives the other young men away. I 
have even hinted to Beatrice that it was a mistake on 
her part to allow this. She, however, just shook her 
shoulders and laughed. 

The'poor man who was hurt is very much better and 
now walks around quite a bit. I hear he is one of the 
richest men in Chicago. You would never know this 
from him, as he is so simple and unpretentious. Just 
think! One day he sent me a book and another day he 
sent me a beautiful bouquet of flowers. This little 
attention was so unusual that it quite flabbergasted me! 

Much love, 
Affectionately, your sister Nora. 


* Ox 


(Letter No. 4) 
Moorlands, August Ist. 





My dearest Mary: 

My, what a lot has happened since my last letter! I 
do wish you were here, as I feel my responsibility keenly. 
While I have done my best still I feel very much at a 
loss. Besides, I must admit I do not understand this 
young generation, not having had any children of my 
own. 

Beatrice’s young man has just been with her all the 
time. She has turned down some of the nicest young 
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men here, with Rolls Royces, just to be with him. As 
he has no car, they take long walks evenings and 
Beatrice says she much prefers walking to motoring, 
and it is very much better for one, especially in this won- 
derful mountain air. She has almost given up dancing 
and this seems a shame, with all of her beautiful evening 
gowns. 
the moonlight with the mountains in the distance and 
have Archer recite poetry to her. His name is Archer 
Smith—not Arthur or Archie, but Archer. 


Hl FELT it was my duty to make Archer talk to me, 
which he very reluctantly did. He seems to be a nice 
boy, but is very young. It seems his people are in quite 
moderate circumstances. They live in another town in 
Colorado, where Archer clerks at the local hotel. It 
also seems he came here for his vacation on some kind 
of a special arrangement. 


She tells me it is just wonderful to sit out in | 





With all the rich people here | 


this hardly seems to be the place for a poor boy to spend | 


his vacation. 

However, Beatrice tells me that money isn’t every- 
thing, and that no doubt some day Archer will own a 
hotel of his own, just as nice as the Moorlands. So I 
told her we would talk it all over with you just as soon 
as we-got home. 

Now, my dear, I am afraid you won't like this, but 
I am sure I have done my very best. Possibly Beatrice 
did have a little too much freedom. Possibly I should 
have been a little firmer with her, but what could I do? 


I am sure I have been very lonesome without her, but | 
I thought if I insisted upon her sitting with me this | 


would be very selfish on my part. I did not wish to 
spoil her vacation. 

I must say I am tired i looking at the mountains. 
Mountains do become a little monotonous. The only 
difference between one mountain and another seems to 
be that one is higher than the other. I am also getting 
tired of this lake that I thought was so beautiful at 
first. I must have walked around this lake a thousand 
times. I sometimes wish they had never found out about 
the sheep, or the goats, which is it? 

Well, dearest, I do feel depressed about Beatrice. 
Her clothes were so lovely, and this is such a beautiful 
place and there were such wonderful young men with 
such splendid cars! Somehow I am afraid you will be 
disappointed, but she is packing up for the home trip— 
all that is left of those lovely clothes. But Beatrice 
says Archer has given her a beautiful book of poems, 
which she can read all the way home, so she won’t mind 
the monotony of the trip home very much 

We will be back at that wonderful Grand Central 
Station next Thursday morning at 9:30. Do you know 
I think this is the most wonderful station in the world. 
I never saw the equal of it in Europe, and no matter 
where I travel or where I go I always have a thrill when 
I return to the Grand Central. 


I AM wondering if they have those carpets, flowers 
and plants for the return trains. It would be too bad if 
they haven’t. One then might think that having spent 


all of your money traveling they did not care so much for 
you upon your return. 


It really does seem that when 

















Fall 
' To Buy 






~~ seinen: Furnace 
Pokers, Lid Lifters, 
Stove —— 


= ampers - 


Arcade Steel Spindle Dampers are pa seo with an accurately 
molded extra heavy cast iron blade and rply ground electric- 
ally welded spindle with nickel plated steel spring handles. 
Made for all sizes of pipe. 



















Bent End Stove Pokers 


Straight End Stove Pokers 


Arcade Stove Pokers are made in nine different sizes and 
furnished either straight or bent. They have slender tapered 
points and handles formed of tempered wire, closely coiled 
and firmly attached. The entire Poker is fully nickel plated. 


















The heavy duty furnace poker is especi- 
ally substantial, 14” in diameter and 48” [f 
long. 






This Arcade Stove’ Scraper is made in all 
standard sizes. The blade is 1!4x3%4"”, and will 
not come loose. 








No. 9351 Lid Lifter 


agannnhty) Wr 
~Y * , anegSS 


hot. 
HARDWARE 


ARCADE="Tovs 


Write us for Catalog ~ Ask your Jobber for Prices 


Loop handle lid lifter 
with spring wire handle 
securely locked on the 
casting. Length over all 
9”. Handle does not get 













Arcade Manufacturing Company 
Freeport, Illinois 
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The Hanger That 
Fits The Pocket! 
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Open Position 
FOLDING, extending Alsize Hanger that 
fits the pocket when not in use. It is the 
ideal companion for tourists and traveling men. 
Made in colored enamel or nickel finishes. 

No matter what the Alsize Hanger is to be used 
for—it serves every purpose—a man’s overcoat, 
woman’s dress, or a baby’s garment, all fit equally 
well on the extensible arms of this new collapsible 
hanger.—A perfect Hardware Specialty. 





Retails for 15 and 25 cents! 



















Leatherette Carry- 
ing Case Fur- 
nished with 
Pair 


A leatherette carrying 
case to hold a pair of 
Alsize Hangers is just 
the thing for the travel- 
er. Hangers can then 
be conveniently stowed 
away in trunk or travel- 
ing bag, as well as in 
the coat pocket. 


Two hangers in leather- 
ette case retail for 25 
to 35 cents! Send now 
for samples of this new 
clothes and space saver! 


Beautiful 6-color 
counter display 
furnished with 
each $3 dozen 
Alsize Hangers. 


“Selected territories 
still open for fac- 
tory representatives. 
Write us all about 
yourself.’’ 


“Also manufacturers 
of ticket punches, 
pliers, moisteners 
and other metal spe- 
cialties.”’ 





McGill Metal Products Co. 


130 N. Wells St., Chicago 
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you return home you should find more flowers, more 
plants and nicer carpets. 

Be sure to meet us. They tell me this train is always 
on time. With world’s and world’s of love, 

Affectionately, Nora. 

P. S.—Now that it is all over I must admit, my dear 
sister, that I was quite lonesome on this trip. Of course, 
one should know that it is only natural that the young 
and old cannot mix. We older people are just foolish 
to expect it. I have talked this over with Mr. Chapman 
Brown, the gentleman who was hurt in the automobile 
accident, and he agrees with me that middle-aged people 
must find their happiness in the society of people of 
their own age. Mr. Brown seems to have a very nice 
disposition, and he has quite a philosophical mind. He 
is president of the Chapman Brown Electrical Power 
Company. He told me that he was often lonesome him- 
self, so when he proposed I accepted him, because there 
is really no good reason why both of us should go 
along being lonesome, especially as older people must 
sooner or later make up their minds to get their enjoy- 
ment of life from people of about their own age. 

Nora. 


The Home Playground Offers 
a New Market 


(Continued from page 47) 


tivity at home. Here the children may have their 
instinctive desires fulfilled while still under the super- 
vision of the home. 

The community playground increases in value each 
day. Supervised play and wholesome recreation are par- 
taken joyously by the boys and girls. The sand box 
replaces the mud pie of the gutter—the swing replaces 
“hitching” on trucks, and the thrills of the slide and 
see-saw drive out of mind the climbing of fences and 
fire escapes. 

School playgrounds are a welcome adjunct to the 
physical education program which is often compulsory. 
Recess play and after school play is easiest and most 
valuable and secures maximum participation on school 
playgrounds. 

Merchandising of playground equipment closely 
parallels the selling of toys and sporting goods. The 
dealer must educate his customers to the value of a 
slide, just as he advocates stainless steel cutlery or quick 
drying lacquer. The educational campaign laid down by 
a dealer can be largely based on editorial articles which 
are constantly appearing in newspapers and periodicals, 
The Playground and Recreation Association of America, 
315 Fourth Avenue, New York, N. Y., publishes valuable 
literature relative to playgrounds, and the Chamber of 
Commerce of the United States has taken such an inter- 
est in the matter, that it recently released a handbook for 
local Chamber of Commerce executives, which covers the 
subject of playgrounds in a very complete manner. 

The dealer should bring home to his customers, 
through advertising and direct mail campaigns, the need 
of community playgrounds and the advantages of play 
equipment at the home. Women’s clubs, civic authori- 


‘ 
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ties and industrial organizations should be approached 
for support—in fact, there are few people who are not 
and can not be interested in the welfare of the children 
of the community. 

Display is always a good sales stimulator. In Atlanta, 
Ga., the King Hardware Co. has found excellent success 
with its play equipment. A slide, set up outside the 
store for the use of children, sold twenty-five slides in 
one season! 

The organizing of a playground for community use 
and the selecting of its equipment, is not a difficult task. 
Neither is it a hard job to convince clear thinking parents 
that play equipment at home will be of inestimable 
value to their children. There is timeliness, appeal, in- 
terest and great possibilities in the age-old see-saw. The 
slide satisfies the early desire for “speed” in the heart of 
the child. The hardware dealer is offered an opportunity 
to help the younger boys and girls of his community 
to improve their welfare and to aid in their early devel- 
opment. Will he take advantage of the offer? He has 
never before failed his community and will not now. 





Winchester Display Available 


The new Winchester display shown herewith features the fig- 
ure of the Winchester Pioneer. It forms a tie-up with the adver- 
tising campaign which the company plans to inaugurate this 
month. The figure of the pioneer will be used in all advertise- 
ments of the new and old Winchester lines that were placed 
on an open market basis about two months ago. 

In the new display the pioneer is shown holding an eight-page 
book, on each page of which a single line is featured. When 
the display has served its purpase in a gun and ammunition win- 
dow, the dealer 
can simply turn 
the page and have 
a flashlight and 
battery display, a 
fishing tackle dis- 
play, a roller skate 
display, and a cut- 
lery and tool dis- 
play. In this way 
there is an_ all- 
year-’round perma- 
nent fixture for the 
dealer’s window 
that can be adapt- 
ed to any season. 
In addition, also, 
the Winchester 
company has had 
the pages of the 
book lithographed 
separately for the 
benefit of the 
dealer who handles 
only one or two of 
the lines, or for the dealer who wishes to display all lines 
simultaneously. 

The complete display, lithographed in full colors, stands 40 in. 
high and 30 in. wide. It is supported by a sturdy easel back. 
The book held by the pioneer measures 15% in. by 21% in., 
and slopes outward and forward so that the opened pages lie 
smoothly back. Each of the new displays contained in the book 
is also lithographed in full colors. Dealers can secure the entire 
new display, the separate pages, or the entire display and sep- 
arate pages by requesting it from Winchester Repeating Arms 
Co., New Haven, Conn. 


WINCHESTER 4 
am. 
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Steel Bathroom 
ABINET 


Corcoran Cabinets are the Origi- 
nal and Only One-Piece Steel 
Cabinets. No cracks—No seams— 
No welded joints—No raw edges. 


—~it Opens! 











» 2 te 
ra F \ Now, the cabinet that 
opens with a touch of 
: the finger! Release 


catch—door swings open 
automatically — quickly 
easily. Plunger acts 
as a cushion when clos- 
ing door, preventing 
mirror breakage. Again 
Corcoran has done the 
unusual —improved an 
already superior cabinet 
for the bathroom. A 
growing leader, Corco- 
ran Cabinets are out- 
standing — accepted — 
and approved the world 
over. This new feature 
adds another important 
selling point to a cabi- 
net that’s easy to sell. 
Write today for descrip- 
tive catalogue giving de- 
tails of the entire line. 























Cabinet body and flange drawn from 
one continuous piece of steel. 

Round corners inside and outside har- 
monize with all bathroom fixtures. 

Continuous piano type brass hinge will 
not sag or warp. 


edge glass shelves 
forward 


Special pad prevents mirror breakage. 


cannot slip 


Corcoran Cabinets are sold through Jobbers only. 


Write for new Catalogue. 


THE CORCORAN MFG. COMPANY 
Norwood, Cincinnati, Ohio 


Complete stocks are now being carried in Chicago, New York, Phila- 
delphia and Boston; communicate with Corcoran offices at 1820 McCormick 
Bidg., Chicago; 1228 Locust Street, Philadelphia; {1 West 42nd St., 
New York, and Beaudette & Graham Co., 915 Boylston St., Boston. 


SS SB SS SS SS SS SSS SESS SSS SSS SS SSS SC SS See eee 
CORCORAN MFG. CO., Dept. HA-8 
Gentlemen : 


We are interested in Corcoran One-Piece Steel Bathroom Cabi- 


nets. Kindly send catalogue and full details. 

DM 6eecwabas tonic sdeh wee Hes ee aavaT sd apleeud Raebe ee odes evel 
Fe gin IT Ree ee Ee Ee IER, REE COCO ECE AY a RO 
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Little yarns that others have laughed 
over culled from various sources. As a 
contemporary puts it: 
have been copied, the rest will be.” 


“Some of them 








Two small children were engaged in 
boastful conversation. 

“My father,” said the first, “has 
electricity in his hair.” 

“That ain’t nothin’, my old man’s 
got gas on his stomach.” 





Gert: “Did you get your husband a 
surprise on his birthday?” 

Sadie: “I'll say I did. You never 
saw a more surprised man in your 
life.” 

Gert: “What did you get for him?” 

Sadie: “Breakfast.” 





“John,” called his wife from the bed- 
room, “I heard the clock strike two 
as you came in.” 

“Yes, dear. It was beginning to 
strike ten but I stopped it for fear it 
should wake you.” 





He: “Here comes a friend of mine. 
He’s a human dynamo.” 

She: “Really?” 

He: “Yes, everything he has on is 
charged.” 

HEAVENLY PEACE 

Doctor: “When you take your wife’s 
temperature she must place the ther- 
mometer under her tongue and keep 
her mouth closed for two minutes.” 

Mr. Jones: “Haven’t you one that 
takes half an hour?” 

English Magistrate: “Could the 
motorist have avoided hitting you?” 

Plaintiff: “Aye, ’e could, your wor- 
ship. ’E ’ad the choice of ’itting me 
or the missus an’ ’e picked me.” 





The pretty young kindergarten mis- 
tress had been telling her pupils all 
about the winds, their power, different 
effects, and so on. “And children,” 
she went on enthusiastically, “as I 
came to school this morning on the 
top of the ’bus something softly came 
and kissed my cheek. What do you 
think it was?” “The conductor!” 
cried the children joyously. 








Music Critic (to sweet young | 
thing): “How did you like the bar- | 
carolle at the musicale last night?” 

Sweet Young Thing: “I didn’t stay 


for the refreshments, Mr. Cleff.” 





A mule once met on the highway one 
of the small automobiles which have 
made Henry Ford famous. 

“And what, strange creature,’ 
the mule, “are you?” 

“An automobile,” answered the four- 
wheeled vehicle. 

“IT am a horse,” replied the mule. 

Whereupon they both laughed 
heartily. 


’ 


asked 


Sandy M’Pherson was traveling to 
Glasgow, and on the way he felt 
thirsty, so he took out a bottle and 
drew the cork. Just as he was about 
to take a taste, a fellow passenger in 
clerical garb addressed him: 

“Excuse me, sir, but I am sixty- 
five years of age and I have never 
tasted a drop of whiskey!” 

“Dinna worry yersel’,” said Sandy, 
“you’re no’ gaun tae start noo!” 





A policeman caught a Welsh motor- 
ist exceeding the speed limit on his 
car. 

“What’s yer name?” he demanded. 

“Aubrey Llewellyn Brynmawr of 
Llewellyn,’ was the reply. 

The policeman put his notebook 
away and eyed the offender sternly. 
“Well, don’t let me catch you again!” 
he said severely. 





Particular Old Lady: “Are those 
eggs. fresh?” 

Grocer: “Here, boy, see if those eggs 
are cool enough to sell yet.” 





First Urchin: “Doctor Smith brought 


our baby.” 
Second Urchin: “We take from him, 


too. 





Little Lucy had been in bed but five 
minutes, when she called out, ‘Mamma, 
| want a drink.” 

“You must keep still and go to sleep, 
Lucy. You had a drink before you 
went to bed.” 

Ensued a silence of three minutes, 
then—‘Mamma, I want a drink.” 

“Lucy, if you don’t keep still and go 


| to sleep I will come there and spank 


you.” 

Silence for four minutes, “Mamma, 
when you come to spank me, please 
bring me a drink.” 





Judge: “The policeman says that you 
were traveling at a speed of sixty 
miles an hour.” 

Prisoner: “It was necessary, Your 
Honor. I had stolen the car.” 

Judge: “Oh, that’s different. Case 
dismissed.” 


She: “No one understands me.” 

He: “No wonder, your mother was 
a telephone operator and your father 
a train announcer.” 





Tourist: “What’s the charge for this 
battery ?” 

Foreign Mechanic: “One and a half 
volts, sir.” 

Tourist: “How much is that in 
American money ?” 





The druggist was awakened long 
after midnight by the violent ringing 
of his doorbell. On looking out his 
window he saw a young miss in eve- 
ning clothes. 

“What’s the matter?” he cried, as 
he pulled on his dressing-gown. 
“Somebody ill?” 

“Oh, no,” she cried gaily, “but I’m 
at a dance close by and I’ve mislaid 
my rouge.” 

“Really?” asked the druggist softly. 
“Well, I’m sorry, but I never keep 
enough rouge in stock to cover a cheek 
like yours!” 
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oe gg An “Up-to- -Date” Jig Saw 
= — Completely Equipped For $15 


\ 
CAPACITY-12 





ADJUSTABLE 
SLIDE — 


Think of merchandising such a fine Jig Saw as this for only $15.00 including 
still “iia |] grooved pulley, belt, 6 keen cutting saw blades and a tilting table which gives 
an angle of 45 degrees. 


Has sawing capacity of 12”, will handle stock 1” thick; fly wheel 7”; saw 
table 6” x 7”. Shafts hardened and ground. All parts machined accurately. 


A wonderful tool for all scroll sawing. Guaranteed to cut all soft metals 
Made of Finest Semi-Steel and wood true to markings. Good profit. 





An Efficient Portable 
Electric Band Saw 


Our “Up-to-Date” 12 inch Band Saw with Saw Blade at $35.00 is another 
outstanding value. This is the latest development in Blade Saw Equipment. 
A sturdy one-piece Saw with solid iron frame with removable base. 


All parts are carefully machined and in perfect adjustment. The base 
retails at $5.00. Choice of 1% hp. motor, belt and pulley at $17.50 or % hp. 
motor, belt and pulley at $22.50. Aluminum Saw Guard may be had at 


$8.50. 
Send for Complete Details and Discounts 


Up-To-D ATE MACHINE WORKS Special Spring ihaiealiiin Paniennete Saw 


Blades A Break 
2915 S. Wabash Avenue CHICAGO, ILLINOIS ee ae 











POULTRY.sNETTING 
Civomines Lae nd ant Ccivmmtnns Oe Sarees _ 


PICKING A WINNER 
IN HACK SAWS! 


teria Xe > Z ETE Ss PEE 
<a > Stock 


find Profit with 





The Forsberg No. 61 Forsberg frame with 
non-breakable rubber handle has every hack 


saw requirement. 


SOLID CONSTRUCTION 
REINFORCED BACK 

POSITIVE RIGIDITY 

POLISHED NICKEL PLATED FINISH 
FINGER EASE PISTOL GRIP HANDLE 


PLUS FORSBERG QUALITY 









A at the end of every roll! 


"2 The Gilbert & Bennett Mfg. Co, 


Established 1818—America’s Olden Woven Wire Pectory 


“A winner by merit—a buy in price” 


The Forsberg Manufacturing Company 


Bridgeport Connecticut 






WIRE CLOTH, NETTING and FENCING 
Galvanized Steel Wire Cloth in all Meshes and Gauges 


Mew York City Georgetown, Conn Chieage Kenece Gy - 





“The Hack Saw Frame Specialists” 
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| 
S | 
| 
VACUUM 
FREEZER | 
F any customer asks you why the 


Self-Freezing 
I ice cream freezer he sells is named 
“Everybody’s Self Freezer,” tell him 
because everybody likes it and because 
it does freeze ice cream automatically. 
Popular sizes at popular prices. 


BUY FROM YOUR JOBBER 
NEW YORK, N. Y. 











1140 BROADWAY, 








Means Easy Sales 


KNOWN QUALITY Satistied Customers 
SHARK BRAND CHISELS 


Manufactured by E. A. Berg 
are made from 


Mfg. Co., Ltd., Eskilstuna, 

Sweden. the finest Swedish 

Butt Beveled edge. charcoal steel, sturdy 
and well made and 


Regular Beveled 
craftsmen and lovers of 













edge. 
Socket good tools appreciate their 
Chisels. known quality. 


Because of their reputation as de- 
pendable tools, they sell with little 
effort, which means sure _— to you. 
We a fall lin 
SWEDISH Made 1 TOOLS and “HARDWARE 
Order from your jobber today, or write 


SCANDINAVIAN WESTERN IMPORTING o- 
107-109 Lafayette St., New York, aes 
Minneapolis, Mina. Seattic, Wash. Montreal, 


Ltd. 








Refrigerator and Builders’ 
Hardware 


We are now preparing for your fall busi- 
ness. New additions to our lines will 
interest you. 


Better Hardware in Brass and Bronze 


Greene Tweed Corp. 
9 Liberty St., Newark, N. J. 


Reg. U. S. Pat. Off. 


cyo 


Reg. U. 8. Pat. Off. 











se eX? pybbish burners 
ar? cake coolers 
canning \ 
racks Wire baskets 
kitchen wire goods 


UNION STEEL PRODUCTS CO. 
ALBION, MICHIGAN 


‘UNION" 


tandard household spe- 
Satis with exclusive 
features. Prices that 
keep them turning over. 
Write for catalog No. 
427 and latest price 
sheet. 





























Installment Credit Seen as a 
Stimulus to Trade 


As a positive stimulus to trade, the use of installment 
credit has probably been of much less importance in 
the United States than the influence of advertising and 
sales promotion. This is the considered opinion of 
Dr. Melvin T. Copeland of the Harvard School of 
Business Administration, discussing Marketing in a sur- 
vey prepared for the Committee on Recent Economic 
Changes of the President’s Unemployment Conference, 
of which President Hoover is chairman. 

Among the statistics used in the National Bureau’s 
report on installment buying were those of Prof. E. R. 
A. Seligman, who estimates the total sales for 1925 at 
$4,875,000,000, of which the sales in the automobile 
industry alone were more than half the total of all 
industries that year. The largest growth in the sale of 
cars on this plan, however, was prior to 1923. 

Installment payments, the survey of the Bureau de- 
clares, have long predominated in the sales of pianos 
and sewing machines. Substantial quantities of furni- 
ture, jewelry, farm machinery, electrical labor-saving 
devices and radio sets have also been bought on this 
system. 

“It was but natural,’ the survey states, “that the 
volume of installment sales should have increased. . . . 
The use of the installment credit, however, was a means 
of lessening sales resistance rather than a positive stimu- 
lus to sales. Hence the primary cause for the change 
in the volume of business in these trades must be sought 
elsewhere than in installment selling, and, as a matter 
of fact, it is probable that the amounts spent for ad- 
vertising and sales promotion annually in the United 
States have had a greater influence than installment 
sales on the developments during the last ten years.” 





Perfection Devil Grass Rake Cuts and Cultivates 


The Perfection devil grass rake cuts and cultivates, as well 
as raking devil grass out of the lawn, according to the Ives- 
Fletcher Manufacturing Co., its manufacturer and distributor. 

The tool is of sturdy construction, made up of a series of 
teeth into which is horizontally inserted a sickle-like knife. As 
the teeth pick up the runners of devil grass they are carried 

















back to the edge of the knife, causing them to be cut off close 
to the ground. The rake operates on ball-bearing wheels, which 
eliminates labor. 

The manufacturer states that the rake can also be used for 
general gardening such as cutting weeds in flower beds and at 
the same time cultivating the ground. The Ives-Fletcher Manu- 
facturing Co. has its headquarters at 5811 West Adams Street, 
Los Angeles. 
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Allaboughs Prove That Sporting 
Goods Belong to the 
Hardware Store 


(Continued from page 45) 


department, is the fishing license service. Through an 
arrangement with the town clerk, Allabough issues fish- 
ing and hunting licenses to local sportsmen. This 
courtesy service is a great business-getter and last year 
more than 1500 such permits were issued at the store. 
The company also secures fishing and hunting permits 
for New York State, if needed. 

Mr. Allabough, like other progressive merchants, be- 
lieves thoroughly in the necessity of merchandise dis- 
play. Every April a special fishing tackle display is 
arranged in one of the large display windows, featuring 
the opening of the trout season. At regular intervals 
during the ensuing months, other sporting goods is 
shown. Just prior to the opening of the hunting season, 
an arms and ammunition display is constructed. This 
annual window always attracts an unusual share of at- 
tention and is a proved sales stimulator. 


Te importance of a satisfied juvenile customer is 
recognized at this store. The company enjoys selling 
a small fishing outfit to a youngster, for it knows that 
it is helping to create a satisfied customer and an 
Allabough booster for years to come. 

Mr. Allabough and his salesmen do not profess to be 
expert advisors on the usages of various pieces of tackle, 
baseball equipment and the like, but have a knowledge 
of the merchandise which has been gained through years 
of practical selling experience. They like to help the 
new member of the Izaak Waltonites in the selection 
of rods, reels and line. The Allabough “log cabin” is 
truly the sportsmen’s headquarters in Ridgewood, a 
residential suburban community of 7800, of which the 
majority of the residents own their own homes and 
commute to New York City daily. 


If You Had Spent Fifty Years 


In the Hardware Business 
(Continued from page 41) 


a real effort to serve them in the best possible manner. 
You can advertise with greater confidence because you 
can ‘back up’ quality advertising copy with a high class 
establishment.” 

With a store bedecked in all its splendor with the 
latest modern equipment it certainly would seem that the 
Hawthorne Hardware Company is “all set” for even 
smoother sailing in the future. As we said before—the 
accolade of success is generally conferred on the most 
deserving—the patrons serve as judges, and their de- 
cision favors the alert, progressive dealer every time. 








LAWN MOWERS for 1930 
A Complete Line for Jobbers 





ne New 
i Models 
that show 
real 
Improve- 
ments 
combined 
with 
Attractive 
Dealer Helps 
that 
help you 
get 
BUSINESS. 
Get our 
proposition. 


Manufactured by 


CLARINDA MANUFACTURING CO., Clarinda, Iowa 














The Most Complete Line 
on the Market 


CAS HEATERS 


REZNOR MANUFACTURING CO., MERCER, PA. 


























ARMSTRONG BROS. Improved 
All Steel PIPE WRENCH 


Improved ball and socket action elimi- 
nates usual “frame.” Nut cannot fall 
out. Side pull strain taken up by 
























forged lugs. No _ exposed 

springs. Replaceable Tool 

Steel Jaws. 

—- You will thrill at the 
ee Sa “feel” of this wrench— 


at its exceptional strength, 
simplicity, and efficiency. It 
is truly an improved tool typi- 
cal of the ARMSTRONG BROS. 
Line of Better Pipe Tools. 


ARMSTRONG BROS. TOOL CO. 
“The Tool Holder People” 
314 N. Francisco Ave. Chicago, U. S. A. 


P-10 
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7) lea eee Meee iclii.s 
on the Established Reputation 





of Witte Engines 








2 te 30 H.P.—A size and style for every job. Either gasoline or kero- 
sene—Power Saws and Power Pumpers 


Sold Through Dealers Only! 


For almost sixty years the name “WITTE” 
has been known and highly respected by en- 
gine users throughout the world. More than 
five million dollars ($5,000,000.) have been 
spent in establishing this enviable world-wide 
reputation. 


WITTE Engines are built by men who have 
made engine building their life work. The fact 
that 300,000 WITTE Engines are now in daily 
service in all parts of the world is proof of 
their desirability and dependability. The 
WITTE is a precision manufactured job de- 
signed to meet the exacting demands of mod- 
ern users and a life-time guarantee goes with 
every engine. 


WITTE Engines, Power Saws and Power 
Pumpers are marketed exclusively through 
distributors of established reputation. We have 
a proposition which will allow a limited num- 
ber of well-rated distributors to capitalize on 
the established reputation of WITTE Engines. 
Write today for details about our dealer fran- 
chise which includes a special finance plan by 
which we will accept your customer’s paper. 
A complete line of sales helps and real sales 
assistance are also provided WITTE dealers. 





SALESMEN WANTED—If_ you | 
know of any real good Engine Sales- 
men, give us their mames and ad- 
dresses. 











WITTE ENGINE WORKS 


KANSAS CITY, 
ENGINE BUILDERS SINCE 1870 











Punxsutawney’s New Pool the 


Gift of George C. Brown 


(Continued from page 51) 


finest plants in the State. Here are a few facts about it: 

“The major pool is 60 feet in width and 120 feet in 
length. Its minimum depth is 2 feet 4 inches and its 
maximum depth 8 feet 7 inches. It is constructed en- 
tirely of concrete, heavily reinforced. The wading pool, 


| which promises to be as popular as the big pool, is 25 


feet by 25 feet, with a maximum depth of 18 inches, in- 
suring absolute safety for the little tots. The bath house 
is 60 feet in length, 20 feet wide, comprises three com- 
partments, one devoted to a dressing room for men, 
another for the women and the third for the sale of re- 
freshments, etc. The bath house is of pleasing design, 
painted green and white. Showers, toilets, lavatories, 
dressing booths, etc., are included in its equipment. 

“Equipment for the big pool includes a diving board 
at the level of the pool, and a diving tower and board 10 
feet from the water’s surface. A fountain at the shallow 
end of the pool aids in aerating the water. 

“A concrete concourse 5 feet in width surrounds the 
big pool, while the sections lying between the major pool, 
the wading pool and the both house are of concrete. A 
Cyclone fence surrounds the entire plant. The pool is 
lighted by six flood lights for night bathing. They were 
turned on last night for the first time and provided 
ample illumination. 

“Bathing suits, towels, etc., may be secured at the bath 
house. The hours of operation are from 9 a. m. to 9 
p. m. each week day and from 1 p. m. to 7 p. m. Sunday. 

“R. E. Bryson is in charge, with an able corps of 
assistants. Two lifeguards are on duty at all times. 

“The plant must be inspected to be appreciated. Punx- 
sutawney is proud of it and of its donor.” 





A Comfortable Reclining Chair 


Tucker Duck & Rubber Co., Fort Smith, Ark., has added a 
new luxurious touch to its reclining chair No. 11-F, already 
equipped with arms and a comfortable foot rest, by a canopy 
extension. This shades the head and body when in place, yet 
does not interfere with the chair’s being folded flat and in a 
compact manner. The new model is put out as No. 11-FC, and 
can be adjusted to three positions. 





These chairs are very attractive, lacquered in Chinese red, 
French blue, jade green or vivid orange, with fancy striped covers 
in combinations of red and gray canvas and other colors. 

Practically any color scheme may be worked out in furnish- 
ing parlors or terraces, where it is desired to follow a certain 
combination of harmonious coloring. The little canopy top adds 
the final touch of comfort and decorativeness. 
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T LABOR 
+1 BREAKAGE = 
REPLACEMENT 


FIRS 
ONY) 


ACTUAL 
COST 








Wctual Costs 
ProveThese 
All-Steel 

Pulleys as 
the World's Greatest Value! 


HOUGH it has been repeatedly demonstrated that Grand 

Rapids Pulleys will outlast the buildings in which they 
are installed, their first cost is no greater than that of 
ordinary cast iron pulleys. 








In actual cost, therefore, they are infinitely cheaper; for 
they completely eliminate breakage and replacement, and 
cut labor to the irreducible minimum. They are perfectly 
uniform—always fit the mortise—guaranteed trouble-proof. 


Literally millions of these pulleys are still operating per- 
fectly after more than 30 years of service—forcibly demon- 
strating how well it pays to standardize on the Grand Rapids 
line. 


There’s a type to meet every requirement. 
20 Models in Ball Bearing, Cone Bearing 
and Axle Bearing types. 


Sold by leading jobbers everywhere 


GRAND RAPIDS HARDWARE CO. 
558 Eleventh St. 
Grand Rapids, Michigan | 





GRAND RAPIDS 


HARDWARE COM PANY 


ALL ~ STEER 


SASH PULLEYS 
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Combined in a Space 114” Wide 


PRACTICAL 
FEATURES 






Bring to the 


RIXSON 
No. 94 


Casement Operator 


DESERVED 
SUPREMACY 


1. Only 3% turns for full swing. 

2. Operates smoothly, easily. 

3. Self-locking in any position. 

4. No interference with fly screens. 

5. Noiseless sliding block. Patented arm. 
6. Hard bronze driving screw. 

7. Compact wrought housing. 

8. Easy to install. 


Regardless of size, no other casement operator (with 
the exception of its older brother, Rixson No. 95) 
offers all the strong selling features of “Rixson 94”. 
Realize, too, that this mechanism mounts on stools 
as narrow as an inch and a half. There you have 
wide usefulness, rare efficiency — and sales strength. 


Write for full information, or see 
Sweet’s Architectural Catalog. 


THE OSCAR C. RIXSON COMPANY 
4450 Carroll Avenue Chicago, Ill. 


New York Office: 101 Park Ave., N. Y. C. 
Philadelphia Atlanta NewOrleans LosAngeles Winnipeg 









Wl 















Builders’ Hardware 


Overhead Door Checks 
Floor Checks, Single Acting 
Floor Checks, Double Acting 
Olive Knuckle Hinges 
Friction Hinges 


Casement Operators & Hinges 
Concealed Transom Operators 
Adjustable Ball Hinges 

Butts, Pivots and Bolts 
Door Stays and Holders 
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Steel Sheets De ‘ cats y< 


THAT GIVE MAXIMUM RUST-RESISTANCE! 


Highest quality steel sheets for theengi- = Black and Gailvasienll ae. vectinne 
neering, railway, industrial and general _ Rust-resisting Copper Steel Sheets, Tin 
construction fields. This Company is and Terne Plates adapted to all known 
the largest and oldest manufacturer of uses. Sold by leading metal merchants. 


The products of this Com- ; : ae: 

pany represent highest stand- pig se mee ons 
ds of lity and service. hicago, Denver, Detroit, 

pone oral otahe Cincinnati, New Orleans, 


Made right—sold right. New York, _ Philadelphia, 
——CONTRIBUTOR TO——— Pittsburgh, and St. Louis. 


sueeTsteet STEEL SHEETS for Every Purpose = #=sc 


“RADE EXTENSION COMMITTEE 
Manufactured by 


american Sheet and Tin Plate Company ,| 
sea Le ay 


ss General Offices: Frick Building, PIrTsBURGH, PA. 


lsh 
ul Gil aff SUBSIDIARY OF 





































PRINCIPAL SUBSIDIARY MANUFACTURING COMPANIES: 





AMERICAN BRIDGE COMPANY CARNEGIE STEEL COMPANY ILLINOIS STEEL COMPANY THE LoRAIN STEEL COMPANY 
AMEKICAN SHEET AND TIN PLATE COMPANY CYCLONE FENCE COMPANY MINNESOTA STEEL COMPANY ‘TENNESSEE COAL, IRON & R. R. COMPANY 
AMERICAN STEEL AND WIRE COMPANY FEDERAL SHIPBUILDING AND Dry Dock COMPANY NATIONAL TUBE COMPANY UNTVERSAL PORTLAND CEMENT COMPANY 


Pacific Coast Distributors—United States Steel Products Company, San Francisco, Los Angeles, Portland, Seattle, Honolulu. Export Distributors—United States Steel Products Company, New York City 














Small Polishing and 
Grinding Heads 


Quality Products Priced for Quick Sales 


We have a full line of these small polish- 
ing and grinding heads in many different 
styles, sizes, and combinations of heads. 


Every head is made of the best materials 
with the true Goodell-Pratt thoroughness 
of workmanship. 


Have you a copy of our big general 
catalog No. 16—if not, send for one—it 
lists hundreds of profitable and fast hoon. pearT comp, 


FIELD, MASS.U.5 oe 
moving uems. uae 





GOODELL-PRATT COMPANY -X%x vlad le, GREENFIELD, MASS.US.A. 


GOODELL~PRATT 


Fol OleoM Clole] bagel oe) &— 






























HARDWARE AGE for AucustT 8, 1929 








Your Own Store Paper 
produced for you each month by 


Bunting 


will widen your selling field more 
effectively than any method you 
can apply at equal outlay. 


Tell us the number of homes you want 
to reach in your community and we will 
respond with an interesting proposition. 


THE BUNTING SYSTEM 
North Chicago, Illinois 
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SPRUCE, LADDERS YEO? 
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Hardware Age Verified List 
OF WHOLESALERS AND RETAILERS 


Shows the names, addresses, capitalization, territory cov- 
ered, percentage of wholesale business, number of travel- 
ing men, names of executive officers and buyers, and the 
lines handled by the Hardware Wholesalers. 


For example, on pages 7 to 79 it indicates by the key 
numbers 27, 60, 68 and 72 which hardware wholesalers 
handle “guns, revolvers and ammunition,” “sporting 
good,” “toys and games” and “wheel goods,” respectively. 


Then, the Hardware Retailers on pages 80 to 353 who are 
rated |, 2, or 3 represent the livewire dealers doing 75% 
to 80% of the retail] hardware trade of the U. S.; and they 
too handle the products just mentioned. 
CONTENTS OF VERIFIED LIST 
Wholesale Hardware Houses in U. S., Canada and Foreign. 
Retail Hardware Stores in U. S., Canada and Foreign. 
Chain Hardware Stores in United States and Canada. 
5, 10, 25c. to $1.00 Syndicate Stores carrying hardware. 
Department Stores carrying hardware and housefurnishings. 
Manufacturers’ Agents in U. S., Canada and Foreign. 
Automobile Accessories Jobbers. 
Mill, Steam, Mine and Machinery Supplies Dealers. 
Sporting Goods Distributors. 
ail Order Houses handling hardware and housefurnishings. 
Woodenware and Willow-ware Wholesalers. 
Paint, Oil and Varnish Distributors. 
Radio Apparatus and Parts Jobbers. 
Plumbers and Tinners Supplies Jobbers. 
Membership Lists of Hardware Associations. 
Hardware Age Verified List of Wholesalers and Retailers is 
indispensable in economic direct-by-mail promotion work and 
also a helpful guide fer salesmen's calls. Every manufac- 
turer’s sales manager should have one on his desk, and every 
salesman could profitably carry a copy in his grip. Since 
the previous issue was published there have been more than 
10,000 additions and corrections, and these all appear in the 
current edition. 
It really is 16 directories in one. 


Published annually, $15.00 postpaid 


Hardware Age Verified List Department 
239 W. 39th St. New York, N. Y. 








Always true to its 
name, SUPERIOR 
BRAND HARD- 
WARE CLOTH 
will build good 

i will among your 
imagens . trade. 














! ; It is always made 
t { of standard size 
onan smooth, round 
wires evenly 
woven and heavily 
galvanized. 











G. F. Wright 
Steel & Wire Co. 


Worcester, Mass. 


BRAND 


OOD ADVERTISING IS 
written from experience and 
facts, and good advertising 

men—those who are pioneering in 
their business—are trained in ob- 
servation and deduction. Their 
opinions reflect these mental habits. 


A prominent member of an 
advertising agency wrote us an 
engaging letter recently, part of 
which read— 


“T have just returned from a 
week’s trip calling on hardware 
jobbers in Chicago, St. Paul, Kan- 
sas City, St. Louis, Minneapolis 
and Milwaukee. 


“I found Hardware Age every- 
where. One jobber, who shall be 
nameless, was complaining that 
there was too much advertising, too 
many things for the man to read 
and to prove it showed me a batch 
of papers he brought from home 
and said ‘had to spend an evening 
going over all these things—did 
not have time to do it at the office’. 
Most of the papers were pages torn 
from the current issue of Hardware 
Age—there must have been ten or 
twelve pages (two of them were 
ads). He had marked them for 
various people in his organization. 
This was the head of the house and 
a man prominent in association 
circles.” 

Practically every hardware job- 
ber subscribes to Hardware Age, 
not only for the principal execu- 
tives, but also for the buyers and 
traveling men. For instance, 252 
copies are mailed each week to 
one of the largest wholesalers in 
the Middle West—an organization 
noted for its enterprise and intelli- 
gent selling policy. 

Through Hardware Age alone, 
a manufacturer can present his 
sales story to the entire jobbing 
trade of the country with minimum 
cost and maximum effectiveness. 
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For Wood 
Construction or. 
Repair Work 
You Need 
American Screws 


When wood is joined together to 
stay, you'll often find that American JS Wherever Wrought 
Screws are doing the holding work. Strap and Tee Hinges 


These gimlet-pointed screws are easy , 
to start— their true running threads OF Hasps are required, 


make them easy to insert and give these GRIFFIN products 
them plenty of holding power. olfer the witwost. .< in 


A job will look better and hold to- d —_ 
gether longer if American Screws stur yy practica qual- 


are used. ity and service. 
The national reputa- 
tion of American Screws 
makes them easier to sell. 
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TIRE WOOD STOVE MACHINE 
BOLTS SCREWS BOLTS SCREWS 


AMERICAN SCREW €Q | 


PROVIDENCE,R.I.,U.S.A. 


WESTERN DEPOT,225 WEST RANDOLPH ST.CHiICAGO. ILL. 


Put lt Together With Screws | 


ae ee 














ERIE, PENNSYLVANIA 
“ Branch Offices 








Boston, 76 Batterymarch 
San Francisco, 703 Market St. 
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Wood 
Screws 


Rivets 
Roofing Nails 
Scratch Brush Wire 


Sesc% 


BRIDGEPORT. CONN. 








THE BRIDGEPORT SCREW CO. 
Bridgeport, Conn., U. S. A. 


Representatives: 
Milton Pray Co., San Francisco, Los Angeles, Seattle 
George E. Quigley, Detroit 
G. M. Baird & Co., Memphis, Tenn. 





Known and Trusted 
for their unfailing 
accuracy— 

BS 


BROWN & SHARPE 
4 Were) A 


“World's Standard of Accuracy” 


Allith 


ROLLING LADDERS. 


like Allith hangers—are always 
on the track. They speed up sales 
by reducing the time needed for 
each sale. They are attractive, 
durable, roll quietly and run free- 
ly. Your post card will bring 
prices and information by first 
mail. 


ALLITH-PROUTY COMPANY 


DANVILLE, ILLINOIS 




















Patent 
Adjustable 
Extra Heavy 





1d 





DJ 


a Clamps 


These Clamps show superior construc- 
tion throughout and reflect the painstak- 
ing care to make all Hammer and Com- 
pany’s products measure up to a high 
standard of quality. 


The trade finds them most satisfactory. 
Send for Folder and Prices 











MALLEABLE IRON FITTINGS CO. 


Branford, Conn. 














Success Lies 


Knowing How 
| Read“ 
HARDWARE AGE 


It Tells You 
the How” of Successful 
Hardware Merchandising 


*Study and ab- 
sorb the contents. 
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Just Tacks and Small Nails 


After purchasing small items such 
as tacks and small nails, folks are 
inclined to forget where they got 
them. 


But the full weight, good quality 
of Atlas tacks, always impresses 
them favorably. 


And to help them remember where 
they got 


ATLAS 


Tacks and Small Nails 


we print this reminder on every 
package—“When you get a good 
thing, remember where you got it.” 


It helps, at least customers always 
remember the quality of Atlas 
tacks, as well as the store where 
they bought them. 


ATLAS TACK CORPORATION 
Fairhaven, Mass., and St. Louis, Mo. 


4 S| SS] SS SS SH HS 











Cutlery Buyers!!! 
Unreserved Sale of 


15,000 Dozen 
(180,000 ) 


Famous “Electric” Brand 


Highest Quality Pocket Knives 
Jacks—Pens—Stock Knives 
Also 1000 Sets “Electric” Stainless Tables 
By Order Electric Cutlery Co., Walden, N. Y. 


Sale 11 a.m., Tuesday, August 20th 
At Our Salesrooms 


E. Bissell & Co. 


Wholesale Auctioneers 
133-135 Greene St., New York City 


Pocket knives will be sold in case lots of 50 doz. 
each and uprards. 


Any further information desired can be had upon 
request to auctioneer 











Rubber 
Headed Nails 


are used as bumpers on pianos, closet seats, and 
to receive the thrusts of drawers, also to prevent 
noise and marring to such as they are attached. 


Stem Tips, made in thirteen sizes, especially 
designed for chair legs and prevent the scratching 
of floors. Absolutely noiseless. 

We make a large variety of rubber specialties. 
Send for catalog and prices. 


ELASTIC TIP CO. 


370 Atlantic Avenue, Boston, Mass. 














r neers 


~ 2 - 


rom an Electric Cleaner 
to a Battleship 


We make “Commercial” bearings for every conceiv- 
able purpose They are exceptionally efficient because 
of the three-point contact. There is a larger number 
of balls. Speeds up to 2500 R.P.M. Combined radial 
and thrust load with thrust in either direction. Write 
us! 


The Schatz Manufacturing Co. 
Poughkeepsie, N. Y. 
Agents: J. C. McCarty & Co., 253 Broadway, N. Y. City 
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Zé 


Branches :— 
New York ( 











352-80 


Sell 


T. 


Columbian Rope Company 


Genesee Street 


rf ape-Marked 
Columbian piv Rope 
The famous GUARANTEE on the red, white and blue 


Tape-Marker is the greatest protection ever offered to 
dealers and users. 


Auburn, N. Y. “The Cordage City” 


hicago 





Boston 


New Orleans 


Philadel phia 





Have the CALL 


When a mechanic wants a 
dependable “S” Wrench the 
B. & C. gets the call. 


Keep supplied. 


BEMIS & CALL CO. 
Springfield Mass. 


















Stone 





Working 


Tools and 


Supplies 


Complete catalog on. request 


TROW & HOLDEN CO. 


Barre, Vermont 





Where Speed Means Profit 


The Segal Key Cutter cuts all makes of 
flat, cylinder, or paracentric keys AC- 
CURATELY, at the rate of a key a 
minute. That’s why the 


Segal Key Cutter 


pays for 


itself in a few 
months. So sim- 
ple anyone 
can operate 
it. Used 
successfully 
by hundreds 
of hardware 
dealers. Made by— 


Segal Lock & Hardware Co., Inc. 
57 Ferris St., Brooklyn, N. Y. 


Makers of jimmy-proof locks, latches and padlocks 





Write for 


Literature. 





thusiastic, 


compact, 








BULL@FROG 


WHEELBARROWS 


This outstanding Bull Frog No. 301 has met with en- 
nationwide acceptance. 
all-purpose barrow appealing with equal force to con- 
tractors and home folks. 
painted red and black, and popular-priced. 
Other Bull Frog barrows, carts, and scrapers for every 
garden, farm, mine, mill, contracting and industrial use. 


Write for catalog. 





Light weight, 


Chicago : 
69 E. Wacker Drive 


It is the one great 


easy running, 


The Toledo Wheel- 
barrow Company 
Toledo, Ohio 


Branch Office and Warehouse 


























Jaws 
Vertical 


For many jobs, holding the piece in vertical jaws 
is much more convenient than with jaws in the usual 
horizontal position. The horizontal swivel of the 
NuTYP vise permits holding the work at any angle. 


The Oswego Tool Co., Oswego, N. Y. 

















Moe’s Line—A standard 
Equipment—Everything needed and nothing better made. 


« 





POULTRY SUPPLIES 





high grade line of Modern Poultry 


Write for Catalog and Prices. 





HOEFT & CO., Inc. 
2305 Davis St. — North Chicago, IIl. 









f\ 


YERS Cone’ 
TORE LADDERS 


MODERNIZE STORE METHODS 


To provide adequate storage facilities for shelf stoeck—te 
make it ible and jent for clerks and stock men 
to handle with absolute safety—te insure quick service for 
wholesale or retail trade—install one or more 
MYERS NOISELESS CUSHION TIRE STORE LADDERS. 
Deep tread steps, full length hand grips, rubber tires, ever- 
head track system, firm construction throughout, eliminate vibra- 
tion and noise and produce a ladder of ample strength for 















safety, convenience and efficiency. ne t 
design—attractively finished—any height—easily installed — 
meets most requirements. Circular on request. 


mE FE MYERS & BRO.Cco. 
ASHLAND, OHIO. 
PUMPS-WATER SYSTEMS-HAY TOOLS - DOOR HANGERS 
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lof 


THE CORBIN SCREW CORPORATION 
The American Hardware Corp., Successor 
NEW BRITAIN, CONN. 
Warehouses—New York, Chicago, Philadelphia 
Western Factory—Dayton, Ohie 











Or 
CONSTRUCTION 


the new SNELL Construction Bit 


stiffer, stronger, tougher 


Bmit to withstand the everlasting drive of power 
drilling—Snell = stand the gaff—Snell designing 
and metal does 

Write teday for catalog. 















iT 


SNELL MAE ACTURING COMPANY 
FISKD MASS. 


Sales Representatives; ‘je H. Graham & Co. 
113 Chambers St.. New York Ci 

















PAY THEIR COST IN TIME SAVED- SOMETIMES MORE 
PSS RCTS 





Screw Jacks 


Sell on Sight! 


Their Visible Screw, Stability, 


np} ex L ever Jacks, 


Create Sales Appeal __ 


Templeton, Kenly &€ 8 Gis teach Braces 
[Si have been famous 


Chicage It. Use for Years 


KANTIINK 


SPRING LOCK WASHERS 
DONOTTANGLE DONOTRUST 


Made and sold under license 
by the Kantlink Manufacturers: 
The American Nut & Bolt Fastener Co. The Mansfield Lock Washer Co. 
Pittsburgh. Pennsylvania Mansfield, Ohio 
The National Lock Washer Co. 
Newark, N. J., Milwaukee, Wis. 
The Positive Lock Washer Co. The Reliance Manufacturing Co. 
Newark, New Jersey Massillon, Ohio 
































































the counter Starrett 


Combination 
Square 


every time! 


2352 












M N TRADE MAF 


SAMSON CORDAGE WORKS 


BOSTON, MASS. 


SASH CORD 


SAMSON SPOT, PHOENIX and SACHEM brands 


PrVoetateicticrtackeaettriitamcelatesetastulirtattin 
There IS a Difference in Sash Cord’’ 
OTHER BRAIDED CORDS: COTTON TWINES 


Send for catalogue, samples and selling information 








PAGE LAWN FENCE 


Made in two fabrics—Page Perfection and Page Econ- 
omy—a fence suitable for every need. 
Page Perfection Fence comes in heights 36, 42 and 48 








inch. 

Page Economy Fence in heights 36, 42, 48, 60, 72 and 
84 inch. 

All Page Fence is backed by Page's 46 years’ | ° 
reputation—make-:s of America’s first wire | 

fence 


PAGE STEEL and WIRE CO. 


Bridgeport, Connecticut 





Fence Department 
S District Offices: Chicago, New York, Pitts- 
burgh, San Francisco. An Agjsociate Company ue 
of the American Chain Company, incorporated. im Canada: Dominion 
Chain Company, Limited, Niagara Falls, Ontario. 


PAGE Lawn FENCE 


































MODERNIZE! 


Make your store pay undreamed of profits as 
did Prince of Bloomington, Indiana, who says, 
“Our sales have been so far beyond our expecta- 
tions that we give the store layout and fixtures 
full credit.’’ Let us show you how. No obliga- 
tion. Clip this ad to your letterhead and mail 
TODAY, or ask for Catalog 73-A. 











& 
= 


7 <. 


ye 


4 
% 
é 


A OF HELLER & CO, 


MONTPELIER,OHIO N.Y. Office 20 Vesey St.- 500 
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Classified Opportunities 





Use the “Classified Opportunities Section” to reach Hardware Manufacturers, 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen. 


Classified Advertising Rates 
Opportunity Exchange Section 





Bet Solid, Minimum of 5 waren: 


Each additional line............ 


All Capitals, Minimum of 5 lines. . “2 


Each additional line............ 
Average 10 words to a line 
Allow One Line for Keyed Address 





BOXED DISPLAY RATES 
i a ee 
Each additional inch 





Discounts for Classified Advertising 
4 insertions, 10% /_ 8 insertions, 15% 
° 


Remittance Must Accompany Order 





Positions Wanted Advertisements 
50% off rates quoted 





Address your advertisements and replies to 
Hardware Age, Classified E- 
tunities, 239 West 39th St., ew 

York City 





Harzpwars Ace is published each Thursday. 


Forms close Nine Days previous to date of 
publication. 


Samples of merchandise, literature, catalogs, etc., requiring more than ordinary reforwarding postage should not 
be addressed to box numbers. 





BUSINESS OPPORTUNITIES 


UNITED STATES and Canadian patents to sell. Nothing succeeds 
like success. Can be manufactured from left over hardware. Will not 
be out of date in a few years. If interested mail your inquiries by regis- 
tered mail. DAVID SMITH & SON, Box 6, Howe, Nebraska. 








_ FOR SALE—Hardware, paint and housefurnishing store at Beach resort 
in New York City. Best business location, new Heller fixtures, clean stock. 
Long lease, reasonable rent. Must be seen to be appreciated. Address 
Box 1-456, care of HarpwarE AGE, New York City. 





: WANTED—Hardware, Housefurnishing business in town with popula- 
tion of 3500 or over, must not be near salt water. Town with Summer 
Tourists desired. Address Box I-472, care Harpware AcE, New York. 


HELP WANTED 


WANTED—High Class Sales Executive, to take full charge of sales 
for an entirely new and much needed litie of electric driven machines. 
Must have the ability to handle a million dollars worth of business in a 
ear, and must be able to finance the sales. The profits are large. Address 
ox 613, Greenfield, Mass. 











_ CATALOGUE COMPILER—Large eastern jobbing concern wants serv- 

ices permanently of catalogue compiler embracing hardware, electrical goods, 

toys, sporting goods, etc. Write fully stating salary expected, experience, 

ae details. Address Box I-451, care | Harpware AGE, New York 
ity. 





WANTED—Builders’ Hardware Salesman, thoroughly conversant with 
plans and specifications. Also knowledge of the Metropolitan District re- 
quirements, Address Box I-469, care HARDWARE AGE, New York. 





BILL CLERK—To price sales sheets and figure profits. Salary $100.00 
am. Louisiana, Address Box I-466, care HARDWARE AGE, New 
ork. 





POSITIONS WANTED 








ee 


HELP SPECIALISTS 


FOR THE HARDWARE INDUSTRY IN NEW YORK 
STATE 
MALE AND FEMALE 


BVERY APPLICANT INVESTIGATED AND GUARANTEED 
FOR TEN TIMES THE WHEKLY SALARY INVOLVED 


ABBYE EMPLOYMENT AGENCY, INC. 
112 W. 42nd Street Bryant 7374-5-6 











em 





AGE 40, married, wants position with Manufacturers to travel Southern 
territory with thirteen years’ experience. Can furnish best of reference. 
Address Box 1-465, care Harpware Acre, New York. 


SALES ACCOUNTS WANTED 











SALES REPRESENTATIVE 


With 20 years’ experience in New York building trades 
will handle additional high grade account. Thorough 
acquaintance among architects, builders and export 
trade. Address W. T. Voege, Graybar Building, 
New York. 














MANUFACTURERS’ REPRESENTATIVE calling upon Jobbing Re- 
tail Hardware Mail Order and Department Store trade of Middle West 
States, Chicago Headquarters, desires additional reputable line. Will 
carry three lines cnly. Active, high grade representation. Address Box 
1-473, care HARDWARE AGE, New York. 





SALESMAN who now represents one good line of builders’ hardware, 
calling on the better class of retail hardware dealers in Chicago and ad- 
jacent territory, would like one or two more lines going to similar trade, 
on commission. Address Box 7337-A, care Harpware AGE., Otis Bldg., 
Chicago, III. 





SALES organization selling to Jobbing Trade in Southern States 
including Texas and Oklahoma desires to represent one or two reputable 
manufacturers. Address Box I-471, care HARDWARE AGE, New York. 





SALES Representative calling on jobbing trade only, desires to obtain 
one or two additional accounts to represent in New York and New England. 
Address Box I-470, care HarpwarE AGE, New York. 





SALES REPRESENTATIVES WANTED 











DISTRIBUTORS WANTED 


Large New York City concern manufacturing 
one of the best household essential specialties 
retailing at $1.00, nationally advertised. 
Bought in large quantities by hardware trade, 
housefurnishing and furniture stores. Corre- 
spondence with distributors and sales agents 
solicited. Exclusive territory allotted. 


Address Box 1-463, care of Hardware Age, New York. 

















MANUFACTURER OF BUILDERS’ HARDWARE has opening. for 

efficient representation in several territories where trade has already been: 

established, In replying state lines now carried, houses represented and 

out 7 covered. Write Box I-464, care of Harpware AcE, New 
or ity. 





EXPERIENCED BUILDERS’ HARDWARE SALESMEN to repre- 
sent us in the States of Illinois, Indiana, Iowa, Kansas, Kentucky, Minne- 
sota, Missouri, Nebraska, North Dakota, South Dakota, Tennessee and 
West Virginia. Give complete information, stating age, experience and 
references. Chantrell Hardware & Tool Co., Reading, Pa 
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Classified Opportunities 


SALES REPRESENTATIVES WANTED SALES REPRESENTATIVES WANTED 

















SALESMAN— Experienced in plumbers’ brass and rubber goods to SALESMEN—SIDE LINE MEN WANTED for non-competitive line of 
eover Detroit and surrounding territory for an eastern house ‘who has scatter size Axminster rugs. This is a live line of low-priced Axminsters 
an established trade. State age, and experience. Address Box I-467, that can be sold from quality sample and color plates to Department, 
eare HArpware AGE, New York. Furniture, Floor Covering, Hardware, Housefurnishing, and General 


etre Stores. Give references, lines carried, and territory covered in applying. 
Greenwich Carpet Co., Inc., 7 West Burnside Avenue, New York City. 





ROPE SALESMEN WANTED in all territories—100 per cent pure 
Manila rope 17c. Ib. basis. Fast selling side line, five per cent commis- 
sion. UNITED FIBRE COMPANY, 62 South Street, New York City MANUFACTURER OF DISTINCTIVE AND UNIQUE LINE OF 
(Foot of Wall St., and East River). BRONZE BUILDERS ) HARDWARE HAS AN OPPORTUNITY FOR A 

HGR CRAP, ROLES, BEPBEDENE ATIVE SU MANUEAGIU RS 

COMMISSION SALESMEN IN EACH STATE for manufacturer o1 . ra BAS 
hand tools and hardware specialties. Advise territory covered and house: PLEASE ‘REPLY IN De eee ro; BOX 1-462, CARE OF 
represented. Address Box H-638, care of Harpwarr Acr, New York Citv A A AGE 























SALESMAN—Experienced in plumbers’ brass and rubber goods to 
WANTED SALES REPRESENTATIVE—Desirable item for Hardware cover New York State. One residing in Rochester preferred. We have 
Dealer Salesmen. Write stating territory covered and experience. Address over 100 established customers; good opportunity for willing worker; _ state 


age and experience. Address Box I-468, care HArpware AcE, New York. 


Box I-415, care of Hardware Age, N. Y 














Sales Representatives Wanted 


In a recent issue of this paper under the classification of 
“Sales Representatives Wanted,” were twelve different adver- 
tisements for salesmen calling on the retail hardware trade. 


It looks as if hardware concerns knew where to “go” for 
hardware salesmen, doesn’t it? 


And by this same reasoning it looks as if these concerns 
reckon that men know where to “go’”’ to find these oppor- 
tunities. 


It’s a good paper that serves the wae “both ways,” isn’t it? 
Try it and see. Address— 


Hardware Age, 239 West 39th St.,New York 


‘“‘Classified Opportunities Section” 








SEND FOR FREE SALES HELPS on the 
GENUINE ARMSTRONG PIPE TOOLS and VISES 


* FOLDERS * CIRCULARS * CUTS * SIGNS * HANDY CATALOGS * ETC. * 
When writing mention whether you are interested in imprinted literature. 


THE ARMSTRONG MANUFACTURING COMPANY _ Founded1869 295 Knowlton St., Bridgeport, Conn. 
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and HOLDER 


OW _ ax 
FXTRAORDINARY 


4 SAN E$ APPEAL 


Fairmount No. 555 
Wrench Set with Holder 


Order by Number from Your Jobber 


From a sales standpoint a wrench set is no better 
than its holder, for the holder in most cases is the 
thing which makes the sale. 

The new Fairmount No. 555 Wrench Set is incased 
in the most attractive and handiest holder yet devised. 
It appeals instantly to those who see it displayed be- 
cause it is readily recognized as possessing out-ofethe- 
ordinary utility. 

Order a stock now and see for yourself how this 
unique package will increase your wrench sales and 


profits. 


FAIRMOUNT) 


CLEVELAND, OHIO 





10611 QUINCY AVE 


lll TOOLS GIVE SERVICE AND aes (7 


a WRENCH SET 














No. 201 Night Latch 


Dealers can now get immediate delivery 
of this popular night latch from all of 
our factory branches. 


@®INDEPENDENTIOCKCO,@@> 


FITCHBURG, MASS., U. S. A. 











183 West Lake Street 23 Warren Street 2109 Cass Ave. 
Chicago, Il. New York City Detroit, ‘Mich. 
523 Commerce Street 121 2nd Street 406 Wall Street 
Philadelphia, Pa. San Francisco, Cal. Los Angeles, Cal. 


414 No. Gay 8t., Baltimore, Md. 




















Remember This Illustration! 
It shows what 


DOMES 
of 
Silence 
look like 





Every Genuine 
Dome has _ the 
words Domes of 
Silence stamped 
inside. Domes of Silence are practical 
for ALL furniture—hence their large 
sale. Six sizes. Set of 4 for 10 cents. 


If your Jobber cannot supply you— 
write us direct. 


We also make all grades of Sliding Casters, Pin 
Slides, Felt Slides, etc. 


DOMES OF SILENCE, INC. 
21 Pearl Street New York City 








TRUCKS 


for every need 


You can sell Fairbanks 
Hand Trucks with the 
positive assurance that 
they will give unfailing 
satisfaction for the pur- 
pose intended. The 


FAIRBANKS 


Line includes patterns for 
every known requirement. 












Send for Catalog No. 30. 
It illustrates and describes 
the Complete Line. New 


No. 950 Catalog will be Style 

ready shortly. 301A 
Full 
Strapped 


The Fairbanks Co. 


Boston, New York, Pittsburgh. 
Rome, Ga. 


Distribution in all 
Principal Cities 
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Ou can turn these< 


SSS 


HEN a jobber or retailer stocks handles 
for his trade he has one interest thereafter, 
‘How soon can I turn this stock into cash, yield- 


ing profit to me?” 


When you feature Sallee Handles you insure rapid 
Ey es WH turnover because the handle buyer immediately recognizes 
imperial quality. When placed beside other handles in the 
market Sallee quality arises to trade its merited superiority 
to the buyer with a guarantee of complete satisfaction. 


PROMPT SHIPMENT 
ON ORDERS 


The immense production of our mills makes 


WHAT MAKES SALLEE 
HANDLES BETTER 
The timber from which these handles are made 


is cut from Arkansas’ richest second growth 
Hickory and sturdy Oak. 






possible quick shipment of your order. 


The modern mills of Sallee are equipped to An average of twelve and fifteen cars of 


turn raw materials into practically every type 
of handle used in industrial work. 


handles are kept in stock at all times: 


We personally supervise the routing of each 


Sallee handles are designed and graded by onli: des 26D te Alneing eudel end 


skilled craftsmen. Many of these workmen j e 
have had twenty-five years’ experience in pro- shortening the distance between Sallee and the 
ducing handles that are uniformly good. wholesaler’s warehouse. 


Write for price lists and grading sheets 


SALLEE BROS. 
POCAHONTAS, ARK. 


Fifty years’ experience—from tread mill to 
modern plant production 
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WuHetue_r it is a call to the next block or 
to another city, the telephone instrument 
on your desk is always ready. And it is 
easy to use. On calls to nearby cities, the 
operator will usually get the wanted tele- 
phone while you hold the line. 

The simple act of using the telephone is 
often more effective than a trip in person. 
The representative of a Richmond grain 
company traveled 100 miles several times 
to call personally on a buyer without 
success. Then he called him by tele- 
phone—and sold him a carload of 
wheat. Cost of the call, 7oc. 





An Atlanta commission house started 
10 carloads of potatoes across from Mem- 
phis. While the cars were rolling, 9 of 
them were sold by telephone in towns 
along the way. The last car was sold by 
telephone in Atlanta. Sales, $10,000. Cost 
of calls, $5.45. 

The telephone habit is good for busi- 
ness men in every line. It is so convenient. 
What calls could you profitably make to 
other cities now? 

Calling by number takes less time. 
Bell Telephone Service is Convenient 
Economical ..... . Universal. 











